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N. Y. Dept. Tightens | 


Supervision Over 
Company Promotions 


Additional 
Around Investors In Stocks 
Of New Fire Companies 


LIMITATIONS UPON EXPENSES 


Organization Costs Held To 10% 
Of Cash Actually Received; 
Funds Must Be Placed In 
Trust 
Keeping pace with the movement that 
has grown rapidly in the last two years 
to form new fire insurance companies in 
New York, New Jersey and several of 
the other nearby states the New York 
Insurance Department is tightening up 
its requirements for the protection of 
those who are investing their funds in 
these developments. With an unprece- 
dented amount of available capital seek- 
ing profitable investment from all parts 
of the country it is only natural that 
those who believe there is room for more 
fire insurance companies in that busi- 
ness should take the present time to 

launch their ventures. 

Financial underwriting syndicates are 
handling the stock issues of several pro- 
posed companies and the New York In- 
surance Department is maintaining a 
close surveillance in order to guard 
against any promotions that may not be 
strictly legitimate. Up to the present 
tme some of the proposed companies 
have succeeded in getting started in fire 
insurance, others are still trying to raise 
sufficient capital and a few have defi- 
nitely given up the task and returned the 
money subscribed to those who bought 
stock. In the last named category are 
the Jefferson and the Pearl River. The 
promoters of both failed to enlist the 
needed capital and gave back the original 
subscriptions. 

The Brooklyn Fire and the Colonial 
States represent two companies which 
have successfully completed their origi- 
nal financing at very low cost and are 
now functioning. The DeWitt Clinton 
and Long Island have secured a large 
percentage of their funds and are now 
out seeking the remainder. Both compa- 
mes have their charters. 

New Rulings on Organization Costs 

The New York Insurance Department 
demands that not over 10% ‘of the funds 
taken in be expended for organization 
or promotion expenses. And in this 
connection the Department has ruled 
that on all receipts given to purchasers 
of stock the notice be printed that in 
the event the company is not started 
and the subscriptions are returned, the 
Purchasers shall receive 90% of their 
morey instead of the full 100%. This 
notice is placed upon the receipt in order 








sto inform the purchaser that the or- 


ganizers may expend up to 10% for ex- 
Penses even though the company is not 
actually launched. 

It is also required of company or- 


(Continued on page 28) 
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PHOENIX 


‘Assurance Company, Ltd. 
of London 


150 William Street, New York 


‘A corporation which has stood the test 
of time! 146 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
150 William Street, New York 




















White Fireman 
i and his 





Introducing 


THE WHITE FiREMAN 


HE White Fireman is a character created to personify the fire-prevention work 
carried on by insurance companies. 


The advertising in which this character appears will impress upon property-owners the 


fact that the companies are not only urging precautions upon the public, but are also 
doing their own share to reduce fire-waste. 


Look for the White Fireman in the Saturday Evening Post of January 7th, and in the 
January issues of the Quality Group magazines. 


INSURANCE COMPANY OF NORTH AMERICA 
PHILADELPHIA 


d th 
INDEMNITY INS. CO. OF NORTH AMERICA 


write practically every form of insurance except life 
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Penn Mutual Expansion 


Practical plans for increasing the membership of our General 
Agencies in every part of our national territory will soon be put into 
operation. Our man-power is to be expanded numerically. 


Vincent B. Coffin, Director of the Life Insurance School of New 
York University, has been appointed Director of Education. This 
assures to PENN MUTUAL Agents an educational system of unexcelled 
profitableness to them. Our man-power is to be expanded educationally. 


In our well-equipped ranks are places for capable and industrious 
men and women. Consult our nearest General Agent. Come with us 
and prosper! 


The Penn Mutual Life Insurance Company 


Independence Square 


Philadelphia, Pa. 


Founded 1847 


























Duff To Carry Out 
Woods Ideals For 
Pittsburgh Agency 


His Letter To Associates After His 
Promotion To Presidency 


Of E. A. Woods Co. 
WANTS TRAINED MEN ONLY 
Equitable Life Assurance Society 


Says Death Of Old Leader 
Will Not Affect Contract 





The Equitable Life Assurance Society 
announces that the death of Edward A. 
Woods does not affect its contract with 
the Edward A. Woods Agency, which 
covers the territories of Western Penn- 
sylvania, thirteen counties in Ohio and 
two counties in West Virginia. 

At a meeting of the stockholders and 
directors of the Edward A. Woods Co. 
William M. Duff was elected president; 
William J. Powell, vice-president and 
treasurer, and Charles A. Woods, vice- 
William 
Downey is secretary; John Wright, C. 
J. Westermann and H. K. Beegle are 
assistant treasurers; and J. P. Pricer, F. 
J. Stevenson and M. B. Cohill are as- 
sistant comptrollers. The directors are 
Messrs. Beegle, Wright, Powell and C. 
M. Hooker, L. A. Spencer, E. E. John- 
son, M. J. Donnelly, N. S. Wooldridge, 
O. P. Powell, W. E. Graham, T. P. Will- 
iams, Miss A. B. Concannon, F. G 
Mardis. 


president and general counsel. 


Praises Mr. Duff 

Frank H. Davis, vice-president of the 
Equitable, said this week: “Mr. Duff was 
for many years superintendent of the or- 
ganization and enjoyed in every way the 
full confidence of Mr. Woods. Conse- 
quently, it is hoped and believed that no 
change in the organization of this agency 

: . va 
will become necessary or advisable. 


Letter of Mr. Duff 


President Duff has sent the following 
letter to the Woods company associates: 

“I deeply appreciate the honor ac- 
corded me and the confidence shown in 
my election to the presidency of the 
Edward A. Woods Co., particularly be- 
cause such action is in accordance with 
the circumstances that resulted in my 
elevation. The position is one I did not 
seek, and, while appreciating the honor, 
I had hoped it would be deferred many 
years. I do not shrink from the re- 
sponsibility nor the trust imposed upon 
me, and it will be my aim to carry out 
to the fullest extent of my powers the 
obligations and responsibilities of my 
new position. 

“Edward A. Woods had the highest 
ideals for his organization. I can assure 
you that it will be our purpose, and I 
speak for my associates as well as for 
myself, to carry out to the best of our 
ability the aims, aspirations and ideals 
of our departed leader. 

“There will be no lowering of the 


(Continued on page 10) 
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“ONE MAN IS NO MAN” 


This saying may have been originated by 
someone who had in mind the power of or- 
ganization and the comparative impotence of 
isolated and unorganized endeavor, but it is 
literally true as a fact of social evolution. 


Without fellows, a single man would have 
neither religion, language, clothing, or a 
conscience. ’ ’ ’ 7 ’ ’ 


The Life Insurance Agent, emissary of that 
Great Institution, must have behind him, the 
strength of. 





—Organized Service— 


THE KEANE-PATTERSON AGENCY | 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 





225 WEST THIRTY-FOURTH STREET, NEW YORK CITY TelephoneChickering 2384 
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Woman Agent Opens 
Independent Life Office 


GRACE E. HOWLAND OF DETROIT 





Paid for $750,000 in Three Months’ 
Time; Early Training in Office 
of Canada Life 





Out in Detroit there is a woman in- 
surance agent who has her own office, 
operating independently, representing a 
number of different companies, and who 
has made a real success. She is Grace 





GRACE E. HOWLAND 


E. Howland who is on the way to the 
million-dollar class. 

She entered the insurance business 
with the Canada Life in 1923 and in eight 
months earned membership in the Can- 
ada Life Quarter Million Club. The 
next year she wrote about $400,000 and 
the following year over $600,000. 

Last August she opened her own of- 
fice and within three months wrote and 
paid for over $750,000 of insurance. She 
gives credit to G. A. Eubank, former 
manager of the Canada Life at Detroit, 
for her early insurance training. 


GEORGE S. MOWER DIES 


Was With The Prudential 31 Years; 
Rose From Clerk To Assistant 
Actuary 


George S. Mower, assistant actuary of 
The Prudential, died suddenly last week 
at his home in Newark from a heart at- 
tack. Mr. Mower entered the employ 
of The Prudential on March 4, 1897, as 
a clerk. On February 6, 1903, he was 
made mathematician in the actuarial de- 
partment. .In 1914 he was appointed as- 
sistant actuary. 

He was born in Katsbaan, N. Y., fifty- 
one years ago and was a graduate of 
Kingston Academy, Kingston, N. Y., and 
Rutgers University. He was awarded 
first honors in mathematics at Rutgers 
and was declared to be one of the best 
mathematicians in this part of the coun- 
try. 

Surviving Mr. Mower are his widow, 
Pauline; his mother, Mrs. Eliza Cather- 
ine Mower of Nutley; a son, George O. 
Mower; a daughter, Mrs. LeRoy Gru- 
man, both of Newark, and a_ brother, 
Howard Mower of Brooklyn. Burial 
took place at Saugerties, N. Y. 











P. M. FRASER SAILS FOR CUBA 

'’. M. Fraser, Connecticut Mutual gen- 
eral agent, Harold N. Chandler and for- 
mer Alderman L. V. Doherty of Brook- 
lyn, will leave for Havana, Cuba, to- 
morrow, to be away two weeks. On 
the way back Mr. Fraser will stop off 
at Biloxi, Mississippi, to attend the gen- 
eral agents’ convention of the Connec- 
tieit’ Mutual which will be held there 
February 6- to 10. 








WHY??? 








Insurance Men 


Who Want To Make More Money 


Contract With 


"RIEHLE AGENCY 
EQUITABLE LIFE | 





HE *RIEHLE AGENCY, EQUITABLE LIFE, 
offers expert training at the Equitable Home Office 
School or by means of the Equitable Correspondence 
Course which qualifies insurance men scientifically to 
write “life” and enables them substantially to increase 
their income. 


The Equitable Home Office School consists of nineteen 
2!/, hour sessions and is remarkably comprehensive. 


Graduates increase their average volume per case by 
44%), 


The Equitable Correspondence Course is a carefully- 
prepared, concise series of lessons which thoroughly 
teaches the principles of systematic life insurance sales- 
manship. 


Equitabletrained Riehle men write a consistent, re- 
munerative and constantly-increasing business and they 
eliminate the worry, detail and loss of time attendant 
upon “spotty” here and there business. 


Hence 


Investigate your opportunity in Life Insurance— 
*Riehle Agency—Equitable Life. You will find a won- 
derful field, offering excellent profits, if you are willing 
to be trained. Be on the crest of the wave—not 
floundering in the aftermath—and by all means know 
your subject. 


Determine to take advantage of your opportunities in 
a real way. Communicate at once, preferably in per- 
son with 


*JOHN M. RIEHLE, Manager 
*THEODORE M. RIEHLE, 


Associate Manager 


The Equitable Life Assurance Society 
of the U. S. 
Suite 1103-1106 % Pennsylvania Building 
225 West 34th Street - New York City 
Telephone - - - Lackawanna 7150 








‘4 LIVE, SUCCESSFUL, FRIENDLY AGENCY—THE RIEHLE AGENCY” 

















Northwestern Nat’l. 
New Non-Par Policies 


4 NEW CONTRACTS COME OUT 





30 Payment Life; Life Paid Up at Age 
65; Semi-End. Age 65; Child’s 
20 Year Endowment 





The Northwestern National of Minne- 
apolis announces the first of its new 
Non-Participating policies. They are 30 
Payment Life; Life Paid up at Age 65; 
Semi-Endowment at Age 65; Child’s 20 
Payment Endowment at Age 85. 

The Semi-Endowment at Age 65 is, as 
its name implies, a policy which matures 
as an endowment at age 65 for half of 
the face amount of the policy. In other 
words, a $10,000 policy matures as an en- 
dowment for $5,000 at age 65. It is a 
low cost policy which emphasizes the im- 
portance of a maximum amount of pro- 
tection for a minimum premium, and yet 
does not neglect making definite provi- 
sion for old age. 

The disability benefit used with this 
policy provides disability coverage to age 
65. Disability benefits are payable 
throughout disability until age 65, at 
which time half the face of the policy 
is payable to the insured. A feature of 
this new policy is a definite statement 
of the amount of life income payable to 
the insured at age 65.. 

Child’s Policy is Distinctive 

The new Child’s Twenty Payment pol- 
icy has a number of distinctive features. 
First, it will be issued on the life of a 
child from one day old to nine years 
(nearest birthday). Second, the full face 
amount is payable at death at age five 
or later, except in the case af a policy 
issued at an age under six months, when 
the full coverage is attained in the sixth 
year. Third, premiums may be contin- 
ued after the twenty payments are com- 
pleted, to mature the policy as.an En- 
dowment for its full face amount at the 
fortieth or forty-first year from the date 
of issue. 

For the small additional premium, a 
benefit waiving the remaining premiums 
during the first twenty years in case of 
the death or disability of the recognized 
applicant (usually the father, guardian, 
or relative having custody of the child), 
can be added to the policy. 


Life’ Paid Up to 65 

The Life Paid Up at 65 policy is, just 
as its name implies, a policy upon which 
no premium need be paid after the in- 
sured reaches the age of 65. At that 
time the insured has the option of taking 
a paid-up life policy, a life income, or the 
guaranteed cash value in one sum. The 
annual premium for age 22 is $15.59. 

The Thirty Payment Life is a limited 
payment life policy, face amount payable 
at death, premiums payable for thirty 
years. The annual premium at age 22 
is $17.50. 

The usual level income total and per- 
manent disability clauses and double ac- 
cidental death benefits can be written 
with the Life Paid Up at 65 and the 
Thirty Payment Life forms. The double 
indemnity clause can also be written 
with the Semi-Endowment. 

The Northwestern National Life has 
just closed the largest year in its his- 
tory. Its 1927 new business, on ‘a _paid- 
for basis, totalled $51,190,685, and was 
14.8% greater than the new paid-for 
business of 1926. The new equipment 
now furnished the members of the agen- 
cy organization is expected to further 
stimulate new production in 1928. 





GOOD START FOR H. A. GILMAN 

Harold A. Gilman, vice-president of 
Wells, Potter, Fish & Ustick, Inc., 75 
Maiden Lane, general insurance brokers, 
has made a good start for the year 1928 
by placing and paying for $400,000 ordi- 
narv life on two lives, reporting through 
the Travelers general agency of Sisley 
& Brinckerhoff, Inc. Mr. Gilman_paid 
for nearly $2,000,000 last year and ex- 
pects to pass this figure in 1928. 








Page 4 








January 27, 1928 














Four Years Old and Going Strong 


i igre Willard Regan Agency completed 1927, 
its fourth year in business, with a 60% in- 
crease in paid-for volume. 


The agency’s method of personal instruc- 


tion and service to its agents has been thor- 
oughly endorsed. 


We heartily thank our friends who have 
made this progress possible. 


THE WILLARD REGAN AGENCY 


CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 
100 East 42nd Street, New York 





“4 Years on 42nd Street” 
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Travelers Managers 
In Interesting Shift 


N. HAINES AT 55 JOHN STREET 





David Brown, Jr., Transferred From 
Brooklyn to Same Address; R. J. 
Lathrop Succeeds Brown 





A number of changes in the personnel 
o! branch office managerships, life acci- 
dent and group insurance departments, 
involving the transfer and promotion of 
twelve men, ‘have been announced by the 
‘Travelers. The branch offices in which 
the changes are being made include No. 
55 John street, New York City; Brook- 
lyn, Cleveland, Pittsburgh, Newark and 
Camden, N. J.; Philadelphia, Providence, 





RAYMOND N. HAINES 


Rk. I.; Bridgeport, 
Del., and Peoria, Ill. 

The changes of the Travelers in its 
greater New York City area include the 
transfer of Raymond N. Haines from 
manager at Cleveland to manager of the 
No. 55 John street branch office; the 
transfer of David Brown, Jr., from man- 
ager at Brooklyn to a new position just 
created by the company at its No. 55 
John street branch; the transfer of 
Ralph J. Lathrop from managership at 
Peoria, Ill., to succeed Mr. Brown at 
Brooklyn, and the transfer of George T. 
Stout from Providence to the manager- 
ship at Newark, N. J. 

Haines Succeeds Williams 

Raymond N. Haines, manager at 
Cleveland since October 10, 1924, in be- 
ing promoted to the managership of the 
No. 55 John street office, will succeed 
Harry J. Williams, who is resigning to 
satisfy a long standing desire to go into 
business for himself by becoming a Trav- 
clers commission agent. 

Mr. Haines’ promotion will be effec- 
tive February 1. He has been connected 
with the Travelers since September 23, 
1907, during which time he has risen 
from cashier to the managership of the 
Travelers’ largest branch. His first serv- 
ice with the Travelers was at Albany, N. 
f September 15, 1911, he was trans- 

rred to St. Louis to become assistant 
Ce ashier, and later cashier of that branch 

‘ice. He was appointed special agent 
J ne 9, 1913, at St. Louis, and on Febru- 


Conn.; Wilmington, 





growing city in the Southwest; 
the air and the ships of the sea. 
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HOUSTON—TEXAS 


The sky is clear today in Houston 
which the breeze from the plains blew the clouds out to sea—and the 
sun is shining its radiant beams on its more than two hundred and fifty 
thousand population which goes to make up the citizenship of the fastest 
where 18 

The 


morning, gives way to sunbeams, as the mocking bird liltingly proclaims 


Houston—Texas 
Life Insurance 
fore has the public been so conscious of its need for adequate life insur- 
ance protection and dependable insurance advice. 
Companies of Houston are working hand-in-hand with the Life Under- 
easily obtained. 
a man must first of all be 
man interested in people and progress. . 


this opportunity to lay 
STON AGENCY of the 
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dew on the roses, this January 
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ANCE COMPANY will give you a prompt interview. 
Jos. S. Smith, General Agen 
ZEtna Life Insurance Company, of Hartford, Conn. 
Odfices 301-2-3 Gulf Building—Houston, Texas 
ary 1, 1914, he was transferred to Den- Mr. Williams has been manager of the 


ver as acting manager. He became man- 
ager of the Denver branch February 1, 
1915, and on December 2, 1918, was trans- 
ferred to Des Moines as manager of that 


office. His next promotion was as man- 
ager of the St. Louis office, March 1], 
1922, which position he held until his 


promotion to Cleveland. Mr. Haines is 
one of the outstanding men in the life 
insurance business in this country.. He 
had much to do with the creation of the 
Travelers Life Expectancy policy and 
has been called to the home office nu- 
merous times for consultation on new life 
insurance programs. 








RALPH L. LATHROP 


55 John street branch office since Janu- 
ary 1, 1926. He became connected with 
the Travelers as a special representative 
at the Metropolitan branch office, New 
York City, September 16, 1918. The 
next year he became a counterman at the 
Metropolitan office, which position he 
held until January 1, 1920, when he re- 
turned to the agency department as as- 
sistant manager in the Metropolitan 
branch office. He was promoted to as- 
sociate manager at 55 John street branch 
office February 26, 1923. Mr. Williams 
was in general agency work in New 
Trav- 


York City before he came with the 





R. J. 


WAUGH 
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clers. He is one of the best known in- 
surance men in New York City. 

New Position for David Brown, Jr. 

Another important promotion includes 
David Brown, Jr., who has been manager 
of the Travelers’ branch office at Brook- 
lyn since March 14, 1921. Mr. Brown 
is being or to the 55 John street 


office, New York City, in order to take 
up a new position created by the com- 
pany. Beginning February 15, he will be 


in charge of a new bureau at 55 John 
street, the purpose of which will be the 
conservation of business. Mr. Brown 
will operate under the title of assistant 
manager. He was selected for this new 
position because of his outstanding rec- 




















DAVID BROWN, JR. 


experience 


ord and with the company, 
and because of the Travelers’ desire to 
strengthen its already strong position in 
New York City. 

Mr. Brown's first connection with the 
Travelers was as a special representative 
in the Metropolitan branch office, No- 
vember 1, 1918. "1 was made assistant 
manager January 1, 1921, which position 
he held until his promotion to the man- 
agership of the Brooklyn branch. Prior 
to his employment by the Travelers he 
had been engaged for about twenty-five 
years in railroad transportation and pas- 
senger work, both in the east and the 
west, being connected for a long time 
with the Chicago Great Western Rail- 
road and later as district passenger agent 
for that company in the New York dis- 
trict. At the time he was employed by 
the Travelers he was manager of the 
telephone information service of the 
United States Railroad Administration 
Offices in New York City. 

Comes to Brooklyn From Illinois 

Ralph J. 


Lathrop, 
Travelers’ 


manager of the 
branch at Peoria, IIL, since 
March 1, 1922, and who is being pro- 
moted to succeed David Brown, Jr., at 
Brooklyn, was first connected with the 
Travelers as a special agent at the Mil- 
waukee branch office, May 1, 1919. He 
was promoted assistant manager of that 
office April 1, 1920, which position he 
held until his transfer to the manager- 
ship at Peoria. Mr. Lathrop was an at- 
torney-at-law previous to his connection 
with the Travelers. He was about to re- 
sume his law practice after his return 
from the United States Army, where he 
(Continued on page 15) 
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M. Albert Linton Gives 
Equitable Trust Talk 


GOOD CROWD OUT TO HEAR HIM 





Says Life Insurance Estates Increase at 
Rate of 16 Billions a Year; 
Makes Good Points 





M. Albert Linton, vice-president and 
actuary of the Provident Mutual Life 
of Philadelphia, addressed the New 
York life underwriters last week at the 
second lecture in the Equitable Trust 
Company’s course, on the subject of life 
insurance trusts. Mr. Linton’s subject 


was “Life Insurance Policyholders and 
Trust Company Service.” William F. 
Atkinson, general agent of the North- 
western Mutual Life and a member of 
the Equitable Trust Company’s Advisory 
Council, presided at the meeiing. About 
400 persons attended. 

Mr. Linton dwelt on the various op- 
tions of settlements and the proper 
planning of insurance estates, and stated 
that it would be well to consider a few 
of the limitations of the insurance com- 
pany service in handling the various op- 
tions. As lawyers point out, a life in- 
surance company in administering a set- 
tlement option is carrying out the terms 
of a contract and is not acting in the 
capacity of a trustee. There is a dis- 
tinct difference between these two func- 
tions. A trustee has the protection of 
courts of equity; the life insurance com- 
pany does not have the same protec- 
tion. On account of the difficulties life 
insurance might encounter where there 
are two claimants for the proceeds, it is 
necessary that they keep their settle- 
ments simple and unambiguous. Fre- 
quently the tying up of insurance pro- 
ceeds under ironclad settlements cover- 
ing complicated contingencies extending 
a long time into the future is likely to 
be fraught with grave consequences for 
the beneficiaries. Take, for example, the 
death of a policyholder leaving behind 
one of these ironclad settlements. A few 
years later the family may be in great 
need of a certain amount of principal 
to meet some emergency, but they can- 
not get it if it is tied up absolutely by 
an income settlement which must go on 
inflexibly to the bitter end. 

Mr. Linton said that in many cases, 
settlement option would fill the bill, but 
where any flexibility was desired, or dis- 
cretionary powers, that the service of 
fiduciary institutions would probably 
serve the insured’s beneficiaries in a far 
more satisfactory manner. Mr. Linton 
spoke in part as follows. 

“Let us consider the details of a life 
insurance trust. How does the insurance 
money get into the hands of a trust 
company? ‘There are two ways; either 
the trust company can receive proceeds 
as beneficiary or assignee under the pol- 
icy, or it can receive the proceeds as 
executor and trustee under the insured’s 
will, the policies having been made pay- 
able to his estate. The first method is 
the insurance trust method; the second 
the estate method. Practically all life 
underwriters now realize that the estate 
method is not the better way to get the 
money into the hands of the trustee, as 
this method involves court costs, legal 
fees and all the charges that go with 
the settling up of an estate and causes 
delay because the insurance money is 
tied up in the estate. There is also the 
possibility of a contest under the will. 
The estate method also puts the burden 
of taxation upon the estate, whereby the 
insurance trust method will reduce this 
taxation considerably. Under the insur- 
ance trust, the expenses are pre-arranged 
and it is known what the administration 
is going to cost. There are no inde- 
terminate court costs; there is no delay 
in the passage of the money to the trust 
company. For this reason, it begins 
immediately to earn an income for the 
beneficiaries. The trust companies know 
that the insurance trust business is the 
greatest kind of business they have, be- 


cause it is paid to them promptly in cash. 
A possible will contest is avoided and the 
insurance thus paid is exempt from state 
inheritance taxes in most states, and is 
exempt up to $40,000 from the Federal 
estate tax. 


Meeting Contingencies 


“There are many contingencies which 
can be provided for under the insurance 
trust agreement which might frequently 
arise in the case of the average man’s 
family. In the first place the education 
of children provides contingencies that 


‘ will be satisfactorily met by giving’ the 


trust company discretionary powers. 
Also, an inflexible arrangement which 
has been made years ago when the pur- 
chasing power of the dollar was more, 
is taken care of by trust company serv- 
ice if the agreement is properly drawn. 
It is difficult to say that a level payment 
to anybody years hence is going to be 
adequate, because we cannot tell what 
the purchasing power of the dollar may 
be when the occasion arises to utilize 
this money. 

“Another contingency is the care of 
the widow. The trust company is will- 
ing, and can assist her in the sale of 
her home or the purchase of another 
home, if that should be advisable. Fre- 
quently, the reduced income after her 
husband’s death may not be sufficient to 
enable her to live in the old residence. 
Sound business advice may be of great 
value to her, and the contact of the 
widow with the officers of a well man- 
aged trust company may be very benc- 
ficial. The emergency created by sud- 
den illness or prolonged physical disa- 
bility may need the application of some 
of the principal. This can be arranged 
under an insurance trust agreement. 
Again, one can create a fund which, at 
the discretion of the trustee, can be used 
to establish the son in business or en- 
able him to buy a share in another busi- 
ness, if that is the wise thing to do. The 
insurance trust agreement can arrange 
for the principal to be used for the bene- 
fit of a daughter for whom he would 
like to purchase a home at the time of 
her marriage, or for her dowery. 


Trust Unifies Proceeds 


“T think it safe to say that the un- 
foreseen contingency is likely to be the 
important one. Someone should be on 
hand to cope with it in the light of ac- 
tual conditions. The trust company ful- 
fills the requirement. Another great ad- 
vantage of the insurance trust settle- 
ment is that one can unify the admin- 
istration of the insurance proceeds with 
that of the rest of his estate. If there 
are policies in several companies, all of 
these policies may be payable to the 
trust company and all the proceeds ad- 
ministered under one trust deed.” 

In the course of Mr. Linton’s remarks, 
he pointed out the replacement theory 
of life insurance. 

Certainly, he thought, when the 
amount of insurance is $25,000 or more, 
the trust company service should be 
carefully studied in its application to at 
least a part of the principal. The pri- 
mary function, after all, of the life in- 
surance company is to carry the insur- 
ance risk and create the estate. Its ma- 
chinery for the handling of settlements 
is secondary. 

In closing, Mr. Linton said the prac- 
tical problem that the life insurance 
business people have to face is that of 
deciding when to recommend options and 
when to recommend trust service. He 
said one of the first questions to ask 
is, “Will the family be better protected 
if the funds are handled by a trustee, 
who shall have discretion in the admin- 
istration of the funds?” In other words, 
he thought wherever there is a possibil- 
ity that there may be need for the emer- 
gency use of principal, the trust com- 
pany service provides the surest means 
of meeting the situation satisfactorily. 





The Southwestern Life Insurance 
Company of Dallas, Tex., has been re- 
admitted to membership in the Ameri- 
can Life Convention. 











NODE NENG NONE NENG ING 














WN 











DADE 


TIA 


LSIESIODS 


New York Life Agents 
Paid for 
927 Mullion Dollars 


NO NODNCNOAN 


Vii 





TAN 


MYTATOATATAN 





WWIII. 


of NEW BUSINESS DURING 
THE NEW YEAR 


TUTE NUTONE NETO TUONO TNONOTNOTNOTNOT 


IN 
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“Is it any wonder that, meas- 
ured by usual standards, 


Nylic agents are indus- 


trious, persistent, satis- 
fied and happy?” 
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Colonial Life Shows 
Gains During 1927 


INCOME NEARLY 5 MILLION 





Greatest Progress Made in New Paid- 
For Insurance According to 
Annual Statement 





The annual statement of the Colonial 
Life for 1927 shows that increases have 
been made in every department. The 
total income is given as $4,921,157, show- 
ing an increase of $454,036 over 1926. 
The assets have increased in one year, 
$1,371,407, the total assets being $12,- 
758,249, 

The reserve funds for policyholders 
totals $10,832,099, which is an increase 
of $1,237,269; net surplus, $801,225, show- 
ing an increase of $82,213 over that of 
1926, The total amount of insurance in 
force is $100,077,915, an increase of 
$8,320,049. 

Greatest Gain in New Insurance 

The greatest gain made was that in 
new’ paid-for insurance which _ totals 
$35,240,233, the largest amount in the 
company’s history. Payments of death 
claims, disability and other benefits to 
policyholders was $1,368,688. Since the 
organization of the company in 1898 the 
total payments to policyholders has 
amounted to $13,781,737. The number of 
policies in force numbers 524,337. 

The liabilities of the company are 
made up of the reserve fund, to secure 
policies which amounts to $10,813,698.88 
special reserve, $18,400.00; reserve for 
taxes payable in 1928, $82,900; all other 
liabilities, $142,024.97. The capital of the 
company is $900,000. 

Growth of Company 

The growth of the company in its 
twenty-nine years of existence is shown 
in the following table: 








agencies. 


opportunity for advancement. 


110 Fulton Street 








An Old Massachusetts Life Insurance Company 
is seeking an 
Assistant to the Superintendent of Agencies 
preferably in his early thirties. 
. Personal sales experience necessary. 
One to do constructive sales work in Home Office and 


A permanent Home Office connection of unusual merit with 


Address with full information 


Assistant Superintendent of Agencies 


MASSACHUSETTS COMPANY 
THE EASTERN UNDERWRITER 


New York City 














DINNER TO PARKINSON 





Tendered by Other Officers of Equitable 
Life Assurance Society; William 
Alexander Toastmaster 
The officers of the Equitable Society 
one night last week tendered a dinner at 
the Union League Club, New York, to 
Thomas I. Parkinson, recently elected 
president of the Society. William Alex- 
ander, dean among the officers of the 
Equitable, was toastmaster. The other 
officers in attendance were Vice-Presi- 
dent Frank H. Davis, Second Vice-Presi- 
dent Leon Orr Fisher, Second Vice- 
President William J. Graham, Second 
Vice-President and Actuary Robert Hen- 
derson, Second Vice-President John A. 
Stevenson, Second Vice-President: and 
Asscciate Actuary Ray D. Murphy, 
Treasurer Meredith C. Laffey, Auditor 
Walter H. Jones, Medical Director T. 
H. Rockwell and Charles J. Martin, 

manager real estate department. 








Total Total 

End: of Income Assets 
Ist year.... $95,581 $107,305 
Sth year.... 475,780 475,780 
10th year.... 870,873 988,457 
15th year.... 1,066,470 2,012,967 
20th year... 1,604,818 3,532,070 
25th year.... 2,742,729 6,799,471 
30th year... 4,921,157 12,758,249 


No. of Ins. in 
Policies Force 
10,792 $1,611,982 
57,850 8,164,748 
136,108 19,934,670 
188,725 28,102,206 
275,182 28,793,742 
397,300 62,929,897 
524,337 100,077,915 








NEW APPOINTMENTS MADE 

The Connecticut Mutual this week an- 
nounced that the board of directors has 
made the following appointments: Les- 
lie R. Martin, assistant secretary; Dr. 
Henry B. Rollins, assistant medical di- 
rector and Charles P. Carter, supervisor 
of farm loans. : 

Effective January 1 the company in- 
creased its dividend rates on term in- 
surance. 


OLD POLICYHOLDER BUSINESS 


The salesmen of the Bankers Life of 
Iowa wrote applications for additional 
insurance on the lives of 931 policy- 
holders in December. The total amount 
of insurance involved was $1,818,168,247 
of the company’s entire paid for 
duction of the month, $7,521,795. 


TULSA TO HAVE CONGRESS 





Oklahoma City General Agents Pay 
Graceful Compliment to Oil City; 
Meetings on February 3 
For the past eight years life insur- 
ance men in Oklahoma City have held 

an annual sales congress. 

Of the Oklahoma general agents 95% 
live in Oklahoma City. The program will 
be changed this year by shifting the 
scene to Tulsa upon the invitation of 
the association of that city. The event 
is scheduled for February 3. George E. 
Lackey, general agent of the Massachu- 
setts Mutual, Oklahoma City, has this 
to say of the Congress and of Tulsa: 

“Tulsa is the greatest oil center in the 
world, a city of 100,000 people and does 
things in a big way. They will put on 
a real program, by working in conjunc- 
tion with St. Louis, Dallas and Wichita. 
M. B. Oakes will be one of their speak- 
ers; Roger B. Hull another. Then for 
the headliner, and to address the ban- 
quet of possibly 500 people in the eve- 
ning is scheduled John A. Reynolds of 
the Union Trust, Detroit. 





PRAISE FOR J. T. SHIRLEY 

In discussing the work of John T. 
Shirley, former Pittsburgh manager of 
the Connecticut Mutual Life who joins 
the New England Mutual, Vice-Presi- 
dent Walter I. King referred to Mr. 
Shirley’s excellent work during the past 
ten years in building up the Pittsburgh 
Agency which now has $80,000,000 of in- 
surance in force, and extended his best 
wishes to him: for continued success. 
Pending the appointment of a successor 
to Mr. Shirley, T. P. Rice of the Con- 
necticut General’s agency department 
will be in charge of the agency. 


Annual Report Made 
By President A. A. Welch 


PHOENIX MUTUAL’S FINE YEAR 
Increase in Income $3,654,477; Half of 
Company’s Funds Invested in First 
Realty Mortgage 





At the annual meeting of the Phoenix 
Mutual Life, President Archibald A. 
Welch presented to the directors the 
seventy-seventh annual statement and 
president’s report, showing that in the 
past year assets have increased nearly 
12% to $113,378,351 and that the volume 
of insurance in force passed well be- 
yond the half billion dollar mark, with 
an increase of slightly more than 7%. 
Excess of assets over all ascertained and 
assumed liabilities was $6,458,782.35. New 
insurance paid for during the year was 
$75,689,439. The increase in income was 
$3,652,477. 

The low mortality of 1927 was a source 
of gratification, Mr. Welch stated, hav- 
ing been less than the average of the 
preceding five years and the savings 
from this source larger than in any pre- 
vious year of the company’s history. 

Company’s Holdings 

An analysis of the statement shows 
that first mortgages on real estate con- 
tinue to employ a considerable portion of 
the company’s funds, the sum thus uti- 
lized being $51,144,494 or 45.1% of the 
total assets, as compared with 47.8% last 
year. 

Complete schedule of the securities 
held is embodied in the list of assets, 
to which President Welch invites espe- 
cial attention. An interesting feature is 
the increase of about one-fourth in the 
amount of public utility bonds, a type 
of investment in which the Phoenix Mu- 
tual was a pioneer among the life insur- 
ance companies and which now employs 
about 13% of its total assets, as com- 
pared with 11.4% last year; the total in- 
vestment now is $14,750,480.05, as com- 
pared with $11,502,588.53 last year. 

Railroad bond holdings likewise have 
increased to $11,347,518 from $9,828,318, 
now representing 10% of the assets, a 
fractional increase over last year. 

Government bonds, of which $2,488,- 
421 are held, show a slight recession in 
the ratio to total assets, being now 2.1%. 
State, county, province and municipal 
bonds to the amount of $1,435,431 main- 
tain about the same ratio, or 1.26%. 


Outstanding Developments of the Year 


President Welch points to two out- 
standing developments in the company’s 
affairs during the past year; first, the 
widespread response, both of the insur- 
ing public and of the banks and trust 
companies, to the educational campaign 
inaugurated by the Phoenix Mutual for 
the conservation of insurance estates 
through the life insurance trust. This 


(Continued on page 8) 
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Pennsylvania 








Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 


Founded 1865 




















HARRY EVERTS MORROW 
ASSOCIATE GENERAL AGENT 
Penn Mutua Lire InsurANcE CoMPANY 


100 William St., New York 


PHONE BEEKMAN 1718 


SURPLUS BUSINESS SOLICITED 
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Boston Life Agents 
Hear Hamilton Speak 


300 MEMBERS ATTEND MEETING 





Prudential Official Gives Some Figures 
About Life Insurance; Savings Bank 


Life Bills Discussed 





Announcement by the legislative com- 
that two bills dealing with sav- 
ings bank life insurance have been filed, 


mittee 


England sales 
March, 
presentation of a new executive commit- 


that a mammoth all New 


congress is to be held here in 


tee, and an address by one of the lead- 
ing life insurance executives of the coun- 
try, furnished a lively 
for the 300 members of the 


Boston Life Underwriters’ Association at 
the monthly luncheon in Hotel Bellevue, 
Boston, January 19. 

President David Sprague presided and 
presented the new executive committee, 
it being the first appearance of these 
men at a luncheon this year. President 
Sprague provoked much good-natured 
laughter with his rapid fire personal com- 
ment as each man responded to his name. 

The Bank Life Bills 

M. G. Summers, chairman of the legis- 
lative committee, described two bills deal- 
ing with savings bank life insurance which 
he has filed with the legislature. He 
said that it should be borne in mind 
by every member of the Boston Associa- 
tion that there is no malice back of the 
filing of these bills. They had been in- 
troduced in the interest of fair play for 
the life insurance men of this state, and 
if enacted would place savings bank life 
insurance on its own feet. He said 
that full details would not be given out 
at that time, but, when the life insur- 
ance men were called upon later to sup- 
port these bills he hoped that he wouid 
have the hearty co-operation of the en- 
tire membership. 

William Hewitt, chairman of the 1928 
sales congress committee, said that his 
committee was working on plans for the 
biggest and most practical sales con- 
gress ever held in Boston. It will be held 
on March 23 in Ford Hall. Full details 
of the program will be sent out within 
the next two weeks. 

Frank Chester Mann, manager at 
3oston of The Prudential, introduced 
the speaker, Willard I. Hamilton, vice- 
president and secretary of that com- 
pany, who spoke on “Life Insurance, the 
Economic’ Dynamo of Modern Society.” 

Hamilton’s Speech 

Mr. Hamilton called life insurance the 
greatest stabilizer of modern civilization. 
During the past year, he said, the bil- 
lion and a half mark of life insurance 
payments to beneficiaries and_ policy 
holders had been passed, which brought 
the total paid in the last half century 
up to $17,000,000,000. By a strange co- 
incidence, the volume of new business 
written last year was practically the 
same figure as the amount paid in bene- 
fits. This was the biggest amount ever 
written in a single year. 

Mr. Hamilton said that the popula- 
tion of the country had increased a lit- 
tle more than one-half since 1900, while 
life insurance had increased more than 
six times. There is $87,000,000,000 of 
life insurance in force in this country 
at the present time, more than ten times 
the total 27 years ago. Mr. Hamilton 
said that the assets of the life insur- 
ance companies at the present time must 
amount to at least $14,500,000,000. 

“America stands for achievement,” 
said Mr. Hamilton. “It is the distin- 
guishing characteristic of this country. 
America today has 7% of the population 
of the world; 33% of the railroads, 83% 
of the automobiles, and 71% of the life 
insurance. Life insurance, which best 
typifies the spirit of achievement and 
co-operation, is doing as much if not 


hour and a half 
program 


more than any other agency to protect 
the welfare of the American people. 


DOUBLE INDEMNITY CLAIMS 





50% of Them Paid by Connecticut Gen- 
eral in 1927 Attributable 
to Autos 

Nearly 50% of the double indemnity 
claims paid by the Connecticut General 
during 1927 were attributable to auto- 
mobiles, according to figures recently 
compiled by the company’s claim. de- 
partment. One man on the way to an 
accident, answering a call for help, col- 
lided with a car backing out of a drive- 
way, and died forty-eight hours later. 
His policy for $10,000 had been in force 
only a month and a half. Another on 
the life of a twenty-two years old school 
teacher had been in force less than a 
year when the automobile she was rid- 
ing in crashed into a tree. 

In trying to avoid hitting a woman 
coming from church, a Charleston, W. 
Va., contractor overturned his car and 
was pinned underneath. An extra pay- 
ment of $12.50 a year for double indem- 
nity protection had made his two year 
old policy worth $20,000. 





Today there are more than 62,000,000 
policy holders, representing more than 
50% of the people. And the saturation 
point has not been reached, and in my 
opinion will never be reached. There 
just isn’t any limit.” 





NEW AGENCY MANAGER 





R. H. Denny Wells, Meissel & Peyser, 
National Life of Vermont, Success- 
ful Instructor 
Robert H. Denny, who was recently 
appointed agency manager of the Wells, 
Meissel & Peyser Agency, National Life 
of Vermont, New York City, has had a 
good deal of success both in the train- 
ing of young underwriters and as a per- 

sonal producer. 

Mr. Denny was district manager of the 
Forty-fifth Street office of the L. A. 
Cerf Agency, Mutual Benefit, previous 
to his present connection. Last year he 
personally produced $350,000 of life in- 
surance, although a large part of his time 
was spent in instructing new agents. 

Mr. Denny has had a somewhat event- 
ful career. He was in the fighting ser- 
vice in the World War, serving as a 
Lieutenant in the regular army. He was 
also a part of the American Army of 
Occupation at Coblenz at the close ofthe 
conflict. 

Starting with L. A. Cerf’s organiza- 
tion in New York City in 1921 Mr. Den- 


A. A. Welch Report 


(Continued from page 7) 


campaign is now in its third. year and 
has attained great momentum. Second, 
the astonishing increase in the volume of 
single premium annuity contracts now 
being purchased from the company. ‘The 
amount of these premiums during . 1927 
was $3,737,000, an increase of 50% over 
1926, which itself was a record year in 
respect to such business. Never before 
has such an amount been placed with the 
company in any year for the purpose of 
providing incomes: for the owners during 
their lifetime. As in’ many instances 
these investments represent the entire 
capital funds of individuals, such invest- 
ments are taken as gratifying evidence 
of the esteem and confidence reposed 
by the investor, who thus is enabled 
safely to secure a greater income than 
could be secured in any other way. 








ny made rapid progress and worked up 
to the position of district manager. He 
assisted Mr. Cerf in various capacities, 
however, such as supervising the train- 
ing classes and writing life insurance. 


He was ‘acting as district manager at the. 


time he resigned his position. 








Sixth Floor 





To the Insurance Fraternity of New York 


—Grertings— 


A New General Agency 


- Pa <n 


Montpelier, Vt. 


extends cordial greetings and expression of good will and 
co-operation. 





Brokerage and Surplus Line Departments under supervision 
of these well-known advisors is a guarantee of splendid advice and 
prompt, intelligent service. 


Field Managers: 


Abner E. Brown 

J. H. Huntington, Jr. 
J. F. MacGrath 

Felix Janke 





Agency Manager 
Robert H. Denny 





WELLS, MEISSEL & PEYSER, Inc. 


117 Liberty Street 


Telephones: Cortland 7980-4. 
ASK US ABOUT THAT FOURTH OPTION 
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WELLS, MEISSEL &PEYSER, Inc 


Of an Old and Preferred Company 
The National Life Insurance Company 
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$00,000,000 By 1932 Goal 

















Of Bankers National Chai 
ankers ationa ain 
f 
, 
> ff Three Companies Which Are Building Up Organiza- 
tion Which Expects to Produce Big Results; 
Future Plans Being Awaited With 
2 7 ° 
Interest by Executives 
' A chain of life insurance companies, insurance in force by 1932. The New 
‘ located in widely scattered sections of ee for ape last 
eee 3 Ki year. e Florida company made a gain 

: og rae ae nearing ~ ee $1,700,000. The Colorado company has 
1 is the Bankers National life insurance $11,000,000 in force, making a gain of 
i organizations. These companies are the four and a quarter millions last year. 
a Bankers National Life of Jersey City, the The idea back of the companies is 

sankers National Life of _Jacksonville, to put into operation in life insur- 

Fla, and the Bankers National Life of ance the chain plan of organization and 

Denver. re operation, which has been so successful- 
p The youngest of the trio is the Bank- ly practiced in all classes of retail mer- 
€ ers prsiemee = of hag ay t ey CBr chandising, in banks, trust companies and 
, expects to do business in the following other financial service organizations. The 
i states In yma to — _ Con- chain plan permits of a better service to R. R, LOUNSBURY RICHARD HENRY LEE 
., necticut, elaware, inois, ndiana, . sreanization in that issui of- ; 
e Kentucky, Maine, Maryland, Massachu- a dent of the Gary Trust & Savings Bank 


setts, Michigan, New Hampshire, Ohio, 
Rhode Island, Vermont, Virginia, West 
Virginia, Pennsylvania and Wisconsin. 

Richard Henry Lee, a prominent New 
York lawyer, member of the firm of Lee, 
Donnelly & Curren, 165 Broadway, New 
York, is president of the Bankers Na- 
tional of New Jersey. Ralph R. Louns- 
bury, executive vice-president of the 
Bankers National of Jersey City, is presi- 
dent of the Bankers National of Denver 
and Jacksonville. 

President Lee of the Bankers National 
of Jersey City is general counsel for 
Clarence Hodson & Co. 

Mr. Lounsbury said to The Eastern 
Underwriter this week that the three 
companies expect to have $200,000,000 


fices can be maintained at the strategic 
points where mail service is quick and 
agents are permitted to receive very 
prompt service. It will also permit gath- 
ering together at one point a strong and 
capable technical staff, whose service 
could be available to each of the com- 
panies. Another important point is that 
it permitted each company to have a 
strong and influential board of direc- 
tors. 


Influential Boards 


In addition to the three boards of di- 
rectors the companies have an advisory 
board the membership of which is com- 
posed of prominent business men or 
bankers in many cities. To illustrate: 
on the board are Harry L. Arnold, presi- 


of Gary, Ind., the steel town; L. B. Da- 
vis of Roanoke, Va., president of the 
Mountain Trust Bank; Herbert W. 
Guth, of Allentown, Pa., commissioner 
of public safety; Louis Franke, mayor 
of Johnstown, Pa.; State Senator Joseph 
H. Forsyth, Camden, N. J.; A. Dayton 
Oliphant, judge of the Circuit Court of 
New Jersey, Trenton, N. J., and Malcolm 
M. Scott, mayor of New London, Conn. 
Several representatives of other life com- 
panies are on the board, such as Luther 
W. Wells, of Richmond, Va., district 
manager of the Pacific Mutual Life; and 
Tom L. Landress, Chattanooga, Tenn., 
manager of the Phoenix Mutual. 
Mr. Lounsbury’s Career 
Ralph Kk. Lounsbury of Jersey City, 


who is operating executive of the three 
companies, and who is president of the 
Jacksonville and Denver companies, has 
had an unusually good insurance and 
economic training. At the University of 
Michigan he specialized in actuarial 
theory and science. He taught financial 
accounting while still an under-graduate. 
Also, he was an instructor in political 
economy. In 1917 he was appointed state 
actuary of Nebraska. In 1918 while with 
the War Risk Bureau he drafted policy 
forms to be used in converting and con- 
tinuing the Government term insurance 
certificates to permanent forms of in- 
surance. After serving as_ secretary, 
treasurer and actuary of the Union Life 
& Accident of Lincoln, Neb., he organ- 
ized the Bankers National of Denver 














days. 


sincere thanks. 


THE GREATER NEW YORK 


BEERS & DELONG ORGANIZATION 
OF 


THE MUTUAL BENEFIT LIFE INSURANCE CO. 


AN APPRECIATION 


Three busy weeks have passed since our duties were assumed 
| on January first. Out of the kaleidoscope of events one thing 
| stands out most clearly and that is the good will of the insurance 
fraternity of New York. 

Our gratitude goes to our predecessor, Mr. L. A. Cerf and his 

assistant Mr. Edgar T. Wells, for their splendid cooperation and 

assistance. The agents of the Mutual Benefit have given us a won- 

| derful reception. The Insurance Press has been most generous. 
| The general agents of the city together with their special agents 
have given us many expressions of interest and good will. Inde- 
pendent writers and brokers have assured us of their continued 

‘ interest and favor. 
All have endeavored to make their interest concrete as evi- 

denced by the $2,500,000 of business turned in during the first 22 


To one and all we wish to express our keen appreciation—our 
We wish to return your good wishes with interest 


and to express a hope that by helpful cooperation we may add to 
| the fine insurance spirit which now exists. 

WILLIAM H. BEERS 
| CHARLES E. DELONG 
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and three years later the Bankers Na- 
tional of Jacksonville. 


Some Other Officers 


Harry G. Austin, vice-president and 
treasurer of the Bankers National of 
Jersey City, was formerly president of 
the Old Colony Life of Chicago which 
he organized. Later, he organized the 
National Oxygen Co., which has plants 
throughout the country. He is still a 
large stockholder of that company. He 
handles the dollar monthly plan for the 
Bankers National. 

J. M. Webb has been placed in charge 
of the accounting division. 

William B. Chambers is vice-president 
and secretary of the Bankers National of 
Denver; Elder A. Porter is secretary and 
actuary of the same company; John L. 
Davis is medical director of the Bankers 
National of Jersey City; Paul M. Pope, 
treasurer of the Bankers National of 
Jacksonville, is vice-president also of the 
Peoples Bank of Jacksonville. Dr. Davis 


was medical director of several compa- 
nies of prominence. 

The Bankers National of Denver be- 
gan business in 1923 and this year will 
issue more than $5,000,000 of insurance. 
It is in Colorado, Nebraska, South Da- 
kota, Kansas, Texas and Arkansas. 

The Bankers National of Jacksonville 
was organized in 1925 and operates in 
but one state. It intends entering a num- 
ber of others. It paid for more than 
$1,000,000 during its first thirty-four days 
of operation. 

No Promotion Expenses 


There were no promotion expenses in 
the organization of the Bankers National 
of Jersey City. 

Insurance men are watching the op- 
eration of this new chain idea in life in- 
surance with interest and are wondering 
if more Bankers National life companies 
are to be started. The affiliations of the 
interests behind this chain of companies 
offers unusual possibilities for develop- 
ment of business production. 


Duff Heads Woods Agency 


(Continued from page 1) 


standard of the personnel in the Woods 
company. We are proud of the men and 
women who make up this organization. 
Future associates must measure up to 
our present standard which will remain 


at its present high plane. 
No Change In Training Policy 


“Manager Woods was intensely inter- 
ested in the training and education of 
the agent. Our training policy may be 
changed to meet new conditions, but the 
day is past when any untrained man or 
woman will be permitted to have an 
Equitable contract through this office. 
To quote from President Parkinson’s let- 
ter of January 14, ‘all our efforts will 
prove fruitless, unless you apply your- 
selves on the ground to the intensive 
study of the needs peculiar to cach mem- 
ber of your community... . In this 
matter, self-education on your part must 
go hand, in hand with the instruction 
which we can and will furnish you.’ 

“For a great many years our slogan 
has been ‘Equitable commissions for 
Equitable agents.’ It is well to remind 
you that this agency could have for the 
asking millions of additional 
business at less cost to us than the busi- 
But I see 
no reason for changing our rule on brok- 


several 
ness of our own associates. 


erage business, on the assumption that 
you will furnish Equitable protection to 
those who desire it and those who should 
have it. 


“One of the manager’s cherished ideals 
was that in event of his death this com- 
pany should be controlled and operated 
by those interested in its continued suc- 
Pursuant to this 
intention, certain of the stock was left 
in the hands of trustees and this will be 
distributed as quickly as possible. For- 
tunately for those who are to make the 
distribution, guiding instructions were 
left by Mr. Woods indicating how this 
stock should be allotted. 

“With the of first our revered 
assistant manager, Lawrence C. Woods, 
followed in two short years by our be- 
A. Woods, and 
then Mr. Glassburn, certain changes will, 
official 
family. - Many duties that have hereto- 
fore been performed by me will be han- 
died by others. I want to assure you 
all, however, that at no time will the 
demands of business prevent my talking 
with, nor will I ever be too busy to 
listen to and counsel with our associates, 
problems, even 


cess and prosperity. 


loss 


loved leader, Edward 


of course, be necessary in the 


especially on personal 
though many matters will, of course, be 
handled by others. 

“You have a most valuable franchise. 
We believe that no set of men and 
women engaged in any business have 
greater advantages than the men and 
women of the Woods company. Your 
privileges involve a responsibility. You 
will be held responsible for a proper 
production. A contract with this organi- 




















from the Home Office. 





MAKING GOOD 


For over sixty years the Equitable Life of Iowa 
has been making good. 


During this period the company has been built to 
greatness through the policy of giving the best in 
insurance service to its policyholders and the utmost 
in co-operation to its field force. 


_ Agents representing the Equitable Life of Iowa enjoy the advantage of 
friendly co-operation from satisfied policyholders and unusual sales assistance 


Men desiring connections with a progressive helpful company 
are invited to write the Agency Department. 


EQUITABLE LIFE INSURANCE COMPANY OF IOWA 








THE VERDICT 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. For seventy-six 
years the Massachusetts Mutual has been building up a nation-wide 
reputation. Its friends are everywhere and are ever ready to testify to 
the efficient service that it always renders. There is no better company 
to buy from and none better to represent in the Field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 


More than a Billion and a Half of insurance in force 











Home Office: Des Moines 
FOUNDED 1867 











zation must be of value to you, which 
will be measured in terms of production 
of business. The man or woman who 
does not regularly and consistently pro- 
duce is of no value to the Woods com- 
pany, and by the Woods company I 
mean not simply the office but all our 
people, in the field as well as in the of- 
fice. Each member of this agency has 
an obligation to every other member. 


Duties of Representatives 


“The duties of each 

are: 

1. To keep yourself in proper physical 
condition. We urge again the peri- 
odic health examination, either in 
the office or in the field. .Many 
diseases are preventable; life can 
be prolonged, but only by proper 
care of the human machine. 


2. To keep yourself in proper finan- 
cial condition. The Woods com- 
pany has always been and is now 
in an impregnable financial condi- 
tion. Each of you should keep 
yourself in proper financial condi- 
tion, with all which that implies. 

3. To produce consistently and regu- 
larly. A minimum of one case a 
month has been set as a reasonable 
requirement. This will be more 
strictly adhered to than in the past. 

4. To take active part in our $100,- 
000,000 objective. Vice-President 
Davis, for himself and on behalf of 
the president, has announced that 
Mr. Woods’ plan for $100,000,000 in 
1930 receives the approval and 
support of the society’s officers and 
our slogan from now on will be 
$100,000,000 in 1930, In this we will 
all have a part—in the field and 
in the office. 

“May I say a word for my associates? 

I am pleased beyond measure that we 
are to have two such able and experi- 


representative 

















AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 
Established 1899 | 
| HERBERT M. WOOLLEN, President 


CALLED ON 3,000 BROKERS 





Messrs. Blust and Sherwood of the J. 
P. Graham Agency Get Good Results 
By Personal Canvassing 

The J. P. Graham Agency of the Actna 
Life in Brooklyn has been making an in- 
tensive drive among brokers in that city 
and New York. John J. Blust, broker- 
age contact man of the agency, togeth- 
er with C. M. Sherwood, called on more 
than 3,000 brokers in three months’ time. 
Some pleasant and profitable connections 
resulted. 


Mr. Blust, who has attracted quite 
some attention in the tennis world by 
his playing in important tournaments, 
joined the Graham Agency last Septem- 
ber while Mr. Sherwood came in No- 
vember. For 1928 they have lined up 
some 300 brokers on whom they will 
concentrate. 





MRS. PHEBE E. THORN DEAD 


Phebe E. Thorn, leader of the Al- 
bany office of the John Hancock, diced 
recently. She began her business ca- 
reer as bookkeeper in a store and her 
first policies were sold in 1920. She made 
from ten to fifteen calls a day. 








enced men as vice-presidents—William J. 
Powell in charge of finances and Charles 
A. Woods as legal advisor. These men, 
as well as our junior officers, have been 
carefully selected by Manager Woods 
and thoroughly trained in Woods com- 
pany traditions, ideals and ambitions. 
From these men down to the newest 
employe, we have a loyal, able group ot 
office associates, thoroughly capable ot 
performing their duties and anxious at 
all times to be of the utmost usefulness 
to our field force in promoting their pro- 
duction and prosperity in every way.” 
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The Organization And 
Conduct Of An Agency 


By Charles B. Knight, Union Central Life, New York 


he late Edward A. Woods, who, in 
my opinion, contributed more to the up- 
building of the life insurance business 


educationally and ethically than any 
other man, classifies the subject of 
agency Organization and conduct under 
the heads of selection, training and su- 
per\ is10n, 

Sclection is naturally the most impor- 
tant. It takes an acorn to grow an oak 
and not the seed of a sunflower. 

We must select men, who above every- 
thing else, have moral fibre, character 
and dependability, who have brains, set 
upon a standard of backbone, capable of 
withstanding hard knocks and at times, 
pulling against the current. My first 
choice would be a college man of sell- 
ing personality, having the qualifications 
referred to and preferably, one who had 
been forced by circumstances to work 
his own way through college. Or, who 
later had been well seasoned through a 
post graduate course of hard knocks, who 
has vision, initiative and could be inter- 
ested in the great good he could do, 
rather than the dollars he could make, 
as the result of taking up the business 
of life insurance, realizing that it would 
be a business until he, by hard study, 
high ideals, and ethical practices, ad- 
vanced it from the commercial to the 
professional plane. 

Should I be forced to choose between 
the college man, brought up in the lap 
of luxury, who had bought his way 
through college, secured his sheepskin 
and an abundance of ego, or one who 
had received a common school education, 
supplemented by night school and expe- 
rience, I would entertain the latter and 
vive the former a wide berth. In the 
smaller cities or towns, you will find 
many college men who have taken up 
some profession or business and after 
a struggle, have found themselves a 
square peg in a round hole, a total mis- 
fit and quite willing to change to some- 
thing that carries with it a real future 
for themselves and their families and are 
usually willing to pay the price for suc- 
cess in the way of good hard work. Any 
man of intelligence, preferably from 
twenty-eight to fifty, who has had ex- 
perience in some business or profession, 
and who has the other requisites referred 
to, is proper material. 

Training 

So much for selection, and if we were 
content to head an agency of insurance 
peddlars of the old school, we might stop 
tight there, after giving them a rate 
book and a ‘God bless you,’ and perhaps 
a suggestion to go after their friends, 
asking them for a one, two or five thou- 
sand application, just to help them out. 
This method is obsolete and has been 
placed in the discard, so we will take up 
training as the next step of importance. 

The Union Central manager has the 
unusual advantage offéred by the com- 
pany’s correspondence course, the week 
by week publication and every new re- 
cruit should give this his careful atten- 
tion, preparatory to intelligent solicita- 
tion. We, in New York, supplement this 
by a course in the New York Univer- 
sity and find that it pays to send our 
New men to this institution at our own 
expense. 

I must tell you of our Union Central 
N. Y. University Alumni Club, consist- 
ing now of upwards of thirty New York 
University graduates. They have their 
President, vice-president and secretary- 
treasurer. They have formed a luncheon 
club that meets in a room of the Hard- 
ware Club each Monday from 11:30 to 
1:00 o'clock. They report to their secre- 
tary the number of calls made, the ap- 
plications written and business paid for 


during the previous week. They have 
competitive teams, award prizes and 
above all, help and encourage one an- 
other. You can readily understand that 
this is a wonderful help, especially to 
the new man in keeping up his morale 
and enthusiasm. Indeed, if an agent 
cannot succeed when placed in this en- 
vironment and after receiving the college 
training, he had better look for some- 
thing that does not call for selling abil- 
ity. 
Tucker Lectures 

In addition to the Home Office Course 
and the New York University Course, 
the new man is then required to attend 





DARBY A 
Two Star General Agents 


DAY and C. B. KNIGHT 


a post graduate course, consisting of 
sixteen lectures by Preble Tucker, cov- 
ering corporation, partnership, income 
and inheritance tax insurance. We then 
believe him well-grounded in the funda- 
mentals of the business. 

We have found our Monday morning 
meetings to be especially helpful in plan- 
ning our week’s work and starting us out 
with confidence and enthusiasm. These 
meetings have an average attendance of 
from seventy-five to one hundred and 
are held throughout the entire year and 
while these meetings are educational and 
keep us in touch with live topics, they 
are particularly important in maintain- 
ing good fellowship and_ helpfulness 
among the members of our agency, as 
well as an atmosphere generally that at- 
tracts desirable new men. If a manager 
has built his agency on the solid foun- 
dation of confidence and has adopted the 
Golden Rule as his motto, his men in 
return will bring in their friends and 
serve as the best possible Recruiting 
Agents. In fact, by far, the majority 
of our agents have been referred to us 
by our own representatives, while sev- 
eral have been introduced by agents and 
managers of other companies. 


Agent Must Do His Share 

No solicitor can help his agency as a 
whole, or his fellow-agents in particular, 
without helping himself, and the fact 
that he has unselfishly pointed out the 
road to success to a new man, in itself 
will carry its own reward. It should 
be this spirit of co-operation and the 
ties of satisfaction that bind a man to 
his agency, and when that tie ceases to 
bind, it is better for both the agent and 
the manager that he sever his connec- 





tions. I defy you to point out one really 
successful agency made up of dissatis- 
fied and disgruntled men. There are, of 
course, agencies permeated with jealousy, 
lack cf confidence and suspicion, where 
a number of fairly good producers make 
a living and jointly contribute enough 
business to warrant the continuance of 
the manager’s contract, but this is not a 
successful agency and both the manager 
and agents live in an atmosphere poison- 
ous to happiness and contentment. The 
manager is responsible for this condition 
nine times out of ten and is absolutely 
blind to his opportunities. 

The “don’t give a damn” manager, or 
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HITS THREE-QUARTER 
BILLION MARK 


The Bankers Life Company total of legal reserve 
life insurance in force on June 30, 1927, was 
$766,000,000. 

This is a gain of $50,000,000 for the first six months 
of the year. 


The total as of June 30, 1927, is nearly four times 
as great as the total at the end of 1918. 


Net ENNIS INN 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 

















A SONATA NEEDS ALL THE PIANO KEYS 


Of course you can get some music from the piano if half of the 
keyboard is blocked off, but to get complete harmony and volume you 
need the full range of the keys. 

You can make a living selling one form of policy to a limited class 
of people, but you have no chance to gain the reward that might have 
been yours if you covered an age range from one day to 70 years and 
including persons engaged in hazardous occupations or with slight 
physical impairments. 

Lincoln National Life salesmen can write them all. 


Gor ufo neon 
The Lincoln National Life Insurance Co 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, India n. 
More Than 500 Millions in Force 



































What’s Ahead ? 


If the answer does not satisfy, learn the advantages of a 
More than 36,000 direct leads a 
year from Head Office lead service. 


contract with Fidelity. 


Fidelity is a low net-cost Company, operating in forty 
Full Over 
$366,000,000 insurance in force—growing rapidly. 

Write for our booklet, “What's ahead?” 


states. level net premium reserve basis. 


The Fidelity Mutual Life Insurance Company 
WALTER LeMAR TALBOT, President 
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agent, should be converted or fired and 
supplanted by one who realizes that his 
duty to the company is to develop his 
territory, as well as his men; to secure 
and train them to sell, instead of trying 
to satisfy the company by individual pro- 
duction. Much money has been wasted 
through the selection and training of the 
“don’t give a damn” type; he is a rolling 
stone and never actually sold on any- 
thing; he is always looking for an easy 
berth and the moment he discovers that 
life insurance means real work, will at 
once look for a soft place to jump. In 
fact, this type is just plain lazy and as 
Hodnette remarked in a recent letter, “a 
dead agent is much preferable to a lazy 
ene and takes less room.” 

We should be discriminating in our 
selection and realize that we are engaged 
in a great and serious business and only 
men who can measure up to its full re- 
quirements and responsibilities should be 
considered. 

It is, of course, impossible to pick a 
winner every time who by proper train- 
ing will develop into a successful under- 
writer, but my contention is that by 
proper selection, proper training and 
then the kind of supervision that creates 
and maintains an atmosphere of confi- 
dence, success and happiness, the turr- 
over will be comparativey small. 

The New York agency has its main 
office on the tenth floor of the Wool- 
worth Building. We occupy over 12,000 
square feet of space and have on this 
floor over one hundred full-time agents. 
These offices are arranged in units— 
each unit in charge of an efficient sec- 
retary and each desk rated to produce 
an amount of business, representing its 
share of the overhead expense and rang- 
ing from $100,000 to $500,000 paid busi- 
ness per year. Some of our men select 
a desk rated at $100,000, who easily pro- 
duce several times that amount, prefer- 
ring to draw a bonus rather than make 
up a deficiency. To illustrate, should a 
man having a desk rated at $400,000, 
produce but $200,000, he is charged $320 
or $1.60 per thousand. However, should 
he produce $600,000, or $200,000 more 
than his desk rating, he will be paid the 
same amount. 

This, at least, is fair to all and has 
met with complete satisfaction. We play 
no favorites, and try to give cach mem- 
ber of our force a square deal. 


Eleven Branch Offices 


In addition to the Main Office, we 
have in the Greater City four branches 
with sixteen full-time producers, each 
having a branch manager in charge. Out- 
side of the city we maintain seven branch 
offices, each in charge of a manager, with 
forty-seven full-time men. In addition, 
about ten unattached men, making 173 
full-time agents producing for the Union 
Central, or the largest number of full- 
time agents under the supervision of one 
manager and reporting business through 
one office in the State of New York and 
with one exception, so far as we are 
aware in the United States. A conser- 
vative estimate of our total paid for 
business, including surplus lines given to 
other companies, is about $60,000,000. 
This may not interest you and I am only 
relating it to dissipate the existing feel- 
ing that the large part of our business 
comes from brokers. 

To maintain the proper morale in an 
office is perhaps the most difficult task 
we have to contend with. Men will get 
in a rut and must have substantial en- 
couragement to get them out. We try 
very hard to impress upon our agents 
that every interview is actually worth a 
certain value in dollars and cents, de- 
pending upon the efficiency of the sales- 
man. This should range from two to ten 
dollars per interview, also that an honest 
day's work consists of from six to eight 
interviews per day, or an average of 
forty per week, that if he has done an 
honest week’s work, he has made from 
eighty to four hundred dollars regardless 
of whether or not he has secured an 
application or even a prospect. This 
method is a sure cure for discourage- 
ment and is absolutely sound logic. Sup- 


pose each interview is represented by an 
envelope, containing a card and with 
two thousand of these envelopes, repre- 
senting two thousand interviews per 
year, all containing cards, seventy-five 
of these cards representing seventy-five 
applications, each calling for $100 in 
cash. The other nineteen hundred and 
twenty-five being blank cards, all of them 
well shufflled and placed on a table. 

An agent certainly knowing that sev- 
enty-five of these envelopes were good 
for $100 would not get discouraged in 
opening them. This illustration is based 
upon facts and is particularly conserva- 
tive and he is none the less sure of re- 
ceiving that amount of money and more, 
if he will consistently and intelligently 
interview two thousand prospects per 
year. This represents real effort, but if 
taken up intelligently an agent once hav- 
ing gained the habit, will find that he is 
spending no more time and enjoying a 
greater independence than his friends 
employed in almost any other line of 
work, and as his efficiency increases, au- 
~omatically increasing the value of each 
interview, he will in addition to his re- 
newal income, be better paid. 


Consistent Interviewing 


Depend on it, this is good psychology 
and T have never known it to miss fire. 
In 1923, while engaged as manager for 
The Prudential in Pittsburgh, I secured 
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ble for our great expansion. 
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LIFE INSURANCE COMPANY 


Writes all forms of standard participating contracts. 

Our SERVICE to POLICYHOLDERS and our splendid spirit of 
co-operation between HOME OFFICE and FIELD FORCE are responsi- 

Territory open for connection with this fine old Massachusetts Com- 


BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 
FRED. H. RHODES, President 
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EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through 
an Agency Force of Selected and Trained 
Men, has Formed the Character that Explains 


New England Mutual Life Insurance Co. 


Boston, Mass. 
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State Life. Over 


Life - 


Add the 
Prestige of 


Progress 


To Your 


$217,000,000 of new 


$30,000,000 gain over 1926! 


Accident - Health 


Sales Ability 


Nineteen-twenty-seven was another great year of progress for the Missouri 


business 





written—nearly 


Insurance in force now over Three Quarters of a Billion Dollars! 


Nineteen-twenty-eight opens with still greater prospects. Our expansion 
program contemplates a greatly enlarged Agency organization. 


We offer exceptional opportunities to good men. Write us. 


A Great Company Daily Growing Greater 


Missouri State Life Insurance Company 


Home Orrice, Missourt State Lire Burtpre, St. Lours 


- Group 














MissourRI STATE LIFE INSURANCE Co., St. Louis 


Send me your Agency proposal. 
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4 young man’s services as agent who had 
never had any selling experience. He, 
however, had honesty, ability and a natu- 
ral habit of systematizing his work. He 
foll. wed this method religiously, was 
with me for about six years before be- 
coming my successor as manager of the 
Pittsburgh agency. From there he was 
transferred to New York and now heads 
an agency producing over thirty million 
per year. . . 

Jn 1906, in the same city and with the 
sare. company, I contracted with an 
accat who by the hardest kind of hard 
knocks had worked his own way through 
pre» school and through Yale. He knew 
nothing about selling and was an abso- 
jute stranger in Pittsburgh. He did not 
have what we call a “selling personality” 
and was not naturally systematic, but he 
had an ability for hard work, a disposi- 
tion to follow suggestions and a strength 
of character to carry anything through 
to a successful conclusion. He took up 
this system and interviewed nearly three 
thousand prospects during the first year. 
The value of each interview, as I recall, 
was $1.76. He was with me and very 
successful, increasing the value of his 
interviews each year for seven years, at 
which time their value was over $7 per 
interview, showing the result of study 
and increased efficiency. He is now the 
company’s manager in Philadelphia and 
heads an agency producing from ten to 
twelve million dollars annually. 

Many of our New York representa- 
tives are using this system. This is es- 
pecially true with the members of the 
Union Central N. Y. U. Club, and those 
who are actually using it are without 
exception successful. You may think the 
number of interviews suggested is more 
than practical for the average man. 
That depends upon his location, method 
of work, and the price he is willing to 
pay for success. It has been done; is 
being done; and it can be done easily 
by proper system and concentration of 
effort and with intelligent, systematic 
work can be accomplished from 9 A. 
M. to 5 P. M. 


Must Have A Selling Experience 


The most skillful training is the weld- 
ing together of the advanced ideas of 
successful and practical salesmen, gath- 
ered from actual experience in selling 
and artistically woven into the agents’ 
own personality. This knowledge prop- 
erly assimilated by one well-grounded 
in the fundamentals of the business, 
should turn out an efficient and usually 
a successful underwriter. It is nothing 
less than criminal to appoint an agent 
and expect him to succeed without ex- 
perience in salesmanship, or knowledge 
of the fundamentals of the business. If 
he is made of the right material, he 
won't die without a game fight, but many 
good men will be forced out of the busi- 
ness, through necessity or discourage- 
ment, who, with proper training, would 
otherwise develop into large producers. 

We find exceptions to every rule and 
there are occasionally men born with the 
natural qualifications and develop a per- 
sonality that compels attention and ac- 
tion and who will succeed and become 
large producers without training, but 
who with proper training and encour- 
agement, will produce a still larger vol- 
ume of business and certainly extend 
their clients a much higher grade of ser- 
vice 

The haphazard way of starting men 
in the business belongs to the old school 
and cannot successfully compete with 
modern methods. There are Managers 
in New York and possibly in this room 
who appear at their office from 9:30 
to 19:00 o’clock and leave at from four 
to four thirty in the afternoon and ex- 
pec! their men to acquire and retain 
the habit of thrift and systematic work. 
Is this logical? Can an Agency succeed 
under such management? Such a man- 
ager would seldom meet a_ successful 
agent at 9:30 in the morning, for the 
really successful agent is keeping his of- 


fice hours at that time in the office of 
his prospect, rather than. his own, and 
lnows just what he is going to do until 


after 4:30, when Mr. Manager has left 
for the afternoon. 


Constructive Work 


In my opinion, the successful mana- 
ger will spend as a minimum eight hours 
per day actually doing constructive work. 
While part of his time may be spent 
at lunch, the lunch hour affords the best 
possible opportunity to encourage and 
become acquainted with men and to se- 
cure new recruits to his agency. 

In order to properly develop a man, 
the manager should know all about him; 
his age, educational advantages, his fam- 
ily, how he spends his time evenings, 
whether his wife is interested in his busi- 
ness or otherwise, how he stands in the 
community in which he lives, how he 
pavs his bills, ete. 

I believe he should discuss these mat- 
ters with his agent8, share their troubles 
and joys, in fact be everything and do 
everything that he would have his agents 
be or do, both as individuals and as 
salesmen. It is this human interest that 
makes for love and confidence, and the 
lack of it that makes the business a 
grind and the office a morgue. Perhaps 
one of the most difficult problems met 
with, especially in the supervision of a 
large or even small agency, is the elim- 
ination of the knocking, fault-finding, 
complaining individual. This may con- 
sist of reformation, which of course is 








RESOLUTION ON E. A. WOODS 

The United States Chamber of Com- 
merce recently passed a resolution ex- 
pressing its deep regret and profound 
sorrow at the death of the late Edward 
A. Woods of Pittsburgh, and expressing 
at the same time the sympathy of its 
members for those who suffered bereave- 
ment by his passing. Reference was 
made to the unusual services rendered to 
the Chamber by Mr. Woods, as a mem- 
ber of its Insurance Advisory Commit- 
tee during the past four years, and to 
his unselfish efforts in helping to ad- 
vance the profession of insurance. 


most desirable, or it may be necessary 
to ask for a resignation, after failing to 
make him understand it to be of mutual 
benefit to boost instead of knock, as ap- 
plied to everything, but absolutely neces- 
sary, when referring to his company, or 
agency. The man worth while, be he 
manager or agent, will have faith in the 
business of life insurance, in his com- 
pany, his agency and himself, and by 
his faith you will know him as a pro- 
nounced success. Absolute faith inspires 


confidence to such a degree that doubt: 


and distrust will be entirely dissipated. 

In conclusion, let me plead that every 
man boost and not knock, have faith 
in himself, in his company, in his busi- 
ness and in his manager and then ap- 
ply to his work these suggestions for 
1928. 


Ist—Get to your office at eight 
o’clock if possible (never later than 
nine) ready for actual work, having 
completed your program for the day 
the night before. 


2nd—Average forty interviews per 
week, and try hard to average two 
applications per week, but never let 
a week pass without getting one. 

3rd—Keep an honest account of 
your interviews and at the end of 
each month, quarter and year, divide 
the amount of commission earned, 
adding 20% as value of renewals, by 
the number of interviews, and then 
try through knowledge and efficiency 
to increase the value of each inter- 
view. 


4th—Cultivate the habit of boost- 
ing. Be a good sport, take a good 
licking with a smile—you can’t ex- 
pect to win every time, check up 
your weak points, profit by your 
mistakes and use them as stepping 
stones to greater success.’ Boost 


your competitor and his company, 
but point out the strong points of 
your own. Boost your fellow-agents, 
your office and your company and 
others will boost you. 








yours to take this route? 


bank trust department. 


insuring over 4,000,000 lives. 





JOHN HANCOCK SERIES 


Life Insurance Trusts 

Is it a good thing for the proceeds of Life 

Insurance Policies to be handled In Trust? 
Life insurance companies and their agents are inter- 
ested in the welfare of the Beneficiary, as well as the 
Insured during his life. Where arrangements have 
been made for the insurance to be paid in a lump 
sum, it is manifestly a good thing for the Beneficiary 
to have the money cared for In Trust. 
Almost every lawyer, banker and business man 
knows of cases where insurance money left for wife 
and children has been dissipated. Do you want | 


LiFe INSURANCE COMPANY 


cr BOSTON. MASSACHUSETTS 
Insurance in force $2,750,000,000 on over 6,000,000 policies, 
If your policy bears the name 
John Hancock it is safe and secure in every way. 


————SIXTY-FIVE YEARS IN BUSINESS 





One method is to have payments made by Annuities 
or Monthly Installments. 
arrangement is to have the money go into Trust, 
administered through a reliable trust company or 


Another _ satisfactory 


This subject is fully treated in the John Hancock 
book, entitled “Estate Conservation and Life Insur- 
ance Trusts,” which will be sent on request. 





Graham Says Public 
Is 80% Underinsured 


TALKS 





TO RADIO AUDIENCE 





Equitable Life * Vice-President Urges 
Thrift for the Purchase of Larger 
Life Insurance Estates 





There is ten times more insurance in 
force today in America than there was 
in the year 1900, according to William 
J. Graham, second vice-president of the 
Equitable Life Assurance Society in 
charge of the group division, in a talk 
he made last Thursday over the radio 
in connection with national life insur- 
ance day and thrift week. Mr. Graham 
spoke at the request of the national 
thrift committee of the Y. M. C. A. 

“The orgy of saving, however, is not 
as splendid a picture as it appears to 
be,” according to Mr. Graham. “At the 
present time the total amount of insur- 
ance in force in this country is less than 
one year’s income, which, according to 
the National Bureau of Economic Re- 
search was $89,682,000,000 in 1926. The 
people of this country carry less than 
20% the amount of insurance they should 
have, according to these figures. On the 
other hand, the figures of the Treasury 
Department issued with the last census 
showed that during 1920 the people of 
this country spent fifteen times as much 
for luxuries as they invested in life in- 
surance. It is a known fact too, that 
under group insurance policies in this 
country, that is, insurance paid for in 
whole or in part by employérs for the 
benefit of their employes—it is estimated 
that in 40% of the cases no other in- 
surance is owned by the employe. 
Saving Must Go With Insurance Buying 


“More insurance can be bought if peo- 
ple are willing to practice a little more 
thrift. When men realize that purchas- 
ing insurance is something more than 
depositing a policy in a safe deposit box, 
and is actually, provision for an estate 
which will enable families to live in com- 
fortable circumstances and to educate 
children, they will buy more insurance. 
An outstanding advantage of life insur- 
ance as a channel for thrift lies in the 
fact that the saving must be done ac- 
cording to a definite plan. <A definite 
sum to be paid at a certain time is usu- 
ally provided for in the family budget. 
The adaptability of numerous policies to 
fit the needs of any family group has 
been worked out with scientific perfec- 
tion by those in authority. However, few 
insurance estates are purchased without 
thorough, systematic and conscientious 
saving. This can be practiced imme- 
diately. 

“Life insurance is capital for the un- 
capitalized. -It has been properly re- 
marked money is less valuable for what 
it gets you than for what it saves you 
from. Life insurance capital is designed 
to save from privations those who would 
otherwise be overtaken without adequate 
means.” 

In conclusion Mr. Graham added that 
for the year 1928 it is estimated that 
life insurance is paying, and will supply 
to beneficiaries of the United States, 
capital to the extent of $1,725,000 a day. 
To those without sufficient capital to 
cover the minimum of needs to be cov- 
ered in decency, the buying of an estate 
through life insurance is the quickest, 
the safest and the most economic plan 
to be presented. 





INTERNATIONAL LIFE PAPER 


The initial number of the “Interna- 
tianal Broadcaster,” house organ for the 
home office employes of the International 
Life of St. Louis, is now being circu- 
lated. 
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Eastern Underwriter Buildin 
At The Center 


Of Insurance 


Has Three Prime 
Advantages For 
Insurance Offices: 


NATURAL LIGHT 


SPLENDID 
VENTILATION 


ACCESSIBILITY 


to both business and 
transportation facil- 
ities in the great in- 
surance and financial 
section of New York 


PLUS | 
EXCLUSIVENESS 
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Each floor contains approxi- 
mately 1500 square feet of 
space capable of attractive 
and convenient treatment. 





Desirable tenants will be 
offered long term leases at 
attractive prices. 


the Eastern Underwriter Building 
110 Fulton Street, [Corner Dutch Street] 


Entrance on Dutch Street 


New York 
Beekman 2076 
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Travelers Changes 


(Continued from page 5) 


attained the rank of captain during the 
World War, when he was employed by 
= e Travelers. His appointment to 
:rooklyn will be effective February 15. 
George T. Stout, manager of the 
agree (KR. ¥) branch office, in be- 
» promoted to the managership of the 
‘anch office at Newark, N. J., succeeds 
\ hn R. Rogers, resigned. Mt. Stout’s 
appointment was effective January 10. 
His first connection with the company 





GEORGE 


Lr. STOUT 


was his employment as a field assistant 
at Omaha, Neb., February 26, 1923. He 
became assistant manager of that office 
February 15, 1925, and was appointed to 
managership at Providence, September 


agership at Wilmington, succeeding Mr. 
Holmes. Mr. Cole’s appointment will be 
effective February 1. He first was em- 
ployed by the Travelers July 16, 1924, 
as a field assistant at Wilmington, where 
he was born and spent most of his life. 
He attended the University of Delaware 
two years. Previously to coming with 
the Travelers he spent six months with 
a surveying company at Camp Dix, N. J., 
and also was employed by the DuPont 
Company, the Chester Shipbuilding Cor- 
poration, the United States Shipping 
Board, and later as a salesman for the 
Burroughs Adding Machine Company. 


Transfer Birdseye to Philadelphia 


Garner K. Birdseye, manager at Cam- 
den, N. J., since January 1, 1925, is be- 
ing promoted to an assistant manager- 
ship of the Philadelphia office, effective 
February 1. Mr. Birdseye came with the 
Travelers as a special agent at Bridge- 
port, Conn., April 3, 1922. He was ap- 
pointed assistant manager of that office 
January 1, 1924, going from there to the 
managership at Camden. Previous to 
the World War he was employed by the 
Remington Union Metallic Cartridge 
Company. During the World War he 
enlisted in the United States Air Serv- 
ice. where he attained the rank of sec- 
ond lieutenant. At the close of the war 
he was emploved by the American Tube 
& Stamping Co., the Crane Co., and the 
Locomobile Co., all of Bridgeport. 

Walter L. Bell, field assistant at the 
Providence branch, will succeed Mr. 
Birdseye at Camden, February 1. Mr. 
Bell has only been connected with the 
Travelers since May 6, 1926, at which 
time he began his employment as a field 
assistant at Providence. Previously he 
had been employed with the Peerless 
Motor Company, of Cleveland. 

G. F. Brown Manager of Providence 

Branch 


Guy F. Brown. manager of the Bridge- 
port (Conn.) office, has been appointed 
effective January 16, manager of the 


Providence branch, succeeding George T. 
Stout. Mr. Brown’s first connection with 
the Travelers was his employment as 
special agent at Syracuse, N. Y., July 
1, 1921. He was transferred to the Al- 
bany branch office October 1, 1922, with 
the same title, and on November 1, 1923, 
was promoted to the assistant manager- 
ship in Albany. He became manager at 
Bridgeport May 15, 1925. 

Oscar C. Schorer, assistant manager of 
the Dallas (Tex.) office, will succeed Mr. 
Brown at Bridgeport in February. Mr. 
Schorer came with the Travelers as a 
special agent in the group division at 
Cleveland, August 12, 1918. His title was 
changed February 1, 1919, to special rep- 
resentative of the group insurance de- 
partment. He was transferred to the 
St. Louis office May 15, 1920, with the 
same title, and became assistant man- 
ager in St. Louis, February 10, 1921, 
which position he held until his appoint- 
ment to the Dallas assistant manager- 
ship, March 3, 1924. 

Mr. Schorer is a graduate of the Uni- 
versity of Wisconsin and for five years 
previous to his connection with the Trav- 
elers was in the employ of the board of 
education of St. Louis. 

I. Newton Hill, assistant manager of 
the Peoria (Ill.) branch, since March 12, 
1926, has been promoted to succeed Mr. 
Lathrop as manager in that city. Mr. 
Hill first was employed by the company 
March 12, 1923, as a field assistant in the 
Peoria office. Previously he had been a 
coach at the Lima (Ohio) high school. 
and after his return from the World 
War was manager for two years of the 
Standard Brick Co. at Crawfordsville, 
Ind. Later he was with the National 
Biscuit Co. and also was an agent of 
another insurance company. 





SMALLPOX CIRCULAR 
Owing to the prevalence of smallpox 
in Connecticut, the Connecticut General 
has sent out 15,000 letters there enclos- 
ing copies of a circular on vaccination to 
their group policyholders. 


14, the same year. Previously to his join- 
ing the Travelers he had been employed 
as a clerk in the freight department of 
e Chicago and Northwestern Railroad 
Company at Omaha, and had_ served 
eight years with the Occidental Building 
and Loan Association of that city. La- 
ter he was connected with another in- 
surance company and also with a trust 
company in Omaha. 


Holmes Goes to Pittsburgh 


Robert J. Waugh, manager of the 
Pittsburgh branch office, is being pro- 
moted to succeed Mr. Haines at Cleve- 
land, effective February 1. Mr. Waugh 
has been manager at Pittsburgh since 
April 1, 1921. He came with the Travel- 
ers in the cashier’s department at Pitts- 
burgh, September 20, 1909. His first em- 
ployment in the agency department was 
as a salaried special agent of the Pitts- 
burgh office, January 1, 1916. He was 
made manager at Cincinnati the follow- 
ing year. During the World War he en- 
listed in the United States Naval Re- 
serve Corps and after being mustered out 
of service returned to the Travelers, June 
23, 1919, with headquarters at Hartford, 
and with the title of acting manager. He 
= assigned to the Atlanta branch office 

ith the title of assistant manager, July 
21, 1919, and on February 1, the follow- 
ing year, became manager, which posi- 
tion he held until his promotion to Pitts- 
burgh as manager. 

jay M. Holmes, manager of the Wil- 
n ington branch office since its establish- 
ent. September 1, 1923, will succeed 

Mi . Waugh at Pittsburgh, February 1. 
Mr. Holmes first became connected with 
the Travelers through his appointment as 
a salaried special agent at Omaha, Neb., 
Jul 'y 26, 1920. He held this position un- 
til his selection as manager at Wilming- 
ti During the World War Mr. Holmes 
served in the United States army three 
years, adwancing to the rank of captain. 

John C. Cole, field assistant of the 
Cin¢einnati branch office since September 
1, 1926, has been promoted to the man- 

















Life Insurance Trusts 


The life insurance trust settlement 


4s ig the most important development 


in life insurance during recent years. 


To assist our agents we have published in 
booklet form twenty-four of our standard 
trust agreements covering every common 
set of requirements. The booklet also con- 
tains several pages of valuable general 
information on the subject. 


These are actual agreements which are 
in constant use. They are written in clear 
and simple language. 


We shall be pleased to send a copy of this 
booklet to brokers who are interested. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Promotions Made by 
New England Mutual 


W. D. DEXTER, JR., TREASURER 





Dwight Foster, Assistant Treasurer; 
R. P. K. Neff, J. T. Pearce and 
W. D. Adams Assistant Secretaries 





The eighty-fourth annual meeting of 
the New England Mutual was held at 
the home office on January 23, when the 
report for 1927 was presented by presi- 
dent Appel. 

Directors Allan Forbes, Victor M. 
Cutter, James Dean and Daniel F. Appel 
were re-elected. 

Following the annual meeting officers 
were re-elected and the position of treas- 
urer created, Wallace D. Dexter, Jr., 
being elected to’ that position, and 
Dwight pe: assistant treasurer. Rob- 
ert P. K. Neff, John T. Pearce and 
Webster D. Adains, for some years 
heads of important departments, were 
promoted to be assistant secretaries. As- 
sistant Medical Director Harold M. 
Frost, M.D., was advanced to the new 
position of associate medical director, 
and Frederick R. Brown, M.D., home of- 
fice chemist and examiner, was elected 
assistant medical director. 

The 1927 Transactions 


The transactions of the company in 
every department surpassed all previ- 
ous records, the new insurance, $137,490,- 
000, reaching a new high mark. The in- 
surance in force crossed the billion-line, 
being, at the close of the year, $1,023,- 
263,402, an increase of $85,043,286. 

Death claims were paid on 1,421 lives, 
ranging from 17 to 96 years of age, and 
for a total of $7,671,129. Attention was 
called to two facts: first $2,339,857 was 
paid on policies issued within five years, 
representing 30.8% of the total. Sec- 
ond, there were 158 violent deaths, in- 
cluding suicide 63, automobiles 37, car- 
bon monoxide 7, murder 5, drowning 10, 
railroads 4. 

The assets are now $200,776,765, an in- 
crease of $16,338,564; the liabilities, in- 
cluding policy reserves are $187,515,191; 
and the general surplus is $13,261,574, an 
increase of $753,007. This is the surplus 
after the directors had voted an addition 
of $500,000 to the general contingency 
fund and a dividend of $8,850,000 to be 
paid this year. 

During eighty-four years of active bus- 
iness the company has paid to policy- 
holders more than $300,000,000. 





A HARD JOB 





Retail Credit Co. Will Try and List 
Extent of an Applicant’s 
Drinking Habits 
The Retail Credit Co. has revised its 
list of questions on its life blank. One 
question has to do with whether a man 
drives his own aeroplane or travels by 

air with any degree of regularity. 

The personal habit questions have been 
revised. The questions as they now ap- 
pear, are the results of an effort to set 
out clearly the three dangerous types 
of drinkers: (1) the steady free user 
who, however, may never drink to in- 
toxication; (2) the man who occasion- 
ally drinks to excess at present; and 
(3) the man who has in the past either 
drunk steadily or has occasionally gone 
on more or less extensive sprees. 





$100,000 AVIATION LINE 

A. Stuart-Linton, connected with the 
Harold C. Hubbell Agency of the Aetna 
Life in New York, has just closed a 
$100,000 personal line on R. H. Fleet, 
president of the Consolidated Aircraft 
Corporation of Buffalo. This is another 
example of a man who does considerable 
flying being covered by insurance at a 
reasonably low rate of premium. Mr. 
Linton was the agent who placed the 
insurance on Fokker, the airplane manu- 
facturer, a few years ago. 
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Lasker Foundation Is 
Praised By Dr. Thornton 


LINCOLN NATIONAL MAN’S VIEWS 





Says Subject of Degenerative Diseases 
of Man at Forty-Odd Needs Re- 


search Information 





The Eastern Underwriter asked a 


number of prominent medical directors 
of companies what they thought of the 
large endowment which Albert D. 
Lasker, the Chicago advertising man, and 
his wife have given to the University 
of Chicago for health research with the 
object of lengthening the span of life. 
The reaction was favorable and one of 
the most interesting of the replies re- 
ceived was from W. E. Thornton, medi- 
cal director of the Lincoln National. He 
writes: 

“Your letter regarding the gift of a 
million dollar fund by Mr. and Mrs. Al- 
bert D, Lasker to the University of Chi- 
cago, to finance research work in the 
study of the diseases of middle life, 
came to me at a time when I find my- 
self most deeply interested in the sub- 
ject, as I have in hand a series of in- 
formal talks to be given, beginning in 
February at our annual sectional agency 
meetings on the degenerative diseases 
of the ‘man at forty and beyond.’ 

“This subject appeals to me, as it does 
to every other medical director, because 
of the great and persistent increase in 
the death rate in this decade from these 
degenerative diseases of the cardio-vas- 
cular-renal system. As we see them in 
insurance medicine, they are secondary 
diseases and are largely preventable if 
the primary cause can be determined and 
removed. 
most valuable and real opportunity for 
research work in making possible a real 
increase in the normal span of human 
life, thereby preventing the great eco- 
nomic loss that is occasioned by the pre- 
mature death of a man at a period of 
life when he is the most useful to him- 
self and to society. Insurance companies, 
naturally, will be most interested in this 
research work by the University of Chi- 
cago, which will be made possible by this 
most magnificent gift of Mr. and Mrs. 
Albert D. Lasker. 


The Traffic Fatality Toll 


“Something of the growing need for 
such a research work as this is mani- 
fested by comparison. During the past 
five years ending in 1927, 114,879 persons 
in the United States have lost their lives 
through traffic calamities, most of which 
were avoidable. While the annual cas- 
ualty toll is high, more than twice as 
great as the entire number suffered by 
the nation’s forces in the world war, our 
vital statistics show that 200,000 deaths 
occur annually in the United States of 
organic diseases of the heart, also largely 
avoidable. 

“It is obvious to those who have been 
interested and have observed this con- 
stant increase of the degenerative dis- 
eases of the ‘man at forty and beyond, 
that the causes of these diseases must 
be reached before we can hope to raise 
the standing of our nation, which ranks 
tenth among the nations of the world in 
longevity. If I may be permitted to 
make a suggestion, it would be that the 
research work as conducted in the Uni- 
versity of Chicago begin its investiga- 
tion at the age of forty instead of fifty 
as indicated in the announcement of the 
gift. The origin of all of these degen- 
erative diseases is insidious and if infec- 
tion, as we are prone to believe today, 
is the underlying cause, it comes much 
earlier in life and by the time a man 
reaches the age of fifty, many of these 
vital organs are then permanently dam- 
aged. 

“Life insurance progressive medicine 
and all those interested in public health 
will view the Lasker Foundation as a 
real opportunity to perform a real and 
much needed service for humanity.” 


Here, then, ought to afford a- 

















FIRM as the 





RUGGED COAST of MAINE 


Enduring—Substantial—Dependable, with New 
England conservatism, and too, “easy to do busi- 
ness with,’ whether as Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 














KANSAS CITY LIFE GAINS 





Company Has Total Assets of Nearly 
$50,000,000; Insurance in Force 
Increased $26,762,000 

Creditable gains in all departments 
were made by the Kansas City Life last 
year. 

The total assets on December 31, 1927, 
were $48,780,042, which is a gain in as- 
sets for the year of $4,752,284. The in- 
surance in force of the company at the 
end of 1927 was $369,602,966, which is a 
gain of $26,762,032 for the year 1927. The 
surplus of the company increased $568,- 
000 during the year, the total surplus 
assets of the company to protect policy- 
holders on December 31, 1927, being 
$6,807,180. 

The company operates in thirty-nine 
states and the District of Columbia. At 
the recent annual meeting of the board 
the following officers were elected for 
the ensuing year: President, J. B. Rey- 
nolds; vice-presidents, Wood Arnold, E. 
S. Villmoare, D. T. Torrens, J. F. Barr, 
C. P. Carroll, F. W. McAllister; secre- 
tary, C. N. Sears; assistant secretaries, 
L. C. Owen, W. E. Bixby, Dan Cox; 
treasurer, H. R. Carpenter; medical di- 
rector, Dr. H. A. Baker: associate med- 
ical director, Dr. H. P. Ball; actuary, R. 


_ Serenata 


HEADS GENERAL AGENCY 


J. N. McLean Placed in Charge of Penn 
Mutual’s Mississippi Office; Many 
Years With Company 
J. N. McLean has been placed in 
charge of the Jackson, Miss., office of 
the Penn Mutual according to an an- 
nouncement made this week by the com- 
pany. Mr. McLean is of the firm of 
Bufkin & McLean which was recently 

dissolved. 

Mr. McLean declined the cashiership 
of the largest banking institution in Mis- 
sissippi to enter life insurance as a Penn 
Mutual representative, and for many 
years he has been one of the company’s 
leading producers. He is a director of 
the Jackson State National Bank and of 
the Hiawatha Milling Co., Inc., both of 
Jackson, and is a member of various civic 
organizations. His work with the Penn 
Mutual has shown marked executive abil- 
ity. In line with the company’s new ex- 
pansion policy, a program of enlargement 
of the Mississippi general agency has 
been laid out, and Mr. McLean will pro- 
ceed to put it into operation, by adding 
new agents and training them. 











M. Webb; assistant actuary, F. L. Wil- 
liams; cashiers, D. E. Mathes, J. H. 
Mitchell. 








cA Specimen Copy 
of our 


Preferred Whole Life Policy~ 


will be sent to any one requesting it. 


the average. 











This policy which has met with such instant success since 
its introduction on November Ist is issued in amounts of not 
less than $5,000 to risks distinctly above the average of those 
entitled to standard insurance. 
ferred group is given through a reduced cost for their insur- 
ance the benefit of the fact that they are better risks than 


Premium Rates for $10,000 
Age 25—$174.90; age 35—$229; age 45—$323.90 
Subject to reduction by Dividends 


On Agency matters address 


JAMES A. FULTON 
Supt. of Agents | 


HOME LIFE INSURANCE COMPANY | 
256 Broadway, New York 


This super-standard or pre- 
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Newark Bank Host to 
200 Underwriters There 


FIDELITY UNION HAS DINNER 





A Financial Institution Which Is One 
of Nation’s Best Insurance Boost. 
; ers; The Speakers 

Life insurance has few such enthusi- 
astic and persistent boosters outsid» of 
the business as is the Fidelity Union 
Trust of New Jersey. President \e- 
Carter of that institution has a \ery 
strong trust division. Under Edward 4 
Pruden, vice-president and trust officer 
is Leslie G. McDouall, giving all his time 
to insurance trust affairs. The trusi di- 
vision of the Fidelity Union has been 
in operation about forty years and for 
some time has been sounding the in- 
surance tocsin in daily paper advertising, 
distributing attractive booklets which tell 
the insurance story in a few lines, and 
in speeches delivered by Mr. McDouall 
from cne end of the country to the oth- 
er, almost. 

To say that there is a close entente 
cordiale between the Fidelity Union Trust 
and the general agents of Newark is 
putting it mildly. They are as close as 
brothers. The insurance fraternity ap- 
preciate what the Fidelity Union has 
been dcing and once a year there is a 
chance to show that appreciation, as the 
life insurance men, almost en masse turn 
out to attend a dinner of the trust com- 
pany. This has been growing in size 
every year. 

200 Insurance Men at Dinner 


The 1928 function took place at the 
Robert Treat Hotel in Newark one night 
last week and two hundred persons 
crowded the banquet hall. In addition 
to the Newark general agents there were 
present Graham C. Wells and Clancy 
1). Connell of the Provident Mutual in 
New York and Louis F. Paret of the 
same company in Camden.  Uczal H. 
McCarter, president of the bank, had 
bronchitis and could not attend the af- 
fair. The toastmaster was William 
Scheerer, chairman of the trust commit- 
tee. He told of the large amount of 
insurance proceeds held in trust by the 
bank and said it was gratifying to know 
that the insurance trust division was 
such a success and was growing. He 
made it emphatic that the bank’s posi- 
tion was that of creating trusts, not sell- 
ing insurance. It would sell no insur- 
ance; neither would any of its repre- 
sentatives. The more people outside of 
the bank who sold insurance, the better 
it was for the bank. He appreciated the 
confidence that the insurance people had 
in the bank in standing behind the in- 
surance trust idea because he knew how 
very keenly the insurance agents feel 
a responsibility for protecting their bene- 
ficiaries against the financial sharks who 
prey on insurance proceeds when they 
can get their hands upon them. The 
bank in three years has had for admin- 
istration $16,000,000 in insurance trusts. 

Myrick, Baker and Mershon Talk 

Julian S. Myrick, president of the Na- 
tional Association of Life Underwriters, 
said he had often heard the late Ed- 
ward A. Woods praise the Fidelity Union 
and the work it is doing in co-operation 
with the insurance companies. He paid 
a tribute to Mr. McDouall. : 

Reginald Baker, president of the New- 
ark Association of Life Underwriters, 
also spoke in keeping with the spirit o! 
the occasion. The last speaker was 
A. Mershon of the trust division of the 
American Bankers Association. He «aid 
the insurance trust idea was extending 
throughout the country. 


PHILADELPHIA DINNER 

For having filled their December quota 
for the Philadelphia Life, the Du_!)o1s 
General Agency of Woodbury, N. J. 
were tendered a dinner by the officials 
of the company on Tuesday, January 17, 
at the Arcadia Cafe, Philadelphia. Pves- 
ident Clifton Maloney, A. H. Hopkins, 





manager of agencies and Joseph E. 
Conins, supervisor. 
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LIVE-HINTS“ FOR 





mS - =< 5 
Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 





The Life Insurance 
Company of Virginia 
gives the following 
as a suggested talk 
for use in proposing 
Endowment at age 60, twenty premiums: 

“Mr. Prospect, there are three events 
which may occur in any man’s life: (1) 
he will die young; (2) become totally 
and permanently disabled and unable to 
earn a living. or (3) live to be an old 
man. Now, stop and think. You can’t 
get around it that one of these things 
will happen to every man. The proposi- 
tion I should like to explain will take 
care of any one of the three. 

“We shall assume that you will wish 
to stop work at 60—if you live—and en- 
joy the sunny years of old age in peace 
and comfort. While the plan we pro- 
pose will not make you wealthy, it will 
at least bless your old age with secur- 
ity and independence, in the event that 
you live. Here is what this retirement 
fund will do for you: 

At death prior to age 60, pay 


Sales Talk 
For 
Endowment 60 


VOUD TOMMY oc se-ccncnasaes $10,000.00 
If totally and permanently 
disabled, pay you’ each 
MONCH IOP WES 66.065 cced ees 100.00 
If living at age 60, pay you 10,000.00 
or 
An annuity for life of...... 989.00 


“If you should be so unfortunate as to 
become totally and. permanently dis- 
abled before age 60, we will pay you 
$100.00 a month as long as you live. If 
you are living at age 60 and are still 
totally and permanently disabled, we will 
pay you $10,000.00 and continue the 
monthly payments of $100.00 until your 
death. In other words, no amount you 
receive because of disability will ever be 
deducted from the.fund, whether it be 
paid to you at age 60 or to your family 
on account of your death. 


“Naturally, you understand that you 
cannot obtain this retirement fund with- 
out paying a little something for it. This 
fund will mature for its face value of 
$10,000.00 when you reach 60. However, 
you will deposit enough money to cre- 
ate it during the active years of your 
life, when your earning capacity is 
largest. You may make your deposits 
once a year, or more frequently, if you 
wish. The annual savings required is 
only $311.30. 

“Now, even if you are never. totally 
and permanently disabled and, of course, 
we hope you may be fortunate enough 
to escape such a calamity, you would 
never pay to us as much as you would 
reccive at age 60, (Here show differ- 
ence between face of policy and total 
deposits, letting prospect write his own 
figures.) 

\nother valuable feature about this 
contract is, should you wish to with- 
aw in twenty years, that the cash ob- 
tainnble exceeds the total of your de- 
Dosis. (We should not advise you to 
emphasize this point. But should it be 
neccssary to cover it, let prospect write 
the figures for himself.) 

‘ote—If the prospect says’ anything about 
idering the policy under twenty years, ex- 


S exceed total premiums paid and make 
tractive showing. 


‘hen proposing this contract to a 


paid-up insurance values first, as these’ 


woman, the following approach has been 
quite successful: 

“Miss Prospect, you are thrifty, save 
your money, and will continue to do so 
as long as you work. Here is a propo- 
sition which will enable you to accumu- 
late $10,000 by the time you are 60, when 
you will wish to retire, and pass the bal- 
ance of your life in peace and comfort. 
Meantime, should you lose your health, 
and therefore be unable to work, your 
savings program will be continued with- 
out interruption. .You will have your 
$10,000 coming in at age 62, at the time 
when you will need it most, and will 
also receive $100 each month as long as 
you live.” 





AUTO WORKERS GROUP POLICY 

The employes of the J. B. Judkins Co., 
automobile body manufacturers, have 
taken out a general group life, accident 
and sickness policy through the Connec- 
ticut General. The life insurance contract 
calls for $1,000 payable to a beneficiary 
at the insured’s death, or to the insured 
himself should he become totally and 
permanently disabled before age 60. The 
accident and sickness insurance pays $10 
a week to employes laid up by any ac- 
cident or sickness for as long as thir- 
teen weeks. As a Christmas present, 
the cost of this insurance was paid by 
the Judkins Co. up to February, and 
when the employes were offered the 
privilege of contributing their share, over 
90% immediately expressed their willing- 
ness to continue this protection. The 
policy was written by Wallace Cox 
through Goulden, Woodward, Cook & 
Gudson, New York representatives of 
the company. 


TO TOUR THE CAROLINAS 

President Clifton Maloney and Man- 
ager of Agencies A. M. Hopkins, plan 
an extended trip to the Carolinas in 
February. They will be accompanied by 
William M. Gordon, president of the 
Gordon Insurance & Investment Co., and 
will visit the agencies at Raleigh, Dur- 
ham, Fayetteville, Monroe and Charlotte, 
all in North Carolina and Sumter in 
South Carolina. 


TWO MEN 


We have two new 














territories for two 
good men under 
real general agents’ 
contracts. 

Address 


The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 




















REGAN AGENCY EXPANDING 





Ranks Second Among Connecticut Mu- 
tual Agencies Throughout Country; 
Made 60% Gain in 1927 
The Willard Regan Agency of the 
Connecticut Mutual Life in New York 
City started “from scratch” four years 
ago and is now the second largest agency 
of the company in the country. Its paid- 
for production last year showed a 60% 

gain over the previous year. 

One of its agents, Sidney M. Auer, 
rolled up more than $1,500,000 in paid 
volume last year which was his first full 
year in life insurance. He was not only 
the leader of the agency but led the 
company in the month of December in 
paid premiums, stands second in volume 
throughout the country for the present 
club year and is third in the amount of 
applications. Mr. Auer is a graduate of 
the University of Michigan and before 
entering life insurance was a dress manu- 
facturer. 

Mr. Regan is now making extensive 
plans to better his agency’s production 
in 1928. At the present time he is ne- 
gotiating for double the amount of office 
space that he now has so as to take care 
of a rapidly expanding agency force. 
He came to the Connecticut Mutual from 
the Prosser & Homans Agency of the 
Equitable Life Assurance Society in New 
York where he was a partner of Mr. 
Homans. In all, he has had thirty years 
of experience in the life insurance field, 
devoted exclusively to training men. 





J. H. JEFFRIES SPEAKS 





Agency Sec., Penn Mutual, Talks on 
Naturalness of Life Insurance at 
Underwriters Dinner 
J. Howard Jeffries, agency secretary 
of the Penn Mutual, was the speaker at 
a dinner of the Ft. Wayne Life Under- 
writers Association held on Thursday, 
January 19. His subject was, “The Nat- 
uralness of Life Insurance.” Mr. Jeffries 
traced the development of economic 
needs in society, from the simple ‘forms 
of early days down to the complex as- 
pects of our present day. He then 
showed how life insurance, because of its 
peculiar function, is the one natural in- 
strument, because of its group co-opera- 
tive feature, for meeting these diverse 

needs. 


He pointed out that the application of 
life insurance to these problems required 
no artificial adjustment or forcing, and 
that the process is simple and adequate. 
The unrivaled contribution of life insur- 
ance to the general social welfare was 
shown to be one of the major results of 
the scientific relief of individual, home, 
and business problems in which the fac- 
tor of life uncertainty is the pivotal fea- 
ture. 





HART SUCCEEDS E. A. WOODS 

The International Life Underwriters’ 
Library, published by F. S. Crofts & Co., 
has invited Hugh D. Hart, vice-president 
of the Penn Mutual, to take the place of 
the late Edward A. Woods on the Ad- 
visory Board of Editors. Mr. Hart’s ex- 
perienced counsel will be of great value 
to this important publication enterprise. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha Denver Des Moines 

















“TRY THIS!” 


Ask Herbert W. Jones, Manager, 
Canada Life, for a copy of “Try 
This!”—a novel idea which you 


can use. Do it now! By mail, 
please. 
- | 
Canada Life Assurance 
Company, 


110 William Street 
New York City 


Beekman 5058—6691 

















satisfaction in so doing. 








limits 10 to 70. 








You Who Seek Opportunity 


Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served and 
built to greatness by men who found both success and 


This company writes all standard forms of insur- 
ance and annuities on both men and’ women. 


Those who contemplate life insurance 
field work are invited to apply to 


Age 








The Mutual Life Insurance Company 


of New York 


34 Nassau Street 


New York, N. Y. 
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Massachusetts Mutual Life Insurance Company " 
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Springfield, Massachusetts si 
Organized 1851 a 
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ABSTRACT FROM SEVENTY-SIXTH ANNUAL REPORT aed 
For the year ended December 31, 1927. ~~ 
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Admitted assets (increase of $30,916,009) $ 289,729,273 large 
Policy reserve and other liabilities (in- . ssi 
crease of $29,689,867) ...-.---- - 272,084,420 ooh 
Surplus, Massachusetts standard (in- ies 
crease of $1,226,141) __.- ~__-_- 17,644,853 cage 
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(increase of $6,027,110) _.-__ -- - 52,102,827 ooh 

bureau 

Total income (increase of $8,081,473) _ _ 73,468,222 Pod 
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Dividends paid and credited policyholders is 
(increase of $1,945,633) _~ ____ _- 11,020,411 gl 
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Total payments to policyholders (in- ben 
crease of $2,476,041). ______._. 28,549,453 Sn 
New insurance delivered . a 
(increase of $35,539,275) ._-___ - 262,491,643 oh 
Total insurance in force a 
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Prominent Managers Go 
To School in New York 


FOUR DAYS’ SESSION THIS WEEK 





President Fraser of Life Underwriters’ 
Association Makes Introductory 
Talk; Some in Attendance 





The four days’ session of the Man- 
agers’) School of the Life Insurance 
Sale. Research Bureau of Hartford was 
formally opened in New York Monday 
morning with a short address by P. M. 
Fraser, president of the Life Underwrit- 
ers’ Association of New York. Mr. 
Fraser introduced the manager of the 
J. M. Holcombe, Jr., to the gen- 
eral agents, managers and_ supervisors 
who enrolled for the course and ex- 
tended to the visitors a hearty welcome. 
About 50 persons attended. 

Following this, Mr. Holcombe, after 
reading some letters from buyers of life 
insurance telling how various agents had 
approached them, launched into a dis- 
cussion of the best way to manage an 
agency. He suggested that general 
agents set a definite goal at the begin- 
ning of the year for business to be pro- 
duced; also that they should have real 
plans as to the number of agents to be 
engaged, ete. 

At the afternoon session the speaker 
was H. Niles, assistant manager of 
the bureau who talked on the subject of 
agency costs. Mr. Niles made some cost 
comparisons between agencies of differ- 
ent sizes, showing the economies of 
large agencies. He emphasized the dif- 
ferent factors relating to the general 
agent’s business such as overriding com- 
missions, the expense of, new business, 
the expense of old business, average 
sized premiums per thousand insurance, 
average sized policy and lapse rates. An 
interesting point brought out by Mr. 
Niles was that there is no obvious re- 
lation between the total expenses per 
thousand of premiums collected in agen- 
cies and the value to the agent of a mil- 
lion dollars of business produced. He 
said it was important that a general 
agent should watch all of the factors, 
and that the interrelation of these factors 
made a complicated problem which the 
bureau has been studying carefully. 

At the Tuesday morning session there 
were two actual demonstrations of how 
to present a sale. One of these was given 
by George L. Hunt, general agent in 
Hartford of the New England Mutual, 
with the assistance of D. E. Hunting- 
ton of the Sales Research Bureau. The 
demonstrations took 45 minutes each. 
The remaining part of the course was 
taken up with “such topics as financing an 
agency and the training of agents. 

Some of the general agents and man- 
agers who attended the course follow: 


schox il, 


John H. Scott, Home Life, Brooklyn; J. P. 
(raham, Jr., Aetna Life, Brooklyn; R. H. Keffer, 
Aetna Life, 100 William street; R. L. Jones, 


State Mutual, 80 Maiden Lane; Paul L. Wendt, 
Equitable of Towa; Stuart B. Rote, Connecti- 
cut Mutual, Newark; Thomas M. Searles, Aetna 
Life, Newark; Joseph Stein, Manhattan Life; 


David EK, Purcell, Aetna, Reading, Pa.; 
thomas Russell, Connecticut General, Hartford ; 
George LL, Hunt, New England Mutual, Hart- 
ford: Warry Jacoby, Home Life, New York: 


H. Hf. Letcher, Equitable Society, Brooklyn; C. 


A. Mande, Home Life, Jamaica, N. Y.: Rob- 
a li. Miller, Aetna, Scranton, Pa.; William 
Mun si State Mutual Life, Newark, RN. Be 
ig A. Noltie, Aetna, Newark; F. S. Bax- 


n Hancock, Rochester; Frank Coville, 


4 Mutual, Bridgeport; C. C. Edwards, 
hester, S. C.; Isadore Freid, New England 
Tutu New York; W. W. Garrabrant, Con- 

Bic f General, Newark; Ernest C. Hoy, Sun 
ale, Newark. 





PROMOTED IN HARTFORD 


Dr Henry B. Rollins has been made 
Ssistint medical director of the Connec- 
‘cut \lutual. He is a Dartmouth man 
VNO “iso was graduated from Yale Med- 
cal School. Leslie R. Martin, assistant 
Actuary. has been elected assistant secre- 
‘tv. Charles P. Carter, chief assistant 
'the mortgage loan division, has been 
lade supervisor of farm loans. 


Johnson & Higgins Make 
Two Staff Appointments 


KANE MADE ASSIST. MANAGER 





Henderson Office Manager in Charge of 
Underwriting Problems; Careers 
of Eubank Assistants 





Johnson & Higgins have appointed 
Matthew F. Kane assistant manager of 
its life department in charge of produc- 
tion in the outside brokerage depart- 
ment; and H. G. Henderson office man- 
ager in charge of underwriting problems, 
also chiefly in connection with outside 
work. 

Matthew F. Kane has been in the life 
insurance business for over fifteen years 
and has ‘had experience in all phases of 
the work, both in the home office and in 
the fields. He started when a boy in 
the home office of the Phoenix Mutual 
Life in Hartford, where he was born 
and educated. After a varied experience 
in the different departments, he went to 
Spokane, Wash., as home office under- 
writer of the Western Union Life. He 
left there in 1918 to become manager of 
the life department of the Phil Gross- 
mann Agency, general agent for the 
Travelers in the State of Oregon. (Mr. 
Grossmann, by the way, is now in New 
York on a visit.) Kane was next trans- 
ferred to the home office of the Travel- 
ers as superintendent of the life changes 
division. In April, 1923, he became sec- 
retary of the new business department 
of the Lincoln National Life. Six 
months later he was appointed assistant 
superintendent of agents of that com- 


pany. Mr. Kane went with the home 
office of the Aetna Life in November, 


1924, and in January, 1925, was trans- 
ferred to the Hart & Eubank agency 
of the Aetna Life in New York. He la- 
ter became assistant to Gerald A. Eu- 
bank in charge of the brokerage depart- 
ment. He resigned with Mr. Eubank to 
go with Johnson & Higgins as assistant 
manager of the new life department. 
Mr. Henderson was “discovered” by 
Mr. Eubank and his entire life insurance 
experience has been spent with the lat- 
ter. For over seven years he was in 
the banking business and was first met 
by Mr. Eubank when he was paying 
teller at the National Bank of Commerce 
in Detroit. Mr. Eubank was interested 
in Mr. Henderson and endeavored to 
have him join the office of the Canada 
Life in Detroit. He was unsuccessful in 


‘that, but when he went to New York 


he persuaded Mr. Henderson to join that 
office. He first entered the Hart & Eu- 
bank agency in 1925, and immediatelv 
demonstrated his ability as a student of 
life insurance and developed as an ex- 
cellent underwriter and contact man. In 
1927 when the Hart & Eubank agency 
changed, Mr. Henderson went with Mr. 
Eubank and now has been appointed of- 
fice manager of the life department of 
Johnson & Higgins. 





FRANK M. SEE TO TALK HERE 

Frank M. See, St. Louis manager of 
the Union Central, who made one of 
the biggest hits at the convention in 
Memphis last Fall of the National As- 
sociation of Life Underwriters, will speak 
before the Life Underwriters Association 
of New York at its February Hotel Astor 
dinner. Few men in insurance are so 
capable of holding the attention of a 
crowd of insurance men. 


BUFFALO DINNER 


Fifty employes of the Buffalo agency 
of the Mutual Benefit Life held their an- 
nual meeting Saturday in Hotel Buffalo, 
E. L. Monser, agency manager, was in 
charge. Among the speakers at morn- 
ing and afternoon sessions were Walter 
A. Reiter, assistant medical director, and 
Oliver Thurman, vice-president. On 
Saturday evening the employes and their 
friends were entertained at a dinner 
dance in the hotel there. 


ATLANTIC LIFE CONTROL 
Edmund Strudwick Interests Sell Out to 
. A. Saunders and Associates 
for $675 a Share 

After a connection of over twenty- 
three years with the Atlantic Life In- 
surance Co., Edmund Strudwick, chair- 
man of the board, has disposed of the 
major portion of his interests and those 
of a group of associates to a syndicate 
headed by Edmund A. Saunders, presi- 
dent of the company, at a price of $675 
per share. A total of 3,500 shares were 
involved in the transaction. Neither Mr. 
Strudwick nor his son, Edmund Strud- 
wick, Jr., vice-president of the company, 
will stand for re-election upon the expi- 
ration of their term of office at the an- 
nual meeting scheduled for February 9. 

Except to say that there will be several 
changes in the board of directors to rep- 
resent the new _ interests, President 
Saunders was not prepared to make a 
definite announcement as to plans re- 
garding the new organization. He indi- 
cated, however, that nothing would be 
done at the forthcoming meeting to elect 
successors to Mr. Strudwick and his son. 

Mr. Strudwick came with the Atlantic 
Life in 1904 as vice-president, succeed- 
ing to the presidency a year later. He 
continued in this office until last March 
when he retired to become chairman of 
the board. Under his management, the 
company showed steady progress. The 
company had insurance in force of $148,- 
300,000 at the close of 1927. It is under- 
stood that the statement for the past 
year will show surplus in excess of 
$1,000,000 and total assets of approx- 
imately $17,500,000. The company is 
capitalized at $750,000. Edmund Strud- 
wick, Jr., has been with the company 
about fifteen years. 





CENSURES HARRY SIEGEL 





Insurance Department Does Not Cancel 
License of Prominent Agent But 
Makes Caustic Comment 
The New York Insurance Department 
has finally made a decision in the case 
of Harry Siegel, prominent agent, up be- 
fore the Department on charges filed by 
the Good Practices Committee of the lo- 
cal association. This is the case where 
the Samuel Untermyer firm appeared for 

the Good Practices Committees. 

The Department decided not to cancel 
Seigel’s license but to give him a repri- 
mand as the agent has already had a lot 
of publicity. One paragraph of the Su- 
perintendent’s letter follows: 

“T wish to say that your conduct in the pres- 
ent matter has not been such as would recom- 
mend you to the consideration of this Depart- 
ment. While you have appeared by able attor- 
neys, you personally have not been present at 
any of the hearings; you have not taken the 
stand and given your testimony, and you have 
in no way aided the Department in clez aring up 
any doubts that there might have been in re- 
gard to the information brought out against 
you. In addition, two other witnesses failed to 
appear although subpoenaed. The testimony 
which these two witnesses could have given, in- 
sofar as it pertains to the information against 
you, was, however, obtained from other wit- 
nesses, so the Department did not see fit to 
force the appearance of said witnesses. How- 


ever, their failure to appear does not redound 
to your credit.’ 





J. E. BRAGG TO SPEAK IN N. Y. 

James Elton Bragg, general agent of 
the Union Central Life of Philadelphia, 
will be the speaker at the sixth meet- 
ing of the nine Money-Making Sales 
Talks under the auspices of the Life Un- 
derwriters Association of New York at 
the Community Church, 34th street and 
Park avenue, New York, January 26. Mr: 
Bragg, who has been a teacher of in- 
surance, has also had considerable prac- 
tical experience in handling sales prob- 
lems. His talk will be given in every 
day language on the difficulties the agent 
encounters daily in his work. 





PLAN NOVEL CONTEST 
The Membership Committee of the 
New York Association of Life Under- 
writers is making plans for a unique 
contest. Further details will be published 
in this paper. 


REVISES NEWSPAPER A. & H. 





Will be Handled Hereafter From Home 
Office of Continental Life, St. Louis; 
Company’s Capital Increased 

The Continental Life of St. Louis in- 
creased its capital stock from $500,000 
to $700,000. Twenty-five thousand addi- 
tional shares have been added. In the 
early months of 1927 the company met 
considerable losses in its accident and 
health department, but that situation has 
been greatly changed and it is said that 
a profit has been experienced in that de- 
partment during the last quarter of 1927. 

The company has reorganized its sys- 
tem of handling newspaper policies. 
The old contracts were cancelled and 
newspaper policies are now being 
handled direct from the home office. Five 
new directors of the company have been 
elected. The Continental Life is con- 
trolled by President Mays and associ- 
ates. The largest minority group is rep- 
resented by the interests of Rogers 
Caldwell and Inter-Southern Life. 





G. T. BRYSON’S NEW POST 





Former Richmond Agency Assistant 
Made American Inspector of Agen- 
cies for Sun Life of Canada 
George Tarry Bryson, agency assis- 
tant under Neil D. Sills, manager at 
Richmond, Va., for the Sun Life of Can- 
ada, has been promoted to be inspec- 
tor of agencies for the United States de- 
partment of the company and will enter 
upon his new duties February 15. Mr. 
Bryson, who is 32 years old, started with 
the Sun in Richmond eleven years ago. 
During the war period he was over- 
seas in the American air service. A 
few years ago, he was transferred to 
Norfolk as manager of the company’s 
district office there, remaining there two 
years. He is a former secretary of the 
Richmond Association of Life Under- 
writers, having filled this office for two 

terms. 
The position to which he has been pro- 
moted was created recently following the 


abolishment of the office of assistant 
superintendent of agencies for the 
United States department which had 
been filled by J. S. Ireland. Mr. Ire- 


land is now superintendent of agencies 
for the Eastern department covering 
countries in the Orient. 





J. DE WITT MILLS MADE V.-P. 





Continental Life of St. Louis Promo- 
tion; Louis Marks Elected Assistant 
Secretary of Company 

The Board of Directors of Continental 
Life of St. Louis at the annual meet- 
ing on January 17 elected J. DeWitt 
Mills vice-president. The office had been 
vacant since last October when Ed Mays 
was elected president. 

Previous to this promotion Mr. Mills 
had been secretary of the company, hav- 
ing held that office since the company 
moved to St. Louis six years ago. His 
duties in that capacity have been varied, 
including the general management of 
home office departments. For several 
years he was in charge of the invest- 
ment department, and during the past 
two years he has devoted a large part 
of his time to agency work, for which 
he has developed a real affection. 

At the same meeting, Louis Marks, 
who had been assistant secretary since 
1921, was advanced to the office of sec- 
retary. Mr. Marks has been in charge 
of the underwriting and claim depart- 
ments for the past several years. 





WRITES $1,000,000 ON SCHENCK 


Arthur H Stebbins, 
ance 
coast 


New York insur- 
agent, returned this week from the 
While there he wrote an addition- 


al $1,000,000 life insurance on the life of 
Joseph Schenck, 
ecutive 


the motion picture ex- 
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| HE Equitable Life Assurance Society 
of the United States has a well equipped 
Financial Department, or, to be exact, 
two departments—one in charge of a 
Treasurer with a staff of expert assistants 
and advisers, and the other in charge of a 
Manager of Mortgage Loans and Real 
Estate with a staff of experts experienced 
in handling real estate and selecting first 
mortgage loans. These advantages, to- 
gether with long experience and valuable 
records, make the Society an expert in the 
investment of capital. More time and 
attention is given, moreover, to the care 
of investments than is spent in making 
them. No individual or small corpora- 
tion can afford to offer such advantages to 
those who seek protection for their sav- 
ings. All this being so, those who leave 
their money with the Equitable for safe- 
keeping during their lifetime will act 
wisely, if after they have passed away the 
Equitable continues to be the financial 
agent of their beneficiaries. 

It is the policy of the Equitable to im- 
press the fact upon its agents that their 
most important clients are not the men 
whose lives are insured, but those to whom 
the money is to be paid when their policies 

















mature. This being so, it is obvious that 
when a policy is taken by a well-to-do 
applicant the wisest course is for him to 
take a small policy payable in cash, to 
clear away the obligations which accumu- 
late when a man dies, and to take the rest 
of the insurance payable in the form of a 
monthly income during the lifetime of the 
beneficiary. There is a variety of insur- 
ance contracts of this character, two of 
which are very attractive. One of these, 
the Life Income Policy, is most appropri- 
ate in a case where one beneficiary is to be 
provided for, such as a wife or daughter. 
For a man who wishes to provide for his 
wife and his children, the Guaranteed 
Investment Policy is the most appropriate 
contract. This policy gives the wife an 
exceptionally liberal income as long as 
she lives, after which the full face of the 
policy is paid to the children, to be in- 
vested for their future support. 

The Equitable has openings for young 
men who have had some business experi- 
ence but who have not been identified 
with life insurance. Such men can earn 
a good living while they are being trained 
by the company in accordance with its 
methods and ideals. 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


393 Seventh Ave. 


W. A. DAY, Chairman of the Board 


New York 


THOMAS I. PARKINSON, President 
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Good Agent Will Take 
Advice Says Mushabac 


SHOULD FOLLOW INSTRUCTIONS 





Success and Promotion in Donald 
Sinclair Agency of Metropolitan 
Life in New York 


Wor 





Victor Mushabac is a crack producer 
with the Donald Sinclair agency of the 
Metropolitan Life in New York. Last 
year he wrote 1,203 applications and in 
1920 he led the country in Industrial 
production with a $278 net increase. Re- 
cently he was appointed an assistant 
manager. 

“The best thing for a new man to 
do is to take out an insurance policy 
on his own life, just as soon as he comes 
into the business. Ji he is willing to 
admit that insurance is a good thing for 
himself, then he will feel the same way 
about it as far as others are concerned: 
it will make it easier for him to sell,” 
he said. 

“The next thing is to get a good start. 
lf an agent writes a lot of business at 
the outset he surely will make a suc- 
cess. I believe he should go to persons 
he knows in the beginning and try to get 
as much business as he can. This will 
give him confidence. Another impor- 
tant thing an agent should do is to fol- 
low closely the instructions of his man- 
ager. I speak from personal experience. 
At the beginning of my career I was 
several times discouraged and on one 
occasion I was on the point of quitting. 
After talking things over with my man- 
ager, | was convinced that he knew more 
about the matter than I did for he was 
talking from a long, rich experience. 
Many agents fail in this business be- 


cause they do not take the advice of 
' their superiors.” 


Mushabac thought that punctuality 


> was a decided asset to any insurance 


; successful, 


He believes an agent, to be most 
should be punctual in all 


agent. 


\ things, even in the observance of his 


§ working 


= 


hours. 
Why He Chose Insurance 


Asked how he happened to choose in- 
surance for a career, Mushabac said, 


» the idea came to him after he had been 


sold his first policy. He remarked to 


) the agent who sold him the policy that 
' he thought he might be in the business 


; himself some day. He thought he could 


be elpful to others by selling insurance. 

Mushabac entered the business on De- 
cember 15, 1924. He is 26 years of age. 
He started with the Metropolitan Life 


F and has been with it ever since. 





W H. ELLIOTT PROMOTED 
William H. Elliot, formerly assistant 


> superintendent of the Columbus North 


branch of the Western & Southern, has 


| been promoted to the position of super- 


intendent at Cleveland, Edgewater. Mr. 
Elliott has had more than a quarter of a 


} century of experience in the service of 


the company. During his many years in 
the ficld the new superintendent main- 
tained a record of steady increase and 
close attention to detail. 


DeWitt Adams has been appointed 
assistant manager for the International 
em f St. Louis at Richmond under S. 
Mert ill Bemiss, agency manager for 
Virginia. 


$100,000,000 IN DEATH CLAIMS 





Metropolitan Life Reaches Highest 
Mark in 1927; Total Claims 
Paid 349,007 


For the first time in its history, the 
Metropolitan Life, in 1927, paid more 
than $100,000,000 in death claims under 
life policy contracts. The amount paid 
in claims was $100,256,355, to which were 
added mortuary dividends of $2,810,773, 
bringing the total paid such beneficiaries 
by this company to $103,067,138. 

The number of claims totaled 349,007. 
There were 37,804 claims in the ordinary 
department, which include those of group 
certificate holders and 311,203 industrial 
claims. The ordinary claims amounted 
to $51,974,395, while the industrial claims 
were for $48,281,959. In 1926 the num- 
ber of claims was 348,188, for a total of 
$92,524,594 exclusive of mortuary divi- 
dends, 


FOREST W. SMITH DEAD 

Forest W. Smith, 59, Denver repre- 
sentative of the Prudential, died Janu- 
ary 1, from stomach trouble. Mr. Smith 
was a native of Plymouth, Mich.,; prac- 
ticed law in Detroit before joining The 
Prudential in Detroit. Eighteen years 
ago he gave up the superintendency in 
the Michigan city to take charge of af- 
fairs in Denver. His widow and three 
daughters survive him. 





HONOR SUPT. W. A. WHITCRAFT 





President W. J. Williams, Western & 
Southern, Presents Service Pin 
To Veteran 

Superintendent W. A. Whitcraft of the 
Cambridge, Ohio, branch of the Western 
& Southern, was the guest of honor re- 
cently at a dinner at the Berwick Hotel, 
Cambridge, in celebration of his twenty- 
five years of continuous service with that 
company. 

President W. J. Williams journeyed 
from the home office to personally pre- 
sent Mr. Whitcraft with the twenty-five 
years service pin and legion certificate, 
together with a handsomely engraved 
gold watch. Mr. Williams congratulated 
Superintendent Whitcraft on his long 
period of successful and honorable serv- 
ice, pointing out the value of such a 
career as a source of inspirations to 
the younger men in the business. 

Mr. Whitcraft reviewed the develop- 
ment of The Western and Southern dur- 
ing the past twenty-five years. He ex- 
pressed pride in his connection with the 
company and predicted bigger results and 
still greater opportunities for those who 
cast their future lot with it. The Cam- 
bridge staff presented Superintendent 
Whitcraft with an easy chair, which he 
occupied during the celebration. 

Interesting addresses were also made 

















“Joe Jenks oughtn’t to splurge so much.” 
“Why not? He can afford to do it now. He’s selling Perfect 


Protection for the Reliance Life.” 


by Superintendent of Agencies Lewis 
Stentz, Home Office; Z. A. Woods, Co- 
lumbus; Superintendent C. L. Steed, 
Chillicothe; Superintendent A C. Laff- 
erty, Zanesville; Assistant Charles Ful- 
ton, Elmer Turner, W. E. Rose, J. L. 
Morrison and Agent W. E. Rose of the 
Cambridge district. 

Amongst the gtiests were Mayor-elect 
James B Stewart, Attorney Milton H. 
Turner, A. C. Duffey of the Central Na- 
tional Bank, and C. L. Voorhies, M.D., 
medical examiner. 





Ways to Beat Arrears 


“Going or coming, industrial business 
requires special attention,” says the De- 
cember issue of “Tower Talks.” “If it is 
given, arrears can be kept down and addi- 
tional business may easily result; if not, 
arrears are certain to pile up.” The writer 
of the editorial continues as follows: 

“Put yourself in the plac: of a policy- 
holder. You are moving from one city 
to another. There are a dozen things on 
your mind much more important to you 
for the moment than your insurance. 
You’re concerned with quitting old quar- 
ters and finding new, with packing and 
shipping, with business and domestic re- 
adjustment. These things won’t wait; 
you figure your insurance will. And then 
no agent appears at the usual hour on 
Monday morning. You don’t notice it 
during the first confused week; at the end 
of the second you feel, perhaps, that you 
ought to do something about it. But 
what? There’s a district office some- 
where, no doubt, but it may be difficult 
to locate on unfamiliar streets. And all 
this time arrears are accumulating. 

“The policyholder can’t be blamed in 
such cases. The whole fault lies entirely 
with the agent. For the _ policyholder 
can’t be expected to act otherwise, while 
it’s part of an agent’s job to see him 
through. 

“A minimum safety margin of four 
weeks’ premiums in advance is just as 
necessary to carry a policyholder over a 
removal period as it is to carry him over 
illness or unemployment. And in the 
case of a transfer, it should be a com- 
paratively easy matter to establish this 
margin, since the exact time of need for 
it is known. Not many policyholders 
want to picture themselves sick or out of 
work; consequently, they may be imper- 
vious to the argument that advance pay- 
ments are necessary to protect them un- 
der these conditions. But any policyholder 
who contemplates a move knows that for 
a period of several weeks he’ll have little 
time to bother with insurance—and he 
knows exactly when that period will 
come.” 





A. E. WILDER’S NEW POST 

A. E. Wilder who resigned as director 
of agencies for the Mutual Trust Life of 
Chicago several weeks ago has taken the 
position of state manager for Iowa for 
the Lincoln National Life. He assumed 
his new duties January 1 with offices at 
706 Insurance Exchange building, Des 
Moines. 

Mr. Wilder has had extensive agency 
experience in the field as supervisor for 
the Equitable of Iowa for three years 
and five years as associate state man- 
ager in Iowa for the Equitable of New 
York. He lived in Iowa for 41 years 
and desired to get back to that region. 





Insurance in Force, 


JOHN G. WALKER, Chairman of the Board 


Gee 





THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 51 million 


Payments to Policyholders in 1926, Over 3'4 million 
Total Payments to Policyholders Since Organization, 
Over 43 million 


Over 300 million 


BRADFORD H. WALKER, Presideat 














Industrial Life Insurance— 


Ordinary Life Policies— 





The Colonial Life Insurance Company of America 


Especially Attractive and Favorable to the Insured. 


All forms of Life, Limited Payments and Endowments, containing attractive 
and novel features, with High Values at Low Cost. 





Give Agents Unusual Money-Making Opportunities 








Chas. F. Nettieship, 2nd a 
ome 


Officer: 
Geo. T. Smith, Vice-President E. J. shanpadindiens, President E. C. Wise, Treasurer 
Drown, Secretary 
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ffice—Jersey City, N. J. 
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THE EASTERN 
UNDERWRITER 


This newspaper ts owned and ts pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 110 
Fulton Street, The Eastern Underwriter 
Building, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 
newspaper. Telephone number: Beek- 
man 2076. 





Subscription Price $3.00 a year. Single 
copies 25 cents. .Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





ORGANIZED FIGHTING OF FRAUD- 
ULENT CLAIMS HERE 


Insurance men are active—and_ they 
might well be active—in the new organi- 
called the 
Fraudulent 


is holding a dinner to- 


zation in this city Citizens 


Committee Against Claims. 
The committee 
at the Town Hall Club. The diners 
will be addressed by Charles H. Tuttle, 
U: BS: southern district 


of New York, and others of prominence. 


night 
attorney for the 
sign of the times 


Another encouraging 


is the action of the Bar Association and 


other lawyers of distinction, including 


Charles Evans Hughes, in starting a 


movement to drive out shyster lawyers 
and others who are chasing ambulances 
and helping clutter up the court calen- 
dars with damage suits in which they get 
a commission based on the settlement. 
The situation in compensation insur- 
ance is especially serious as those com- 
panies are losing hundreds of thousands 
of dollars through crooked lawyers. The 
situation demands attention and is get- 
ting it. 
nesses can be prosecuted under the penal 


Runners, fixers, and fake wit- 


law of this state if the concealed facts 
of their 
gation to the District 


cuilt are presented for investi- 
Attorney’s office. 
The district attorney of this city is sym- 
pathetic to such action. 

At the present time the city seems to 
be well stocked with organized criminal 
specialty of 
crooked claims, and corporations and in- 


syndicates which make a 
dividuals are so powerless against these 
syndicates that the Citizens Committee 
Against Fraudulent Claims has _ been 
formed backed by public opinion. This 
ccmmittee will be equipped to initiate in- 
vestigation and secure action through a 
clearing house of information made pos- 
sible by 


departments of its constituent members. 


the co-operation of the claim 


There ‘is now being formed an advisory 
ccuncil of the Citizens Committee 
Against Fraudulent Claims consisting of 
fifty citizens pre-eminent in the business, 
insurance and. professional life of the 
city. That this Citizens Committee has 


made a 200d start and the insurance 


interests are already well 


upon it, is shown by the 


represented 
following list 


of executive committee members of the 


Citizens Association who have insurance 
affiliations. 
Albert W. Whitney, manager, National Bu- 


reau of Casualty and Surety Underwriters. 
y, Earl, general attorney, Hartford Ac- 

cident & Indemnity. 

William Butler, general counsel, United States 
Casualty. 

James J. Hoey, 

C. R. Wilder, 

F. E.. Arnold, 
surance Fraud. 

James A. Nooney, 


Hoey & Ellison. 
vice-president, Liberty Mutual. 
secretary, Alliance Against In- 


general attorney, General 

The chairman of the com- 
mittee is John M. Gibbons, general at- 
torney of the N. Y.. N. H. & H.R. R.; 
and the general counsel of the commit- 
tee is Frank E. Carstarphen, former as- 
sistant district attorney 


executive 


here. 





Metropolitan’s Figures 


The Metropolitan Life wound up 1927 
with 


$2,388,047,032 assets, classified as 
follows: 
Bonds and stocks...........<0: $959,797 ,000 
Sonds and mortgages......... 1,107,622,500 
GR GURUS occ cb oh ax hook cow 32,152,442 
OM. Seer iene caw saeaewaicd 7,909,000 
Loans to policyholders......... 185,883,450 


Premiums, 
ce ceo Re etna nape day As 
Accrued interest, rents, etc. 40,471,410 
The paid-for life insurance, revived 
and increased, less group withdrawals in 
1927 was $2,834,975,700. It was divided 
as follows: Ordinary, $1,246,262,888; In- 
dustrial, $1,223,984,900; group, $364,727,- 
941. Life insurance in force is $14,803,- 
785,790 as follows: Ordinary, $7,157,922,- 
228; Industrial, $5,877,405,375; group, $1,- 
708,398,187. Accident and health insur- 
ance in force is this: Principal Sum 
Benefit, $705,333,400; Weekly Indemnity, 
$7,918,812. 
The company’s income in 1927 was 
$651,068,588, an increase of $55,472,082. 


deferred and to be 
54,811,780 





JERSEY INSURANCE BILLS 
Measures Introduced in Legislature Deal 
With Many Subjects; Licensing 
Agents Is Considered 

Among the bills now before the New 
Jersey State Legislature are a number 
introduced by Senator Reeves dealing 
with insurance. They provide that au- 
thorized capital shall be paid-up, the 
same as banking institutions; licensing of 
persons maintaining insurance business 
offices; insurance companies to have one 
class of stock, with organization ex- 
penses to be stipulated in stock subscrip- 
tions, with refunds in case of failure to 
complete organization; issuance of group 
accident and health insurance similar to 
group life insurance; prohibiting can- 
cellation of policies for non- payment of 
premium where same has been paid to 
broker giving policy; making it unlaw- 
ful for any insurer to pay commission 
in excess of a reasonable amount to any 
person acting as its agent. 





Sun Buys Western Union 
Spokane, Wash., Jan. 26.—The 


mystery over who was behind the 
A. M. Best Co. in the purchase of 
the Western Union Life of this city 
was cleared today when a local pa- 
per quoted R. L. Rutter, president 
of the Western Union Life; H. O. 
Leach of the Sun Life; and Com- 
missioner Fishback of Washington, 
confirming the sale of the company 
to the Sun Life. Eastern insurance 
men were very much interested in 
knowing who bought the Western 
Union Life as that company is doing 
business in New York State. 











James A. Beha, superintendent of in- 
surance of New York, came here twenty 
years ago from up-state, and got a job in 
a law office by inserting a want ad in 
the old New York “Herald.” 


Jesse E. White to Retire; 
Long An Insurance Man 


GREAT AMERICAN V.-P. SINCE 1915 





Was Active in Negotiations Leading to 
His Company’s Getting Control of 
Others; Man of Marked Ability 

Jesse E, White, one of the most high- 
ly respected and capable fire insurance 
executives in the country, will retire as 
vice-president of the Great American 
and affiliated companies on April 1, an 
announcement which came as a surprise 
to. all except Mr. White’s intimate 
friends. They have known for sometime 
that he desired to get out of the harness 
of routine executive work. His personal 
interests have also reached a point de- 
manding more time than his present du- 
ties will permit. He expects to travel 
considerably next summer, including a 
visit with his family to Alaska. 

Mr. White has been one of the busiest 
and most successful of the fire insurance 
executives. He represented the company 
in some of the most important mergers 
which the Great American negotiated 
and his duties covered a pretty wide 
range. He has been chairman of the 
executive committee of the Eastern 
Union and of the National Board’s arson 
committee. A Texas man, his first in- 
surance work was with the Western As- 
surance and British America in the 
Texas branch. From there he went with 
Trezevant & Cochrane for eight years 
and in 1904 was made assistant general 
agent of the Hartford Fire in Texas. 

In 1909 he became state agent for 
Texas of the Great American and was 
brought here as assistant secretary in 
1912. His early work as an underwriter 
laid the foundation for the fine reputa- 
tion he has built up in executive office. 
In 1915 he was elected vice-president of 
the Great Americzn. 

President Smith will return from the 
coast about April 1. 





Francis B. Patten, for many years as- 
sociate counsel of the John Hancock, a 
few days ago celebrated his seventieth 
birthday. It was fitting that President 
Crocker and other John Hancock officers 
should make Mr. Patten guest of honor 
at a luncheon given the latter in Boston. 
Mr. Patten’s careful and painstaking law 
research work is known throughout the 
insurance fraternity and that, coupled 
with his quaint and searching wit con- 
cealed beneath a quiet and unobtrusive 
surface, are outstanding characteristics 
which have helped him win so much re- 
spect and reputation in both the legal 
and insurance fraternity. 


Willard H. Cobb, formerly vice-presi- 
dent of the National Surety Co., who re- 
cently entered Wall Street, has been 
made vice-president and general field 
manager for the firm of J. A. Ritchie & 
Co., general investment brokers at 43 
Exchange Place, New York City. 
Ritchie & Co. maintain offices through- 
out New York and Pennsylvania and the 
eastern section of the country. They 
also handle securities abroad. 


William F. Brophy, assistant to the 
actuary of the Philadelphia Life, was 
tendered a dinner in honor of his twenty- 
five years of service last week. The af- 
fair was given by his associates in the 
home office. 

* *k x 


Edward G. Connelly, insurance editor 
of the New York “Herald Tribune,” is 
father of a daughter born last week. 

* 


E. C. Hoy, manager of the Newark 
Division of the Sun Life of Canada, has 
been elected a member of the Newark 
Chamber of Commerce. 

* ¢ -& 


Ogden H. Hammond, Ambassador to 
Spain, and formerly in the insurance 
business will sail for Europe on the S. S. 
“Leviathan” early in February. 











Reo meer mA 


The Human Side 





WILLIAM H. 


SARGEANT 


William H. Sargeant has been clected 
president of the Massachusetts Mutual, 
succeeding W. W. McClench, who be- 
comes chairman of the board. Henry 
Loeb and Bertrand J. Perry have been 
elected vice-presidents. Alexander. 
Maclean has been elected second vice- 
president and actuary; Joseph C. Behan, 
second vice-president in charge of agen- 
cies, and Osgood E. Fifield, second vice- 
president in charge of mortgage loans. 
Samual J. Johnson has been elected sec- 
retary and A. D. Shaw financial secre- 
tary. The following assistant secretaries 
were elected: Raymond D. Jewett, Al- 
bert E. Shaw, John T. Wells and Francis 
E. Emery. Wrayburn Denton has been 


made superintendent of agencies and 
William A. Rawlings superintendent oi 
loans. 


Mr. Sargeant is generally regarded as 
one of the best posted of the able life 
insurance executives and has been an im- 
portant figure in the company for years. 
A Springfield boy, he was sixteen years 
old when he went to work for the Mas- 
sachusetts Mutual. At first he was in 
the policy death claims department; 
then in the supply division, later becom- 
ing inspector of agency risks. His next 
promotion was when he was made as- 
sistant secretary. For four years he 
was secretary and in 1909 was elected 
vice-president. Mr. Loeb was formerly 
second vice-president; and Mr. Perry 
was formerly secretary. 

x x * 


Paul B. Sommers, vice-president of the 
American of Newark, accompanied by 
Mrs. Sommers, will Jeave on February 
5 for a combined business and vacation 
trip to the Pacific Coast. From Califor: 
nia they will proceed up the coast to 
Seattle, Wash., and then on to Spo- 
kane, Salt Lake Citv and Denver. It 
was in the Rocky Mountain territory 
that Mr. Sommers entered the insurance 
business as a special agent twenty vears 
ago. He will renew old time acquain- 
tances while in that territory. |‘rom 
Denver, he will go to the western office 
of the American at Rockford, Ill. and 
expects to return to Newark in tim. tor 
the fieldmen convention of the company. 





WANTS N. Y. MANAGERS’ ASS'N 


At the Managers’ School of the Lite 
Insurance Sales Research Bureau 0! 
Thursday afternoon Paul Wendt, ‘sso- 
ciate general agent here of the Equ able 
of Iowa, proposed the organization iM 
New York City of a managers’ and -en- 
eral agents’ association. His sugg: ton 
was that the idea for such an ass cla 
tion be presented to the Life Under yrit 
ers’ Association for consideration. 
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Career of A New Director of the 
National Surety 


I was considerably interested in read- 
ing that Charles S. McCain, who came 
to New York from Arkansas a few years 
ago to be vice-president of the National 
Park Bank, one of the leading banks in 
the city, and who a short time ago was 
made president of that bank, was elected 
a director of the National Surety Co. 
last week. Mr. McCain has had more 
experience in the insurance business than 
most bank presidents, having been an 
insurance man for more than seven 
years, and since coming to New York 
he has had pretty wide contacts with in- 
surance people. 

In Little Rock he was an intimate 
friend of Hugh D. Hart, now vice-presi- 
dent of the Penn Mutual Life, and at 
a luncheon given here to a number of 


insurance managers by Mr. Hart Mr. 
McCain was one of the-guests. He also 
has numerous insurance affiliations 


through the fact that a number of in- 
surance companies and insurance officers 
have accounts at the National Park 
Bank. 

Mr. McCain was one of those fortun- 
ate individuals who leaped into business 
and financial responsibilities successfully 
when a very young man. He was gradu- 
ated from Yale, and also attended a 
small college in South Carolina. From 
New Haven he went to live in an Ar- 
kansas country town where he organ- 
ized a bank. This bank had an insur- 
ance agency as an annex. 

\t that time there was a large lumber 
mill nearby which Mr. McCain decided 
to land for his bank agency. The prin- 
cipal competition he was up against was 
that of A. B. Banks, who ran the Home 
Fire and the Home Accident (which later 
became the Home Life & Accident), at 
Fordyce, Ark. Mr. Banks had many 
financial and lumber connections and al- 
most a monopoly on the important in- 
surance lumber business of the entire 
South. At the time McCain went after 
this business the big fire companies were 
out of Arkansas and it was not easy to 
get adequate fire insurance coverage. 
The lumber people told McCain he would 
have to furnish the entire line or lose 
it. He exhausted every resource, in- 
cluding a $2,500 authorization from Banks 
ou ihe risk, but he was still $12,500 short 

complete coverage. If he couldn’t 
eet that $12,500 the business would go 
to Banks. 

_\s a last resort and within 24 hours 
tine limit to complete the deal, Mr. Mc- 
Cam decided to visit Fordyce and see 
! he could induce Banks to make his 
lie $15,000 instead of $2,500. At the start 
banks offered to give McCain 5% com- 
Mission if he would turn over the line 
‘o him, but the young man—he was then 
‘wcnty-two—was adamant. It finally re- 
sulted in Banks writing $15,000 and the 


\ 


\icCain bank keeping the line. : 








As this was the first large lumber risk 
which Banks had lost, he was so im- 
pressed by his youthful competitor that 
he offered to take him into partnership. 
The offer was accepted and for seven 
years Mr. McCain was with the Home 
Fire of Arkansas and the Home Life 
& Accident. He also represented Mr. 
Banks at annual meetings of financial 
institutions in which the latter owned 
stock. Finally Mr. McCain left Fordyce 
to organize the Bankers Trust of Little 
Rock of which he became president. 


From there he came to New York to 
become vice-president of the National 


Park Bank. 

Mr. McCain of New York is a brother 
of W. Ross McCain of Hartford, who 
is secretary of the Aetna (Fire). 

* 


$300,000 Risk Nothing to This Agent 


Those who have been boosting the 
development of several of the main forms 
of itiland marine insurance in letters and 
pamphlets to local agents have witnessed 
a few quick returns from their efforts. 
The local agent for one company noti- 
fied the home office inland marine man- 
ager this week that he had bound the 
company for about $340,000. of fine arts 
insurance upon a valuable painting in a 
certain museum. Although the home of- 
fice accepted the risk, automatically re- 
insuring the greater part of it, the in- 
land marine manager received a mo- 
mentary shock at the confidence of the 
agent signing a binder without first offer- 
ing the risk to the home office for ac- 
ceptance or rejection. 


A Silly Attack on Julian S. Myrick 


In the current issue of “Harper’s 
Monthly” is an attack on executives of 
lawn tennis, including Julian S. Myrick, 
former president of the National Asso- 
ciation of Lawn Tennis and now chair- 
man of the Davis Cup Committee. Called 
“The Lawn Tennis Industry,” the gist 
of the article is that tennis executives 
and leaders are commercializing this 
popular sport. A bitter attack is made 
on Mr. Mvrick, including the silly state- 
ment that his activities in tennis, which 
have done so much to make the sport of 
tennis popular, have increased his per- 
sonal income $50,000 a year by reason of 
the publicity that went along with it. 

The writer of the article is John R. 
Tunis, a tennis newspaper reporter, who, 
being a newspaper man, naturally has a 
good opinion of what newspaper pub- 
licity will accomplish. But he is doing 
a great injustice to Mr. Myrick whose 
work for iawn tennis has been for love 
of the sport and not for what he could 
get out of it. He is a general agent 
for the Mutual Life and not a soliciting 
agent. 

“It is not denied that the great football 
players and other prominent figures in 





sport who have gone into insurance as 
brokers or agents naturally find their 
way paved to success by easy approaches 
and their popularity of course makes de- 
votees of their sport want to give them 
business. But in the case of a manager 
or general agent, such as Mr. Myrick, 
this is not true. He does not make his 
living by soliciting insurance but by 
managing an insurance office (Ives & 
Myrick, Mutual Life), and the publicity 
he has received has meant little dollars 
and cents value to his agency. In fact, 
he has had to go to so many tennis 
meetings, lunches, etc., that it has taken 
time which would have profited him more 
if he had devoted all his attention to 
insurance. 

Mr. Myrick also gets wide advertising 
as president of the National Association 
of Life Underwriters and as president of 
the New York State Life Underwriters’ 
Association, but that publicity has no 
dollars and cents value to him. He will 
find at the end of the year that he is 
out of pocket. The job of president was 
handed him unanimously by the National 
Association of Life Underwriters as he 
was not a candidate for it. He took the 
position with the understanding that he 
would not have to travel much. Former 
presidents of the National Association 


of Life Underwriters have found the 
job was an expensive one to them 
so far as their personal finances 


were concerned. The late Edward A. 
Woods and Orville Thorpe both spent 
more than $10,000 a year while on the 
job, and it is said that it cost George 
Alder the same amount. Lawrence 
Priddy temporarily lost his health while 
president of the National Association or 
immediately thereafter. 

The question might be asked why do 
men take such positions of honor? It 
is because they really have the best in- 
terests of their profession at heart and 
want to do their share. It is also be- 
cause there are some men who like as- 
sociation work just as there are others 
who get a kick out of playing bridge, or 
golf or billiards. 

* * 


Hearst, Insurance and Journalistic 


Snobbery 


The New York “American” insurance 
department is to make its appearance on 
January 31 and will be a Tuesday fea- 
ture of that publication. Incidentally, 
some important bunk is being printed in 
insurance papers in reference to this 
New York City venture of Hearst. For 
instance, one insurance paper says: 

“Generally speaking we should say that 
readers of the Hearst papers are not of 
the calibre that would care for the ‘regu- 
lar’ news of insurance. They probably 
constitute as a class less to the structure 
of insurance than any other class. The 
sensationalism that revels in crime, 
scandal and politics is not a soil upon 
which protective intelligence takes root. 
We should think that the Hearst experi- 
ment depends upon how interesting he 
makes insurance to those who care least 
about it.” 

Leaving out any comment on that 
nasty shot at politics, interest in which 
has not heretofore been regarded as a 
moronic sign, the Hearst papers are not 
so sensational as they once were, but 
even if their columns at the present time 
were as yellow as the Rio Grande River, 
constructive insurance news would purge 
them completely in that space assigned 
to insurance. That these articles are to 
be anything but yellow will be disclosed 
on January 31 when buyers of the New 
York “American” will have the privilege 
of reading articles by E. C. Stone. United 
States manager of the Employers’ Liabil- 
ity; Joseph H. Woodward, distinguished 
actuary; A. W. Whitney, manager of the 
National Bureau of Casualty & Surety 
Underwriters; and E. W. Dart, one of 
the most intelligent of New York City 
brokers. Public relations of the Nation- 


al. Board of Fire Underwriters will be 
discussed, along with other timely in- 
surance matters. 

Another author represented is John 


W. Longnecker, advertising manager of 
the Hartford. It is hoped that Mr. 
Longnecker’s article and the others men- 
tioned will not contaminate the Hearst 
readers. 

Mr. Stone will give his views of com- 
pulsory automobile insurance and the 
New York “American” is to be congratu- 
lated upon running them. Similar ar- 
ticles in the “World” and a few other 
papers I could mention would not do a 
bit of harm. 


Incidentally, the Hearst papers with 
their millions of circulation, include quite 
a respectable quota of insurance buyers. 
People on the subway have insurance 
needs of various kinds just as do those 
whose big cars roll up and down Park 
Avenue. And if some people went down 
in the Wall Street district and did not 
know in advance what morning papers 
are read there they would be surprised 
probably to note that the New York 
“American” has an extensive circulation 


among the bulls and bears. 
* * x 


Reading Sir Harry Lauder’s 
Autobiography 


A. Duncan Reid, president of the 
Globe Indemnity; Frederick Richardson, 
United States manager of the General 
Accident, and most of the top actuaries 
in life insurance, who learned golf in the 
Scottish rough, are reading Sir Harry 
Lauder’s memoirs in the “Saturday Eve- 
ning Post.” While interesting to non- 
Scots, they are a thousand times more 
so to the people familiar with the 
heather since boyhood. 


There is a lot in Harry Lauder’s life 
which insurance agents can read in the 
way of pomters. He started singing for 
amateur entertainments; then for small 
fees in the neighborhood of the coal 
mines where he was employed since boy- 
hood. Finally, he became a $25 a week 
performer in the music halls. He saw 
he would continue in that class unless 
he had a better type song to sing. It 
took about two years before he could 
find a first-rate song. When he made 
his initial appearance in England in 
Newcastle across the border he knew he 
would never get out of the small vaude- 
ville class unless he dropped a lot of his 
dialect, sang English so that the audience 
could understand him, at the same time 
keeping a certain Scotch flavor. He was 
an immediate success in England. He 
finally became a world personality by 
constantly improving himself by develop- 
ing his own talent. 

* * 


Boston Cut-Ups 


A Boston friend of mine tells me about 
a stunt that was successfully pulled off 
at the annual banquet of the New Eng- 
land Insurance Exchange recently. While 
Edward C. Stone, United States man- 
ager of the Employers’ Liability was giv- 
ing his address, one of the electric light 
bulbs in the chandelier overhead flick- 
ered and went out several times. 

After Mr. Stone had finished and just 
before introducing Charles C. Gilman, 
life insurance man, the toastmaster called 
attention to the annoyance caused by the 
defective bulb. The house electrician 
was sent for, with the result that Frank 
Cook of Boston, the Italian impersonator, 
appeared later. 

Setting up a tall step-ladder, Mr. Cook 
started to fix the light. When com- 
pleted he dropped a bulb on the floor 
and made more or less of a commotion. 
Mr. Gilman put on a show of resentment 
at being interrupted and made some dis- 
paraging remarks which apparently 
aroused the ire of the electrician, who 
sassed him back. 

Mr. Gilman appeared to be very much 
aroused and it looked for a time as 
though there would be serious trouble. 
A number of those present were 
strongly in favor of ejecting the elec- 
trician from the room. Finally peace was 
restored and Mr. Cook, disclosing his 
identity, gave a lively and entertaining 
impersonation. 
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E. U. A. Delays Jersey 
Commission Changes 


EFFECTIVE DATE NOW JUNE 1 





Also Postpones Until April 1 Commis- 
sion Changes in Several of the 
Excepted Cities 





Association 
at its general meeting in New York last 
Thursday yielded to the objections of 
agents in New Jersey and several of the 
excepted cities and delayed until June 


The Eastern Underwriters’ 


1 and April 1, respectively, the dates 
upon which the revised commission 
agreements are to go into effect. This 
extra time will give agents in the ex- 
cepted city areas of Baitimore, Phila- 
delphia, Pittsburgh and Boston oppor- 


tunity to adjust local board rules, con- 
tracts with solicitors and other matters 
in conjunction with the application of 
the new commissions. 

Following the E. U. A. meeting Man- 
ager Sumner Rhoades issued this re- 
view of what had occurred. 

“There were meetings today of the 
executive committee of the Eastern Un- 
derwriters’ Association and of the as- 
sociation itself. It will be remembered 
that late in the year the association, in 
pursuance of its long announced inten- 
tion, voted to make new commissions ap- 
plicable in those excepted cities and ter- 
ritories where no definite agreement had 
been reached with the local agents as of 
January 1. 

“Subsequent developments indicated 
that the changes in the commissions 
thus established were calculated to work 
undeserved hardship upon local agents in 


those communities inasmuch as under 
the conditions cited the agents could 
not change local brokerage rules or 


make new arrangements with solicitors 
nor avoid a loss upon the business of 
the first part of the year. Furthermore, 
in the absence of definite limitation of 
commissions allowable to non-policy- 
writing agents, the situation in many 
portions of the territory affected espe- 
cially in New Jersey, were such that it 
was impossible for the several terri- 
torial committees to arrange with the 
various local organizations for rules gov- 
erning such commissions mutually sat- 
isfactory to companies and agents. 

“Tt was, therefore, decided that for 
Baltimore, Philadelphia (including Phila- 
delphia suburban area), Boston and 
Pittsburgh (including the remainder of 
the territory of the Allegheny County 


3oard) the effective date of the new 
commission scales except contingents 
was postponed until April 1, 1928. The 


new 5% contingent formula immediately 
replaces all contingent contracts that ex- 
pire on or after January 1, 1928. 
“The entire new commission program, 
including contingents, for Camden, Es- 
sex, Hudson and the so-called ten north- 
ern counties of New Jersey, which con- 
sist of Bergen, Passaic, Morris, Union, 
Middlesex, Somerset, Hunterdon, War- 
ren, Sussex and Mercer, was suspended 
to a date not later than June 1, 1928.” 





LARGE NEWSPAPER AD 
A number of the leading agencies in 
Hartford bought a full page in the Hart- 


ford “Courant” last week on Insurance 
Day. A short insurance discussion was 
given, and.was signed by all the agen- 
cies. 





NEW SPECIAL AGENT 


J. L. Youmans has been appointe od spe- 
cial agent for E. V. Schultz & Co., in the 
middle department territory. Harry A. 
Marsh, who traveled in this territory, has 
resigned. 


Ramsey Act Changes 
Introduced In Jersey 


BILL IS BACKED BY AGENTS 





Ask for Elimination of Discrimination in 
Commissions; Local Agents to 
Meet in Trenton 


When the announcement 
that an effort would be made to either 
have the Ramsey Act repealed or an 
amendment passed to the Act, insurance 
officials throughout New Jersey took the 
matter lightly, and in some instances 
doubted that the agents would go that 
far. It was also stated in The Eastern 
Underwriter in a recent issue that if the 
agents failed in either case they would 
resort to the courts. 

Insurance circles were somewhat sur- 
prised when it became known that a 
drastic measure amending the Ramsey 
Act had been introduced in the New 
Jersey Senate on Wednesday of last 
week and referred to the committee on 
banking and insurance. 

The ve Act is the anti-discrimi- 
nation law of New Jersey applying to 
fire insurance rates. The proposed 
amendment would make it apply to com- 
missions also. The amendment prohibits 
discrimmation in the commissions to be 
paid agents in the state on risks of like 
hazard and provides that any company 
violating its provisions shall pay to all its 
other agents in the state for the year 
in which the violation occurred the high- 
est rate of commission paid to any agent. 

As the amendment reads, the giving of 
“any thing of value” to one agent which 
is not given to another would constitute 
discrimination. This would include writ- 
ing policies for one agent and not for 
another and, if enacted into law, would 
of necessity prevent the payment of the 
same commissions to non-policy-writing 
agents as to recording agents. 

State Association to Meet 

What is regarded as an important ges- 
ture, is the call for a meeting which has 
been arranged for by Harry J. God- 
shall, president of the New Jersey State 
Association of Fire Underwriters, which 
will be held next Wednesday at the 
Stacy-Trent hotel in Trenton for the 
purpose of “discussing the commission 
situation.” The State Association has a 
membership of over 400 members and as 
a rule does not take an active part in 
discussing questions affecting their 
members. 

Report Some Companies Against Cut 

It has been reported that a number 
of companies are against the proposal to 
reduce commissions and certain other 
changes. A survey made by a represen- 
tative of The Eastern Underwriter in 
and around the offices of the insurance 
companies in Newark, brought no com- 
ment from the officials of the companies, 





was made 


MISSOURI REHEARING DENIED 





U. S. Supreme Court Denies Petition of 
Companies to Come in Collectively 
on Fire Rates 

The United States Supreme Court at 
Washington on Monday of this week de- 
nied the petition for a rehearing of the 
Missouri fire insurance rate case. The 
appeal was filed by the Aetna (Fire) and 
the other companies which were litigants 
in the initial suit. The petition for a re- 
hearing was filed by Hicks & Folonie 
of Chicago, counsel for the companies, 
and stated that the Supreme Court had 
previously been in error in assuming that 
the experience of fire insurance compa- 
nies can best be judged by the examina- 
tion of individual units rather than by 
taking the companies collectively. 





MARKHAM ON FIRE RATES 

Regret that fire insurance rates have 
been made a political pawn in Missouri 
was expressed by George D. Markham, 
president of W. H. Markham & Co., gen- 
eral insurance agency, in an address be- 
fore a meeting of the Southern division 
of the Manufacturers’ Cost Association 
held at East St. Louis, Ill, on Janu- 
ary 20. 

“I place no blame, but I regret the 
fact that the local insurance agents of 
Missouri have not been consulted by the 
Missouri authorities and the insurance 
companies,’ Mr. Markham declared. 
“Sensible negotiation might have suf- 
ficed in place of fighting and financial 
bloodshed.” 





AGENTS’ MID-YEAR MEETING 

The National Association of Insurance 
Agents has selected Memphis, Tenn., as 
the place where the mid-year convention 
will be held during the week beginning 
Monday, March 12. The national execu- 
tive committee will meet on Monday, the 
state officers’ meeting and the get-to- 
gether dinner will be held on Tuesday 
and the general business sessions will 
come on Wednesday and Thursday, 
March 14 and 15. 





PITTSBURGH DINNER 
The annual dinner of the Insurance 
Club of Pittsburgh will be held on Janu- 
ary 30 at the Schenley Hotel. The guest 
of honor will be Col. Matthew H. Tag- 
gart, insurance commissioner. 





either one way or ree witees, when asked 
if they were against the “cut in commis- 
sions.” 

They stated that there “was nothing 
to say about the matter at this time” 
and would await developments. Another 
rumor has it that if the agents are de- 
feated in the Legislature they will obtain 
injunction after injunction in the courts, 
thus preventing the association from 
carrying out its purpose anl keep the 
matter in court for such a length of time 
that the latter will give up in disgust. 

The general impression .among the 
agents is that if one or two large com- 
panies withdrew from the association it 
would not be very long before others 
would follow. This move, they say, 
would sound the death knell of the East- 
ern Underwriters’ Association. 
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J. A. Kelsey, General Agent 





Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


UNITED STATES FIRE BRANCH: 80 JOHN STREET, NEW YORK 


George Z. Day, Ass’t General Agent 








ASSETS ° : ° 
PREMIUM RESERVE ° 
OTHER LIABILITIES . 
NET SURPLUS . : 


U. S.—Statement December 31, 1926 


° . : ° $8,132,324.02 
° . . . 1,981,557.73 
. . ° . 790,346.75 
. . ° ° 5,360,419.54 
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Bailey’s Commission 
Stand Widely Read 


ASKS FOR 10% DIFFERENTIAL 








Believes Full Time Local Agents Are 
Entitled to that Much More Than Is 
Given Nen-Policy Writing Agent 





Much attentioi® was directed in New 
York fire insurance circles this week to 
the letter issued a few days ago by 
President C. Weston Bailey of the 
\merican of Newark in which he ad- 
-ocated a substantial difference in the 
commissions paid to full time fire insur- 
nce local agents and to the non-policy 
yriting agents. He contends that the 
ull time, dependable agent is entitled to 
at least 10% more than is paid the non- 
»olicy agent, and his opinion is sustained 
by a large number of other fire insur- 
ance executives. 

When talk directed against the non- 
policy writing agent was at its height a 
few months ago the majority of those 
who opposed paying the non-policy writ- 
ing agents full commissions said that 
the differential between the two groups 
of agents should be 5 or 714%, this rep- 
resenting the amount the full time agent 
expends for the up-keep of a modern 
and efficient office. With President 
Bailey of the American, who is one of 
the veterans of fire underwriting, advo- 
cating 10% differential as necessary for 
the good of the business it is likely that 
some real progress toward the solution 
of this irritating problem will be made 
during 1928. The fact that an impor- 
tant leader in the business comes out 
for a definite differential is something 
upon which to hang intelligent discus- 
sion. 

Text of Bailey’s Letter 


In announcing the attitude of his 
company President Bailey said: ; 

“The publicity which has been given 
to divergent company views on the sub- 
ject of readjustment of commissions to 
brokers and agents impels us to declare 
this company’s attitude toward the much 
debated question, ‘What is the place of 
a non-policy writing. agent in our busi- 
ness?’ 

“We make this announcement to our 
own home state agency family only, and 
then with some reluctance, because this 
company is, and intends to remain, a 
loyal member of the Eastern Under- 
writers’ Association, and it is not our 
purpose to anticipate the settlement of 
any issue which is still pending before 
that body. 

“Neither the Eastern Underwriters’ 
Association, however, nor the American 
Insurance Co., in our judgment, can af- 
ford at a critical juncture, to let the im- 
pression go forth, as it seems to have 
done, that the question is as good as 
settled beforehand and will be deter- 
mined in a manner contrary to the in- 
terests and expressed wishes of our 
agents. 

“Admit the right of any man to en- 
age in our business as a part time or 
ull time non-policy writing agent; it 
loes not follow that the non-policy writ- 

* agent has a right to any particular 
cale of commission. He, equally with 
other classes of producers, must be con- 
tent with such rates of commission as 
fvirly recompense him for services to 
the business and the public, without de- 
] 
( 


Pate aye 


ving that even more indispensable 
rvant, the policy writing agent, of ade- 
ite support. 
‘We believe a 10% differential be- 
cen these two classes of agency is 
‘usolutely essential in the interest of 
public and for the welfare of the 
business. We invite and urge all who 
hare our faith in the soundness of the 
sition here taken, whether they be 
inpany officials or agents, to unite in 
rking for its adoption.” 


Agents Support Bailey’s Stand 

1 Wes. : 
ie outeian to the fight the agents in 
svainst a cuittitory are putting up 
i ~.theit commissions, 


agents of Essex and Hudson Counties 
are also planning a fight on the non- 
policy writing agent. The agents in 
these counties urge that each company 
doing business in the two counties be 
limited to four policywriting agents and 
that the non-policy writing agent be put 
into the brokers’ class. This proposition 
has been forwarded to the Eastern Un- 
derwriters’ Association by the Newark 
underwriters. 

This agreement, in the opinion of 
many of the Newark agents, would give 
all an even break. It is a well known 
fact that the non-policy writing agent 
has been the bugaboo in insurance cir- 
cles in New Jersey, and every member 
of the insurance fraternity feels that 
now is the time to clear up the trouble. 

T. C. Moffatt, in expressing his opin- 
ion on the matter, says that “the non- 
policy writing agent offers an unfair 
competition and should not be on a com- 
mission par with agencies which main- 
tain a staff of trained employes and ren- 
der a service to their insureds that the 
non-policy does not. 

“In addition to the office staff, compe- 
tent inspectors are in our employ for the 
purpose of endeavoring to improve the 
risks of our clients,” said Mr. Moffatt. 
“To do this is an expensive proposition 
and is only one of the many expenses in 
an insurance office that the non-policy 
writing agent has not got. There are 
more non-policy writing agents than one 
can imagine. Clerks in banks, real es- 
tate men, lawyers and many others too 
numerous to mention are in that class. 
They have no expense and are well paid 
for their business which they obtain.” 





ROACH TO LEAVE AETNA 





Ass’t Secretary Has Not Fully Regained 
Health Following Severe Accident; 
Showed Remarkable Courage 


William C. Roach, assistant secretary 
of the Aetna (Fire), who has been with 
the company for twenty years, is resign- 
ing. The directors of the company are 
accepting his resignation with deep re- 
gret and have voted to place him on the 
officers’ reserve force. Mr. Roach’s res- 
ignation is due to a severe injury which 
he received while deer hunting in Octo- 
ber, 1925. After displaying remarkable 
fortitude following the accident, Mr. 
Roach made a splendid recovery but has 
not fully regained his health. He has 
been back at his desk for some time. 

In announcing the resignation of Mr. 
Roach President Ralph B. Ives of the 
Aetna said: 

“The directors of the Aetna have 
therefore accepted his resignation with 
regret and in consideration of his long 
and faithful service have voted to place 
him on the official reserve force. He 
first served for many years as the com- 


pany’s representative in western New’ 


York and in 1923 was elected assistant 
secretary and called to the home office. 
“The very best wishes of the directors, 
his associate officers and the employes 
of the company heartily accompany the 
action of our board of directors.” 





D. W. PATTERSON DEAD 

David W. Patterson, a member of the 
Charleston, W. Va., local agency of Pat- 
terson, Crane & Bell, died Saturday at 
the age of sixty-nine years. He was one 
of the leading and most popular agents 
in West Virginia and an active member 
of the Masons. Another member of the 
same firm is Frank R. Bell, former presi- 
dent of the National Association of In- 
surance Agents. 





SPECIAL RISK MEN MEET 

At the annual meeting of the Special 
Risk Underwriters, held in New York 
last week, Thomas C. Myring of the At- 
las Assurance was elected president and 
J. C. Milliken, of the Continental was 
elected secretary-treasurer. The advis- 
ory committee consists of P. M. Brink, 
Westchester; H. O. Klein, New York 
Underwriters, and W. B. Burchell, Com- 
mercial Union. 
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OF 


STRENGTH 
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Three Great Companies 
Providing Strong 
and Dependable Insurance 
in Fire and Allied Lines 
and in Casualty and 


Surety Protection 
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Great Statement Made 
By the America Fore 


ASSETS REACH $161,442,000 
Gain of $21,461,955; Large Reserves for 
Market Fluctuation in Price 
of Securities 
None of the financial statements is 
awaited with more interest by the ex- 
ecutives of cther companies than that of 
the America Fore group, consisting of 
the American Eagle, the Continental, the 
Fidelity-Phenix and the First American, 
because Ernest Sturm, chairman of the 
board of those companies is regarded as 
having one of the best financial and in- 

surance heads in the country. 

The statements of the companies for 
1927 were made public on Friday morn- 
ing of last week, and it certainly was a 
remarkable showing as it included an 
increase of more than $21,000,000 in as- 
sets and more than $9,000,000 in net sur- 
plus for the group. 

Assets of Group 

The asset and liability statement of 
the four companies for 1927, compared 
to 1926, follow: 


was $27,188,109. Reserved for market 
fluctuations and securities, $5,000,000. 

The Fidelity-Phenix closed the year 
with $63,020,000 total assets of which 
$57,000,000 was bonds and stocks. Net 
surplus was $21,658,000. Reserved for 
market fluctuations and securities, $3,- 
500,000. 

The American Eagle closed the year 
with $13;356,000 total assets of which 
$11,528,000 were bonds and stocks. The 
net surplus was $3,806,000. 

The First American wound up the year 
1927 with $3,591,000 assets and $1,405,- 
635 net surplus. 

One question that is frequently asked 
The Eastern Underwriter is why insur- 
ance stocks have a market value so much 
higher than the total assets of some of 
the companies, for instance, the total 
assets of the Continental are $82,000,000 
and the market. value of the 1,500,000 
shares of the company is considerably in 
excess of that amount. 

It is not unusual fot such a situation 
to happen in big industry, because there 
are a number of intangible items which 
do not figure in financial statements. 
One of these, of course, is the item of 
good will. The good will of a company 





ASSETS 
Increase 
Tan. 1, 1928  ~=Jan. 1, 1927 or Decrease 
Bonds and Stocks in..c0cbs ccasevws ce $145,834,622.00 $122,781,996.00 $ 23,052,686.00+ 
eS ens ee 8 a eee 3,499,811.13 3,448,189.83 51,621.30+- 
Loans on bond and mortgage........ 22,500.00 53,200.00 30,700.00— 
Premiums in course of collection..... 6,963,545.82 6,187,986.50 775,559.32+ 
Interest and dividends accrued...... 1,341,431.50 1,066,738.02 274,693.48+ 
Cash on deposit and in office....... 3,780,073.16 6,441,978.23 2,661,905.07— 
TAS AT ASB ee a iveiwtewsseoes $161,442,043.61 $139,980,088.58 $ 21,461,955.03 


LIABILITIES 


Unearned premiums 


sipeeecn cheeses $ 56,539,385.26 


$55,245,234.13 $ 1,294,151.13 











Losses in process of adjustment..... 6,613,845.51 6,256,209.91 357,635.60 
PRN CRERER RMI G and slo es. cioe oS seers 2,695,514.09 1,753,562.07 941,952.02 
Res. for contingencies anddividends. 4,635,000.00 3,560,000.00 1,075,000.00 
Res. for market fluctuation in securities —9,300,000.00 5,800,000.00 3,500,000.00 
CRG RCRIIEDD «ied nse cede rancduienaauisions 27,000,000.00 22,000,000.00 5,000,000.00 
TOTAL AIASILIMES |... 3258 $106,783,744.86 $ 94,615,006.11 $ 12,168,738.75 
NET SURPLUS oicsnssnceccaoee $ 54,058,298.75 $ 45,365,082.47 $ 9,293,216.28 
$161,442,043.61 $139,980,088.58 $ 21,461,955.03 - 


Continental Comparisons 
Income account of the Continental for 
1927 compared to 1926-1925 is given here- 
with. 




















1927 1926 1925 1924 

Pe. ots ils ccacncnasercucente $25,851,705 $24,945,205 $26,477,558 $20,852,073 
Interest, dividends, rents............. 3,357,379 3,028,513 2,777,701 2,522,235 
Profit on sale securities (net)......... 996,846 637,900 1,704,679 953,670 
Incr. in adj. in book val. of stks. & bds. 5,536,949 823,907 4,470,620 3,591,454 

aptal WOOME sckise sda scuieeschseo ae $35,742,879 $29,435,525 $35,430,558 $27,919,432 
ERB oo sasc hack pokacs ewes Mesum 12,381,271 13,682,968 12,120,397 11,759,832 
ee ETL A ger rns rp ary Sarg 11,131,418 10,383,354 10,470,386 8,871,471 
UnGarn: prem. POG. 1NC....6 66.050 oes ess 40,985 466,054 4,788,622 413,917 
Special. reserve income..............- 2,200,000 265,000 SASSO  Sweeiecs « 

et SANS \cd cea sees eese eee $ 9,989,205 $ 4,638,149 $ 4,916,153 $ 6,874,212 
1 ie) RR eens roe ne ee eee ee 2,700,000 2,400,000 2,400,000 2,400,000 
oe en a eee ee BOUND. Sevcusc:  SiameRAn  Geaeewes 

Bais hi scisoalie eae ee iabee $ 2,289,205 $ 2,238,149 $ 2,516,153 $ 4,474,212 

Fidelity-Phenix Comparisons 

Income account of the Fidelity- Phenix 

for the three years is also given. :! 
1927 1926 1925 1924 

PRS 2S oc... oc Oo nts toa corer $21,760,362 $20,343,745 $20,581,148 $16,691,194 
Lbs ie Me ROIS: 5 55s wisaediee scales 2,635,695 2,236,567 2,050,802 1,843,074 
Prof; sale S@CUTITICS 6 ..0....60 50000000 949,781 374,003 1,502,742 659,053 
Incr. book val. of stks. & bds......... 4,656,658 1,271,142 3,452,364 2,938,235 

istah anos. bss shee an wees $29,702,496 $24,325,457 $27,587,056 $22,131,556 
EAMG © osc crc oc ows deaere ees oar 10,936,386 = 11,559,909 9,717,562 9,473,990 
ROMEBES cnc i5Sp tatoo ork eatennse se 9,270,806 8,564,954 8,509,568 7,339,173 
mbar, OPO. TES) BIC voce <n6icioica.s 954,398 394,422 3,742,538 436 
Special reserve income.............++ 1,300,000 190,000 2,600,000 60,000 

SES Se eee: $ 7,240,906 $ 3,616,172 $ 3,017,388 $ 5,257,957 
CORR TOIUEERUIGS 55 Sek eco ce ssh wasn ss 1,800,000 1,399,994 1,199,994 1,199,994 
RICE NOETNNG: oa sec banckbaconas® “Fee oinee ROOD a sewecaw | vases: 

PRIMED 22 ikon ane waie ies ane $ 5,440,906 $ 2,783,822 $ 1,817,394 $ 4,057,963 


Some Figures of the Four Companies 

The Continental closed the year with 
$81,467,000 of assets of which $74,187,- 
000 were bonds and stocks, market value 
at the end of the year. The net surplus 


such as the Continental amounts to mil- 
lions. Another point to consider is that 
of the safeguards which a great fire in. 
surance company throws about itself. In 


America Fore’s New 
Branch In Dallas, Tex. 


SEC’Y. O. F. GROVER IN CHARGE 





Home Office Service Will Be Rendered 
From That Point to Over 2,000 
Agents in Four States 





Due to the growth and splendid pros- 
pects for furthet development of the 
Southwest the America Fore group has 
decided to establish a home office branch 
at Dallas, Texas. To this Dallas branch 
will report some two thousand agents 
located in Louisiana, Arkansas, Missis- 
sippi and Texas. The branch will be 
under the full charge of Secretary O. F. 
Grover. 

This move has also been decided upon 
in order that the companies may better 
serve the community as well as its 
agents not only with the close contact, 
but with the closest possible service. To 
this office will the agents report and at 
this office will all its business in these 
states be underwritten. All losses will 
be reported to and settled from this of- 
fice thereby giving them the quickest 
possible attention. All accounts will be 
rendered there and all premiums for 
the district paid there. 

Mr. Grover is thoroughly qualified by 
long years of experience to supervise the 
business and interests of these great 
companies, not only as regards the in- 
terests and welfare of the companies but 
more particularly that of the agency 
force that will report to the Dallas office. 
His early insurance experience was with 
the Hartford Fire, having started with 
that company beginning as office boy 
and working up through the various de- 
partments. 

Seventeen Years With Group 


Having achieved success in handling 
the affairs of the American Eagle in the 
South he was, in January, 1916, ap- 
pointed agency superintendent of the 
Continental, taking charge of this com- 
pany’s interests embracing virtually the 
same territory. Subsequently in March, 
1918, he was made assistant secretary 
and then secretary of the Continental in 
October, 1918. In December, 1924, he 
was made secretary of the Fidelity-Phe- 
nix, and later when the First American 
was incorporated made secretary of that 
company. 








the case of the America Fore and some 
of the other groups there is the posses- 
sion of investments of the highest grade 
which are closely watched by able finan- 
ciers on the finance committees of the 
company. The America Fore has one 
of the best of these finance committee 
groups. 

The America Fore makes an analysis 
of its securities at least once a year, 
and in the case of the common stocks, 
more frequently. It has its own very effi- 
cient financial department. Assets are 
listed at low figures rather than high, 
while there is no skimping of liabilities. 
The whole story of the liability end ap- 
pears in the statement. All possible con- 
tingencie; are taken care of through re- 
serves. while the securities are largely 
diversified both as to percentage in va- 
rious industries and the proportion in 
bonds; and in. preferred and guaranteed 
stocks and common stocks. 

The companies are placed in a posi- 
tion of reaping the benefit of any fur- 
ther possible increase in market value 
of securities on any stocks, and, at the 
same time, keeping themselves ready in 
case. of unforeseen changes in. market 
conditions to purchase sound securities 
the outlook for which is encouraging. 

The total stocks and bonds. of the 
America Fore companies as of January 
1, 1928, market value was $145,834,682. 
The reserve to take care of market fluc- 
tuations of securities was $9,300,000; in 
other words, the équivalent of 64%. Of 
these securities 50% are in high class 
bonds, a large percentage being govern- 
ment, state, county and railway bonds. 











* 
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AUTRE KEEP 


A friend of mine who keeps a 
store has customers he claims, 
galore. But suddenly a fire 
came and wrecked his store 
His Fire 
Insurance Policy saved him 
from loss financially on all his 
stock and fixtures, too. But 
for a time he could not do a 
single thing. He had no store. 
He said, ’twould take a month 
or more to put his place in 
good repair. 


with angry flame. 


But even so he 
“My U. &@ 0.* 
Insurance will,” he said, “as- 


did not care. 


sure my income still.” Now 
stores like this are in your 
town, and fact’ries, too. Just 


look aroun’, a warehouse you 
may also see. The occupants 
of property of this sort all 
would like to know about the 
safety U. & O. Insurance gives 
them—tell them now. Explain 
to them the why and how. 
You'll find not only does it pay 
in premiums but some sweet 
day, these clients will want 
larger lines. And you will be 
first in their minds. 


*Use and Occupancy or 
Business Interruption In- 
surance—essential to the 
safe conduct of any busi- 
ness enterprise. 


Nhe 


New Brunswick. 
FIRE INSURANCE COMPANY 
5 Ma den Lane Ss 
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Complete. 
Protection 


mm one Policy! 
























That is the advantage of the ‘“Twelve- 
in-One” Automobile Insurance policy now 
issued jointly by the “America Fore’ Com- 
panies and the Fidelity and Casualty 
Company of New York through their Com- 
bined Automobile Departments. Every 
insurable hazard is included in this policy 
, — for which you have been waiting. 

; ee ess = . To ride in safety — to enjoy unrestrained 
J 8 : the owning and driving of a car, demands 
complete insurance protection. 


i ei 9 8s ra 





The ‘*Twelve-in-One’ Policy provides it! 


AMERICAN EAGLE FIDELITY-PHENIX 


Ohe GONTINENTAL FIRSTAMERICAN 
FIRE INSURANCE COMPANIES 
Eighty Maiden Lane, New York.NY. 


‘Thelidelity ana Casualty Ompany of YewYork 


92 LIBERTY ST. - NEW YORK, N. Y. 


COMBINED AUTOMOBILE DEPARTMENTS 


NEW YORK- CHICAGO - SAN FRANCISCO 
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New Auto Certificates 
Now Being Distributed 


CALLED BIG AID FOR AGENTS 





National Association Firmly Convinced 
Plan Will Be Greatest Offset to 
Automobile Clubs 





The National Association of Insurance 
Agents this week started the. distribu- 
tion of the standard automobile identi- 
fication certificates whose advent has 
been preceded by considerable publicity. 

The certificate, attractively engraved 
and in a form that permits it, when 
folded, to slide readily into a_ wallet, 
shows the name of the assured and the 
kind of insurance he carries on his car. 
It requests any other member of the 
association in any other city on whom 
the assured may call to render any as- 
sistance that may be necessary. 

“The possibilities for members of the 
National Association who use this cer- 
tificate are limited only by the use they 
make of it,” says Secretary Bennett. 

“We regard it as among the finest 
services which has yet been made avail- 
cble to them. We urge our membership 
to take full advantage of the exclusive 
service provided. One important feature 
to remember is that the certificates will 
not be available to non-members. There- 
fore your. ability to provide your as- 
sureds with this valuable aid places an 
additional stamp of reliability and de- 
pendability upon you as a member of 
your trade association.” 

Automobile clubs are meddling with in- 
surance, usually providing their mem- 
bers with some form of assessment cover, 
while but a fraction of the cars on the 
roads are insured. To remedy these 
situations a member of the National As- 
sociation proposed the issuance of a 
standard certificate by the members. 

[t may be asked, and with justice, how 
these two problems will be helped by‘the 
identification certificate plan. The an- 
swer is: the service which the automobile 
owner is going to receive, when the plan 
is in practical operation, should be so 
superior to any he has ever experienced 
in connection with automobile insurance 
that he will not want to cotinue his as- 
sessment insurance while, if he is un- 
insured, the presentation of the advan- 
tages to be derived from the use of the 
certificate will cause him generally to de- 
sire the service of a member. 

It is important to indicate what that 
service is. The assured will be given an 
engraved certificate which will be easy 
to carry in his wallet. He will be in- 
structed to have it handy whenever he 
is traveling by automobile, and to pre- 
sent it, as the certificate itself directs, 
to any member of the National Associa- 
tion of Insurance Agents, should he 
have need of an insurance man’s service. 

The possibilities are several: the as- 
sured’s car may have been burned and 
slightly damaged or entirely ruined; it 
may have been stolen; he may have hit 
something or somebody; or he may have 
been in a collision; and he may or may 
not be at liberty in a strange place 
among strangers. He may be calm or 
distracted, in face of a misfortune of 
varying degree. It is this factor, giving 
the agent’s service the character almost 
of a rescue that makes it so valuable. 
That is the reason why an assured, once 
he has been the beneficiary in such an 
instance, will become an_ enthusiastic 
salesman for the certificate and the mem- 
bers of the National Association who 
provide it. 

It may now be asked, “How 
assured know where to find an 
tion member?” It is easy to find an 
insurance agency by reference to the 
telephone book or by asking someone 
and a call in person or on the telephone 
will bring the necessary information in 
a few moments’ time. Once in the hands 
of a member, the assured will receive 
the guidance he needs. The certificate, 
in addition to asking the member to 
whom it is presented, to render any as- 


will an 
associa- 


sistance which he can, is empowered to 
telegraph the issuing agent, collect, for 
any particulars about the insurance which 
the agent may require. This will often 
be necessary, since the certificate carries 
only information concerning the kind of 
insurance carried and the names of the 
companies. 





Promotion Supervision 
(Continued from page 1) 


ganizers that for their expenses they 
may use 10% only of funds actually re- 
ceived in the form of cash, and not 
10% of amounts bought and paid in 
large part in the form of notes. In other 
words, if a purchaser subscribes for $2,- 
000 of stock in a new company and pays 
down $500 in cash promising to pay the 
remaining $1,500 within a certain period 
the organizers are permitted to use for 
development purposes $50 which repre- 
sents 10% of the $500. Thus in the 
event of dissolution because of inability 
to dispose of the required amount of 
stock the organizers are still in a po- 
sition to return the necessary 90% of the 
funds taken in. 

Another safeguard recently adopted is 
that all funds collected in connection 
with the promoting of new fire compa- 


nies, after deducting the legal amount 
for expenses, must be deposited with a 
reputable trust company in New York 
state. This assures protection for those 
who have risked their capital. The funds 
placed in trust are kept there until the 
company is in a position to start under- 
writing and then turned over to the 
company officers for their administration. 
If the company fails to get started the 
Insurance Department supervises the re- 
distribution of these trust funds to the 
original purchasers. 





HEADS PHILA. SOCIETY 
The Insurance Society of Philadelphia 
at its annual meeting last Friday re- 
elected as president J. Sanderson Trump, 
secretary of the Philadelphia Fire Un- 
derwriters’ Association. Dodd Bryan, 
manager of the bonding department of 
the Indemnity Company of North Am- 

erica, was elected vice-president. 





HORAN GOES TO CHICAGO 

William J. Horan, who has been super- 
intendent of the loss department of the 
Northern Assurance since last March 
when the Western department of the 
company was brought to New York, has 
resigned to return to Chicago where he 
will take charge of the loss department 
of the Trans-Continental. 


SCHOOL FIRE WARNINGS 

Cravens, Dargan & Co. of Housto:: 
Tex, state managers for several fir 
insurance companies, have sent out le: 
ters to trustees of each of the 2,10) 
schools the agency has upon its book 
and to each of its local agents advisin 
that special precautions be taken agains 
school fires. The agency contends tha 
too many schools are burning in Tex: 
and that most of these fires are prevent 
able. The letter also points out that 
continuance of such fires will militat 
against any reduction of school insu 
ance rates. 





CANADIAN MEETINGS 

The annual meetings of the Hail As 
sociation and of the Canadian Automo 
bile Underwriters’ Association will b. 
held in Mentreal next week. The Que 
bec Pond of the Blue Goose: will hold 
a dinner on the evening of January 3() 
at the Queen’s Hotel in Montreal. 





FIELDMEN MEET MARCH 26-28 

The convention of the fieldmen of the 
American of Newark will be held at the 
home office of the company from March 
20 to 28. The convention will close with 
a banquet at which a number of novel- 
ties will be introduced. 




















regular lines. 


Forget it! 


faster talker. 


Clean deck! 





things in your business. 
ness to come to you. 


Clean deck on that, too. 


ninety and nine wait for you. 


mail solicitation according to your needs. 
agents with suggestions. 





‘She FRANKLIN FIRE INSURANCE COMPANY 





CLEAN DECK 
FOR 1928 











There’s nothing like the new year for cleaning deck of all the undesirable 
For instance, there is that old idea of waiting for busi- 


Nothing to it! Clean it out! 


OF PHILADELPHIA 


ORGANIZED APRIL 1829 


CASH CAPITAL $1,000,000 





Then, there’s the theory that the specials are not profitable enough to push. 
Many a special line has led to a large policy in the 
And in the aggregate, specials amount to money. 


Just a third instance is the attempted coverage of all prospects in person. 
Get after the ones you can visit by all means, but don’t let the other 
Your competitor may have a speedier car or be a 
So get after them with advertising. Use newspapers or direct- 
The Franklin Fire will gladly help its 


Get rid of the theories and practices that may be holding you 
back and get after business in 1928 as you never did before. how 
promise of being a prosperous year if ever there was one and the prosperity is 
there for the man who cleans deck now and goes for it. 


For 1928 shows 


The Franklin Fire offers to agents a wide range of 
insurance covers. Well qualified agents in territories 
where this Company is not already represented, are 
invited to investigate the advantages offered by this 
old established Company. 
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Making Service Mean Something 


You can shout “Service” like a newsboy ballyhooing an extra, but if you 
don’t back it up by action it’s a hollow cry. 

We give our agents actual, tangible, helpful service. Part of it is our company 
magazine, The ACCELERATOR. This magazine, packed with information, 
sales-helps, constructive criticism, new ideas, and other interesting wallops 
pertaining to insurance, goes to our agents every month. 

Another part of our backed-up service is our Advertising Department itself. 
The details of our agents’ advertising, if they desire, are taken care of by this 
department. We handle these details with all the thought and experience that 
would be accorded a national account in an advertising agency. Our Adver- 
tising Department is ready, on request, to supply copy for newspaper advertise- 
ments, circulars, booklets, sales letters and even speeches. It enables our agents 
to build up their business through the medium of advertising and advanced 
sales methods and frees them from the trouble, time, and expense that are in- 
volved if agents give their own time to this work. 

Wouldn’t you like to see some specimens of this special work of our Adver- 


tising Department? And wouldn’t you like to have us mail you a copy of The 


ACCELERATOR? 


BOSTON INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 
87 KILBY STREET, BOSTON, MASSACHUSETTS 
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E. W. West To Retire 
As Glens Falls Head 


OVER 55 YEARS WITH COMPANY 


Will Step Out as Pending at End of 
This Year; Long and Constructive 
Career 


Egbert Watson West, president of the 
Glens Falls since 1920 and a veteran New 
York State fire insurance underwriter 
and company executive, announced late 
last week at a dinner of employes of the 
company at Glens Falls that he will re- 
tire from active duty at the end of 1928. 
This will terminate a career of service 
with one company lasting for over fifty- 
five years, for Mr. West entered the em- 
plov of the Glens Falls as an office boy 
in September, 1873, and in September of 
this year will complete fifty-five years 
with the Glens Falls. 

Admittedly a Magnificent Record 

President West’s decision is being met 
with widespread expressions of regret. 
He is an outstanding figure in the fire 
insurance world and is well known for 
his originality, vision and progressive 
ideas. Although the Glens Falls is lo- 
cated in a small city in the northern 
part of New York State the company is 
large and has favorable contacts in all 
parts of the country. This is in large 
measure due to the spirit of progressive- 
ness shown by President West. At the 
close of 1926 the Glens Falls had assets 
of over $16,000,000, a paid up capital of 
$2,500,000 and a net surplus of over 
$3,600,000. It has shown steady and ex- 
cellent progress under the guidance of 
its present chief executive. 

In 1924 the Glens Falls increased its 
capital from $1,000,000 to $2,500,000 and 
at the same time cemented more firmly 
the relationships with agents and em- 
ployes by allowing them to share in the 
prosperity of the company through stock 
ownership. A large part of the new 
stock provided for by the increase in 
1924 was bought by the agents and Home 
office employes. 

Far-Sighted Publicity 

President West has taken a far-sight- 
ed view of company publicity and as a 
consequence the Glens Falls is one of 
the best advertised fire insurance com- 
panies in the business. Not only does 
this publicity emphasize the good fea- 
tures of Glens Falls contracts but it gives 
valuable information on general business 
conditions, aims to educate local agents 
in many fire insurance side lines and tells 
how many local agents have improved 
their positions through advertising and 
unique services to assureds, The Glens 
Falls has gone into movies with its pub- 
licity activities and has furnished several 
films to local agents for their use. It 
likewise conducted in 1924 a nation-wide 
fire prevention slogan contest which 
aroused interest from coast to coast. 

Five years ago the Glens Falls under- 
took a program of expansion through ac- 
quisition of the Commerce of Albany, 
a fire company. Last summer the Glens 
Falls Indemnity was formed giving the 
group an entry into the casualty and 
surety business also. 

President West has spent his whole 
life in Glens Falls, N. Y. He was born 
there in 1863 and at ten years of age 
joined the Glens Falls Insurance Co. as 
an office boy. Later he was special agent 
in New York State and in the Middle 
Department before coming back to the 
home office as an executive officer. He 
worked his way up through the differ- 
ent executive positions until in 1920 he 
was elected president. When he leaves 
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past performance, progres- 
sive management, and dem- 
onstrated service are 


factors which commend the 
NORWICH UNION to suc- 
cessful agents. 
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Marshall To Retire 
From Fireman’s Fun: 


FOLLOWS PHYSICIAN’S ORDE? 





Vice-President at San Francisco ; 
Regarded as One of Outstanding 
Figures in Fire Underwriting 





John Marshall, Jr., vice-president 
the Firemen’s Fund since 1919 and ofte» 
spoken of as the logical successor 
President J. B. Levison, will announ: 
his retirement from the company and 
also from the vice-presidency of the 
Home Fire & Marine at a meeting of 
the boards of directors of both comps 
nies in San Francisco early next month 
Mr. Marshall’s decision comes as a dis- 
tinct and unwelcome surprise to the fire 
insurance fraternity, and is occasioned 
by the fact that his physician has ad- 
vised him to discontinue active duties in 
order to regain his full health. Mr. 
Marshall has been ailing for several 
months and it was intimated that he 
might retire but few believed the rumor. 

Mr. Marshall is leaving the Fireman's 
Fund after he has completed more than 
forty years of active service in fire in- 
surance. Most of his time has been 
spent either on the Pacific Coast or in 
Chicago, but he has also held office in 
New York. His intelligence, ability and 
general outstanding personality are rec- 
ognized in whatever insurance circles he 
has moved and he has played one of the 
most constructive roles in the develop- 
ment of fire underwriting in the ‘Middle 
West and Far West. He has been an 
officer of several of the leading fire un- 
derwriting organizations. 

Born in Scotland 

Born in Glasgow, Scotland, Mr. Mar- 
shall came to this country as a youth and 
settled on the Pacific Coast in San 
Francisco. He entered insurance at the 
age of sixteen years, joining a group of 
British companies. In 1888 he was made 
a field man for the Queen, Royal Ex- 
change and Connecticut Fire for Pacific 
Coast territory. Mr. Marshall was placed 
in charge of the Western department at 
Chicago of the Royal Exchange in 1896, 
and four years afterwards was_ trans- 
ferred to New York as assistant man- 
ager of the company. 

The East saw little of Mr. Marshall. 
Soon after coming here in 1900 he be- 
came a member of the firm of Marshall 
& McElhone of Chicago, who were ap- 
pointed managers of the Western de- 
partment of the Fireman’s Fund. In 
1914 he became sole manager of the 
company’s Western department and in 
1919 was elected vice-president not only 
of the Fireman’s Fund but also of its 
running mate, the Home Fire & Marine. 
At that time he returned to San Fran- 
cisco. He has remained in that city un- 
til the present except for frequent visits 
to this part of the country. 

In addition to his company connec- 
tions Mr. Marshall in 1908 was president 
of the Fire Underwriters’ Association of 
the Northwest, secretary of the Western 


“ Union from 1902-1909, vice-president, 


1913-1915, and president from 1916 to 
1918. In 1924 he was elected president 
of the Board of Directors of the Pacific. 








that office on December 31 of this year 
he will take with him the universal re- 
spect and good wishes of all these in th 
fire insurance fraternity. 


Feitelberg & Golombik Agency, Inc., 
Mount Vernon, N. Y., to deal in insur- 
ance, has been chartered at Albany with 
$25,000 capital. Adolph S. Feitelber: 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 





NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President and Secretary WELLS T. BASSETT, Vice-President and Secretary 
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ORGANIZED 1866 
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ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO., OF PITTSBURGH, PA. 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO., OF MILWAUKEE, WIS. 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE €0., OF CONCORD, N. H. 


HOME OFFICES 
NEWARK, NEW JERSEY 
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Virginia Legislature 
Asked To Cut Rates 


COMPANY’S ASS’NS. ARE SCORED 





Commission Would Abolish Button’s 
Position and Substitute Board of 
Three; Summary of Report 





Colonel Joseph Button, veteran insur- 
ance commissioner of Virginia, for years 
secretary of the National Convention of 
Insurance Commissioners, and one of the 
best known and most admired Southern 
gentlemen, is threatened with expulsion 
by the Virginia commission which has 
been investigating fire insurance condi- 
tions and has now made its report to the 
legislature. This commission advocates 
the abolition of the position of Virginia 
insurance commissioner and the substi- 
tution therefor of a board of three mem- 
bers to administer the insurance laws. 
However, it is most unlikely that the 
present session of the Virginia legisla- 
ture will adopt these recommendations 
and those who follow the commission- 
ers’ conventions will probably go on 
hearing Colonel Button calling the roll 
in that soft Southern accent of his. 

Other radical recommendations seck 
to place the entire control of Virginia 
fire insurance rates tinder the State Cor- 
poration Commission and to remove the 
fire insurance rate increases of 1926 
which are now in effect. 

Some of the indictments brought 
against the fire insurance companies are 
summarized by the commission as fol- 
lows: 

Rate Formula Is Condemned 


“That the fire insurance companies are 
making large profits and are declaring 
large dividends; that their method of es- 
timating operating profit or loss for rate- 
making purposes is fallacious; that the 
Bureau of Insurance has not kept the 
files of all the insurance rates in Vir- 
ginia, thus making it difficult for the 
public to secure information; that the 
State of Virginia in fire insurance rates 
is at the mercy of the South-Eastern 
Underwriters’ Association; that the Vir- 
ginia Inspection and Rating Bureau is 
under the control of the South-Eastern 
Underwriters’ Association and has no au- 
thority other than to apply the schedule 
rates. 

“That neither the South-Eastern Un- 
derwriters’ Association nor the Virginia 
Inspection and Rating Bureau has ever 
filed with the Bureau of Insurance the 
final and ultimate rates prevailing in Vir- 
ginia; that the average rate of premium 
paid in Virginia is $1.12; the average in 
the United States is 93c; that the burn- 
ing ratio in Virginia is 49% and the av- 
erage for the United States is 52.8%; 
that on many property classifications 
there is great discrimination against the 
citizens of Virginia in favor of the citi- 
zens of other States. 

“That the citizens of Virginia are dis- 
criminated against compared with the 
citizens of many other States in refer- 
ence to the three-fourths value clause 
and the co-insurance clause; that there 
is tremendous discrimination between 
certain ‘zones’ of the State, and these 
discriminations cannot be justified by 
‘experience,’ because the experience of 
the companies is not kept by ‘zones’; 
that the statutes designed to regulate and 
control fire insurance in Virginia are 
vague, indefinite and inadequate; that 
by certain rules adopted by the Virginia 
Inspection and Rating Bureau mutual 
companies are not admitted to the bu- 
reau, contrary, as we think, to the in- 
tent of the General Assembly of 1920. 

“That, contrary to the intent of the 
General Assembly, as we believe, the 
South-Eastern Underwriters’ Association 
is constantly changing the schedule rates 
without first having secured the permis- 
sion of the Commissioner of Insurance; 
that the South-Eastern Underwriters’ 
Association and the Virginia Inspection 
and Rating Bureau have by their thor- 
ough system of inspection secured bet- 


ter construction, better wiring and bet- 
ter protection, thus greatly reducing fire 
risks in Virginia.” 

Bills Now Being Introduced 

_Bills are being introduced in the Vir- 
ginia general assembly embodying rec- 
ommendations contained in the report 
of the legislative rate-probing commis- 
sion. 

The recommendations are as follows: 

1—That the general assembly enact 
laws looking to a comprehensive and ef- 
fectual control of the fire insurance busi- 
ness in the State on a basis adequately 
protecting Virginia policy holders against 
excessive rates and unjust discrimina- 
tions, and at the same time affording the 
msurance companies adequate compen- 
sation. 

2—That since the State corporation 
commission, a constitutional body, rep- 
resents the State in dealing with cor- 
porations, and has the right to fix or 
approve the rates of railroads and other 
public utilities it seems logical to place 
the control of the fire insurance busi- 
ness in the state in the hands of this 
commission, 

3—That if it does not seem feasible 
to give the control to the corporation 
commission a board of three commission- 
ers devoting their entire time’ shall be 
set up on somewhat the same basis as 
the board of fire insurance commission-: 
ers of Louisiana. 

4—That to the commission having au- 
thortiy to control insurance matters 
there shall be delegated the power: 

(a) To investigate and study the prob- 
lems of fire, liability, casualty and auto- 
mobile insurance, and the question of 
surety bonds and rates, and to make 
recommendations to the general assembly 
with reference thereto. 

(b) To have an absolute authority to 
fix or approve all fire insurance rates 
in Virginia, both base rates and final 
or ultimate rates. 

(c) To fix qualifications for agents and 
to license them. 

5—That a new inspection and rating 
bureau be set up under the direct con- 
trol and supervision of the constituent 
insurance authority of the State, the ex- 
pense of which bureau shall be paid for 
by the insurance company members 
thereof: that this bureau shall have no 
connection with the South-Eastern Un- 
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derwriters Association but shall be 
amenable directly to the authority of the 
constituent insurance authority; that not 
only stock companies but mutuals and 
reciprocals shall be entitled to member- 
ship therein, provided they comply with 
the conditions and regulations that shall 
be prescribed by the constituent insur- 
ance authority of the State, and that all 
companies licensed toe do business in 
Virginia shall be members of this bureau. 
6—That the State shall be organized 
as a unit for rate making purposes and 
that as far as possible the rates prevail- 
ing on the Eastern Shore and in the 
Valley of Virginia shall be taken as a 
basis. 
7—That in fixing rates in Virginia the 
constituent insurance authority be re- 
quired to allow the companies not more 
than an actual reasonable profit as a 
whole, and that the law be amended so 
that the technical term “underwriting 
profit or loss” shall be climinated. 
&8—That the brokerage fee of $100 on 
non-resident brokers be reduced to $10. 
9—That the law be amended so as to 
require a deposit from non-resident com- 
panies only when it is necessary in the 
discretion of the constituent insurance 
authority for the protection and interests 
of the citizens of Virginia. 





HEADS FARM ASSOCIATION 

The Farm Insurance Association met 
this week in Chicago and elected I. D. 
Goss, joint manager of the Western farm 
department of the America Fore Group, 
president to. succeed C. N. Gorham, 
whose term has expired. E. T. Tanner, 
executive assistant of the Western de- 
partment of the American of Newark, 
was elected vice-president and E. B. 
Hatch continues as secretary-treasurer. 





MIDDLE DEP’T MEETS 

The Underwriters’ Association of the 
Middle Department held its annual mect- 
ing last week at Philadelphia and elect- 
ed Paul J. Mullen of the Phoenix of 
London president. J. N. Dixon of the 
Newark Fire was elected vice-president. 
By a vote of 130 to 57 a proposed amend- 
ment to change the number of gencral 
meetings from four each year to two 
was defeated. 





The librarians of the several insurance 
organization and company libraries in 
New York City have started a series of 
luncheon meetings at which library prob- 
lems are talked over. Miss Flagg of the 
Metropolitan Life is chairman of the 
New York City group of insurance li- 
brarians. 
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T. E. Braniff Heads 
Company Backed By 
Oklahoma Capital 


COMPANY NEEDED, HE SAYS 





Fire and Casualty General Agent 
Elected President of New 
Prudential Fire 


Thomas E. Braniff, president of the 
T. E. Branitf Co., who are general agents 
for a long string of fire and casualty 
companies, is president of a new fire 
company which has been chartered by 
Oklahoma and the organization of which 
was undertaken by Mr. Braniff at the 
instigation of the president of the Okla- 
homa City Chamber of Commerce, Ed. 
Overholser, and is backed by a number 
of wealthy and influential people in the 
community. It will be called the Pru- 
dential Fire Insurance Co. Capital stock 
will be $500,000; surplus, $500,000. 

Mr. Overholser is one of the vice- 
presidents. He is a pioneer citizen of 
Oklahoma City, a substantial property 
owner and for six years has headed the 
Chamber of Commerce there. The oth- 
er vice-president, G. A. Nichols, is the 
largest builder of fine homes in_ the 
Southwest, his operations having built 
more than 3,000 homes. E. E. Doggett, 
secretary, is superintendent of agents for 
the T. E. Broniff Co. and G. Tom Beaver, 
treasurer, is chief accountant of the same 
company. Frank Buttram and W. R. 
Ramsey, also in the organization, are 
very wealthy oil men. 

Mr. Braniff says that it is the inten- 
tion to operate the company out of the 
T. E. Braniff Co.’s office alongside of the 
other companies now operated by the 
office on a general agency basis. Those 
companies are the Insurance Company 
of the State of Pennsylvania, Concordia 
Fire, Netherlands Fire, National-Ben 
Franklin, Superior, United States M. & 
S. Insurance Co., Maryland Casualty, 
Fidelity & Deposit, United States Fire, 
Lumbermen, Potomac and Independence 
Fire. 

Mr. Braniff said to The Eastern Un- 
derwriter: “I have felt for some time 
that Oklahoma should have a first-class 
fire insurance company and that our of- 
fice was the logical one to sponsor it. 
The company in the beginning will con- 
fine its operations to Oklahoma and 
branch out into additional territory as 
conditions warrant.” 

Mr. Braniff is also president of the 
sraniff Investment Co. and Provident 
j3ond & Mortgage Co. 





WOULD START STATE FUND 


A bill has been introduced in the Vir- 
ginia legislature providing that the state 
carry its own insurance on its public 
buildings. It calls for an appropriation 
of $200,000 for the next two years to 
go tow7rd the creation of a state fund 
of a million dollars. Policies already in 
force would not be affected if the bill 
becomes a law, but upon their expira- 
tion they would be dropped. The fund 
would be administered under supervision 
of the commissioner of insurance, ?c- 
cording to provisions of the bill. The 
state is now paying approximately $65,- 
000 a year in premiums for insurance on 
its buildings. 





GREENSBORO AGENTS MEET 

The Greensboro, N. C., Insurance Ex- 
change has elected Albert Stevens presi- 
dent, E. J. Carpenter vice-president, and 


Henry Maclin secretary and treasurer. 
W. B. Merrimon and Charles W. Lewis, 
retiring president and secretary-treas- 


urer, reported on the work accomplished 
during 1927. 





Insurance is one thing that should 
never be merchandised on a dollar-down 
-dollar-a-week credit plan—The Hart- 
ford Agent. 
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GOES WITH NAT. GUARANTY 





C. A. Baldwin, Formerly Covered Long 
Island Territory for Firemen’s 
Insurance Co. of Newark 
C. A. Baldwin, who has been special 
agent of the Firemen’s in Long Island 
territory, has been appointed executive 
special agent of the National Guaranty 
Fire, with headquarters in Newark. His 
territory will cover all of Pennsylvania, 
District of Columbia, Maryland and part 
of New Jersey. He will also be a rep- 
resentative of the Independent Bonding 
Co., which is controlled by the National 

Guaranty. 





SIGN AGENTS’ AGREEMENT 

The Retailers Fire of Oklahoma; Co- 
lumbus Fire of Columbus, O.; Missis- 
sippi Fire and Western of Kansas are 
companies which have recently signed 
the National Association of Insurance 
Agents’ agreement relative to bank agen- 
cies and other matters. 


IRVINGTON, N. J.. LOSSES DROP 

The fire loss of Irvington, N. J., for 
1927 was only $49,107, or less than one- 
fourth the amount of the previous year, 
which totaled about $185,000. The enor- 
mous drop in the fire loss is attributed 
to the increased efficiency of the fire 
department. While the fire loss is much 
lower than last year, it is considerably 
higher than for 1925, which was a little 
over $37,000. General carelessness caused 
twenty-six fires, and twenty-three fires 
were caused by careless smokers. 





TO HAVE PAID FIRE DEP’T 

With a view of reducing fire insurance 
ratcs in Matawan, N. J., the Borough 
Council of that town at a meeting last 
week decided to purchase the entire 
equipment of the Volunteer Fire Depart- 
ment. In addition, new fire equipment 
will be added and a paid-fire depart- 
ment will be ushered in as soon as the 
department can be organized. 
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Newark’s 1927 Fire 
Losses Drop $1,000,000 


DOWNWARD TREND SINCE i925 





Underwriters’ Protective Ass’n. Figures 
Show Campaign of Fire Prevention 
Is Bearing Fruit 





The prediction of Fire Commissioner 
Charles H. Kenlan of Newark the lat- 
ter part of December that the fire losses 
for that city for 1927 would be below 
a million, has been somewhat upset by 
figures of the Underwriters’ Protective 
Association which were made public this 
week. 

According to the figures given out by 
the association, the total estimated losses 
are $1,121,054, showing a decrease of 
more than a ‘million over that of 1926, 
when the losses were reported as being 
$2,235,566. 

That there has been a downward 
trend in fire losses is clearly shown in 
the figures for 1925 which totaled $3,300,- 
311, nearly three times the total loss of 
the year just closed. 

The losses for each month of the years 
1926 and 1927 are shown in the follow- 
ine tables: 


1926 

OMAR” 25 ie. cias'einints 4 aicierare eels $ 306,137 
| err re 206,533 
PEEP CCEC EPO cere rere 339,844 
7 CTT ee ne ae 216,945 
ME Iuiv nds wsnkaekeconenenems 153,918 
BN a6. wwia tre de eek eee ee wee 117,654 
WRB snc cant ays atstacusraauctole mavereah 488,659 
NMI 8 oo. orca rw leo, Savacecayatoter eines 62,790 
EGUEOMICE 05.5: <a ais1e/s s.chate atecess 66,650 
NON DS oi crase/ aise ae EES 41,670 
UVCMNIED — 25:8°s)e\s'o'ess: seals deine 77,149 
WIECEGIIED ico sccisieras: vicievieselee 157,597 

WEEE os. veiSsiegaas wets $2,235,566 

1927 

GRIEG. iio cereus ohacain Sorepeele $ 106,207 
DER UULY » g:cistsalieicecemenee ees 123,045 
AGO rcs ccarnceie ei eenion Sees 116,670 
PMMIRMR acacia aniasos sree eters Ow arars 181,679 
PANO oratevtyaichd-wate tice iee eaters 53,417 
DUNE oa cat nreisiay asaresiacdeResece ee 58,225 
WHR Nearer eens ee aE Oa ora 79,975 
WINER bc Noga ot yesuee 36,576 
DEDCCHEDCE cb oesneteeen see 98,336 
GFEROOEE oh cscslaipuie-o ves aioe sews 48,324 
PROVES BOE | o5:0) 5. sas ces Ooi sexe 74,839 
MJCROWMIEES «3 '6.ds(um ceiee Owea eens 143,761 

PEGE. siclariicccte ccs aiweleie eves $1,121,054 


Education Proving Fruitful 

The long waged campaign to promote 
fire prevention in the schools and by the 
safety councils is bearing fruit, accord- 
ing to the officials of the fire depart- 
ment. They claim that people are be- 
coming more careful every day. One 
thing being emphasized is the danger in 
a home when the housewife cleans arti- 
cles of wearing apparel with gasoline. 
This type of fire is becoming less and 
less a hazard every year. The number 
of fires last year that resulted from 
cleaning with gasoline was only thirty- 
cight, which was considerably less than 
in 1926, 

The principal cause of fire last year 
was electricity of which there were 506 
blazes, many becoming severe _ losses. 
There were 300 fires from matches: 
smoking, 258; oil burners, 24; chimneys, 
206; furnace, 41. Twenty-five people lost 
their lives last year through fires i 
Newark. 





WITNESS PHOMENE TESTS | 

More than two hundred guests, 1- 
cluding insurance company and_ rating 
bureau engineers, bankers, and_ public 
officials of New York and New J:rsey 
on January 19 at the Newark plant ol 
the Pyrene Manufacturing Co. witn: ssed 
a demonstration of the new automatic 
phomene system of fighting fires in- 
volving petroleum and other flammable 
liquids. The new device operates “uto- 
matically as soon as a blaze originates, 
in much the same manner as the «wt0- 
matic sprinkler system. On the in-tant 
that fire occurs, the apparatus si ands 
an alarm bell calling the fire deyart- 
ment, and then starts the flow oe 
blanket of foam six inches deep, which 
smothers*the fire. After the foai, is 


discharged the device ceases operating 
and thus prevents water damage. 
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Globe & Rutgers 


FIRE INSURANCE COMPANY 


111 William Street, New York 





January Ist, 1927 


ASSETS LIABILITIES 
Bonds and Mortgages.. $149,425.00 I oii eine en $3,500,000.00 
U.S. Liberty Bonds... 518,200.00 a a 25,610,575.98 


Government, City, Rail- 


Reinsurance Reserve_. 21,162,599.90 
road and other Bonds 


Losses in Course of Ad- 




















ane Stocks ......... 59,564,972.90 juste... .......... 8,362,821.00 
Cash in Banks and Of- Commissions and other 
es 2,484,964.77 PE otic piicaainsae 7,100,000.00 
Premiums in Course of Reserve for Taxes-_---- 1,005,000.00 
Collection ......---- 8,827,461.77 Reserve for Deprecia- 
Interest Accrued ____-- 111,020.82 We ikeniekcvewnndas 5,000,000.00 
Reinsurance Recover- 
able on Paid Losses... 184,952.12 $71,740,996.88 
| $71,740,996.88 
_ Surplus to Policy Holders - $29,110,575.98 
~ Progress since Consolidation in 1899 
: ASSETS RESERVE SURPLUS 
Dec. 31, 1899 $529,282.59 $28,832.54 $2,028.94 
oo. Dee. 31, 1910 5,259,362.12 ~-1,936,224.86 2,365,363.37 
ca Dec. 31,. 1920 42,765,374.55 16,593,764.16 11,361,311.89 
vs Dee. 31, 1925 67,922,096.58 20,265,572.73 24,161,943.85 
Dec. 31, 1926 71,740,996.88 21,162,599.90 25,610,575.98 




















sed | E. C. JAMESON, President W. L. LINDSAY, Secretary 

atic | LYMAN CANDEE, Vice President A. H. WITTHOHN, Secretary 

bie | W. H. PAULISON, Vice President A. G. CASSIN, Assistant Secretary 
4 J. H. MULVEHILL, Vice President and Secretary J. L. HAHN, Assistant Secretary 

a | J. D. LESTER, Vice President M. J. VOLKMANN, Local Secretary 
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Fire Prevention In 
Railroad Properties 


LOSSES 


CUT SUBSTANTIALLY 





United and Sustained Efforts to Reduce 
Fire Waste Have Cut Mileage 
Loss Nearly Half 





Nowhere in the lines of industrial or- 
ganization has the work of fire preven- 
tion, so badly needed in America, had 
more impetus and development than 
among the railroad systems of the coun- 
try, says a bulletin issued yesterday by 
the United States Chamber of Com- 
merce. The purpose of this bulletin is 
to indicate in a general way the steps 
taken by railways in organizing to com- 
bat fire hazards and to provide proper 
fire protection facilities. The experience 
of the railroads is an outstanding exam- 
ple cof what an industry may do in fire 
prevention and points out the benefits 
which accrue from work of this nature. 

Faced with constantly mounting fire 
losses, the railroads were gradually im- 
pelled to consider the relation of fire 
waste to operation and to realize that 
fires have a direct bearing on expenses 
and profits. The importance of this eco- 
nomic factor became manifest, justifying 
serious thought. 

For many years the efforts of the rail- 
roads interested in this new branch of 
service were individual and while they 
were of benefit to the individual lines, 
it was not until 1913 through the organi- 
zation of the Railway Fire Protection 
Association that the way was prepared 
for complete interchange of views and 
development of uniform practices and 
standards. This organization, which was 
founded by a few interested workers in 
the railroad fire prevention field, has 
steadily grown in strength until it in- 
cludes in its membership representatives 
of 95% of Class 1 railroads in the United 
States and Canada and enjoys their con- 
fidence and endorsement. 


Original Aims Listed 


Thus the campaign to improve the fire 
risk started with these possibilities in 
view: 

1. Reducing losses, thus conserving 

facilities. 

2. Reducing operating 

through financial savings. 

Railroads have an unusual opportunity 
to make their fire prevention plans ef- 
fective by reason of their highly de- 
veloped organization and system of 
checks, cross-checks and_ supervision. 
The work of fire prevention on railroads 
has followed a well defined general 
course which has been applied to the 
study of each class of property with spe- 
cial consideration of its particular haz- 
ards and other features. Railroads in 
their diversified operation include office, 
living, manufacturing, store, warehouse, 
and many other types of occupancy and 
business. However, the general principle 
of fire prevention as practiced by the 
railroads is related to such factors as: 
location, construction, use and occu- 
pancy, maintenance, housekeeping, spe- 
cial hazards, fire protection and inspec- 
tions. 


expenses 


Results Achieved 


Coincident with the widespread efforts 
which have been made to decrease fire 
losses on railroad property, considerable 
encouragement is found in fire loss sta- 
tistics. Destruction of railroad property 
by fire durine the past eight years as re- 
ported by approximately the same num- 
ber of roads is as follows: 


Total Average per Mile 
1919 .... $ 8,560,473 $44.13 
1920 .... 10,563,914 54.40 
Lh re 7,589,611 46.56 
1922 .... 10,183,460 50.85 
(A ee 9,001,122 42.75 
1924 .... 10,049,936 44.17 
Ur 7,397 434 33.82 
 _— 7,268,435 28.70 


It is of interest to note that during 
the four years from 1919 to 1922 inclu- 


3 WIERD INSURANCE BILLS 





Counsel Schwartzwald to Reintroduce 
Broker’s Apprenticeship, Agent’s 
Representations and Endowment 

Policy Measures at Albany 

Albany, Jan. 25.—Three wierd insur- 
ance bills, introduced last year by Jacob 
J. Schwartzwald, lawyer, and Democrat 
of Brooklyn, are to be reintroduced 
again this year. 

One bill amends subdivision six of sec- 
tion 143 Insurance Law in relation to 
broker’s certificate of authority, provides 
that the applicant for examination as a 
broker must have served an apprentice- 
ship of not less than one year in the 


otice of a duly licensed broker or 
brokers. 
A second measure amends section 


forty-nine of the Insurance Law by de- 
claring that “An agent shall be deemed 
to be an agent of the insurance com- 
pany writing the policy in so far as any 
representations made or acts done by 
such agent in procuring and writing such 
policy are concerned.” 

The third measure, declared by the 
general attorney of the Metropolitan 
Life last year to constitute “an actual 
monstrosity,” amends section 101 of the 
insurance law, by inserting a new sub- 
division eleven stating: 

“A provision, if an endowment policy, stat- 
ing if the insured shall die before the maturity 
of the policy, that the company will pay to 
the beneficiary therein named, the amount of 
insurance that the premium paid would have 
purchased at the published ordinary life rates 
of the company on the date the policy was 
issued.” 





BLUE GOOSE TO MEET FEB. 6 

The New York City Pond of the Blue 
Goose will hold an old-fashioned beef- 
steak dinner at Achtel-Stetters in New- 
ark on the evening of Monday, Febru- 
ary 6. Ganders Henry Borchers, Rich- 
ard Monahan, W. V. A. Keeler and 
Richard Kissam have been named as a 
sub-committee of the entertainment com- 
mittee to handle this affair. Fred Ack- 
erman of the National Union of Pitts- 
burgh is arranging the features for this 
affair. 





MADE FIRE PATROL CHAIRMAN 

The New York Board of Fire Under- 
writers, at its January mecting, elected 
H. P. Iremonger, local secretary of the 
London & Lancashire, chairman of the 
committee on fire patrol to succeed Wal- 
lace Reid. Vice-Chairman C. L. Tyner, 
president of the Home, declined the 
chairmanship because of the pressure of 
other work. Mr. Reid was presented 
with a gold Fire Patrol badge in recog- 
nition of the work he has completed 
while on the committee. 


LONDON BROKERS MERGE 





C. E. Heath & Co. and A. W. Bain & 
Sons Join Interests; Former One of 
Leading Lloyd’s House 

It is announced that a fusion of in- 
terests has been arranged between the 
well known insurance brokerage firms 
of C. E. Heath & Co. and A. W. Bain 
& Sons. Under the agreement the two 
firms will be controlled by a board con- 
sisting of Cuthbert E. Heath (chairman), 
Sir A. Ernest Bain, Arthur Burns, John 
Bain and Montague Evans. Each firm 
will continue to carry on business as 
hitherto. Both are old established and 
transact a considerable business at home 
and abroad. Messrs. C. E. Heath & Co. 
have dealt largely with Lloyd’s while 
Messrs. Bain & Sons’ connection has 
been principally with the offices. 


S. W. ROSS SUCCEEDS GRACEY 

S. W. Ross, special agent of the Aetna 
(Fire) in New York State has been ap- 
pointed state agent succeeding Burton 
B. Gracey, who has resigned to enter 
the local agency firm in Syracuse of 
Bowen, Perry & Forbes. Mr. Ross will 
continue to supervise the automobile 
business of the company in central New 
York with headquarters in Syracuse. 
Robert K. Garvie will handle it in the 
western part of the state with the assist- 
ance of Special Agent J. K. L. Marvin 
with headquarters at Rochester. Vice- 
President Sloan of the Aetna, in an- 
nouncing Mr. Gracey’s resignation, pays 
a fine tribute to him for the work he 
did while with the company. 








218TH YEAR 
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INSURANCE OFFICE, LIMITED 
FOUNDED 1710 
ONITED STATES BRANCH 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
hicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento Sts. 
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THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


Charles W. Higley, President 
HOME OFFICE 


Hanover Building, 
34 Pine St, 

New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 
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REINSURANCE 
FIRE AND CASUALTY 


ROSSIA IN oy ae COMPANY 
° 


America 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN RESERVE INSURANCE COMPANY 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 








Hartford, Conn. 











sive the average fire loss per mile as 
reported by these companies was $46.50. 
For a period of similar duration from 
1923 to 1926 inclusive the average loss 
per mile was $37.36, a reduction of 
19.7%. 

On the basis of these figures the rail- 
roads can gain real encouragement, but 
it must be borne in mind that the causes 
of fire are many and notwithstanding 
continued progress in study and experi- 
ence, there is still a considerable pro- 
portion of causes not yet under con- 
trol. What the results would have been 
without prevention work cannot be es- 
timated but it is safe to say that losses 
probably would have been heavily aug- 
mented. 

The development in the last few years 
of special processes involving consump- 
tion on a large scale of such articles as 
gasoline, fuel oil, compressed acetylene 
and oxygen and many other substances, 
as well as the apparatus for handling 
them, has tended to increase the fire 
hazard. Considering also with this the 
large increase in values in the last eight 
vears there has been a considerable and 
forceful accomplishment. That the fire 
losses during the years cited have been 
reduced is ample justification for the 
time and effort spent on fire prevention 
measures. 











O. J. PRIOR, President 








INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 
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Boyal Exchange Assurance 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
in combination with 
CAR & GENERAL INS. CORP., Ltd. 
for full cover of Automobiles 
95 Maiden Lane, New York 
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Fine Arts Insurance 
New But Growing Fast 


AGENTS URGED TO PUSH LINE 





Growing Interest in and Ownership of 
Valuable Art Objects a Good Source 
of Income for Agents 





Inland marine departments of the va- 
rious fire insurance companies are con- 
stantly urging local agents to give more 
attention to the various types of insur- 
ance that fall within that category. The 
writing of inland marine lines ranks high 
in the business but most of the home 
offices believe the field is far from fully 
developed. A. W. Barthelmes, head of 
the inland marine department of the 
America Fore Companies, has placed 
some good sales hints in an explanation 
of fine arts insurance in the latest issue 
of the “Auto-Graph,” the monthly publi- 
cation of the automobile and inland ma- 
rine departments of the America Fore 
Group. Urging the further development 
of fine arts insurance Mr. Barthelmes 
says: 





Almost every agent now and then is 
called upon to effect insurance protec- 
tion on valuable artistic objects in the 
hands of private collectors, museums, 
etc. The majority of agents are prob- 
ably not conversant with the fine arts 
floater policy issued by the inland ma- 
rine department and consequently will 
naturally sell a straight unvalued fire 
policy to cover the subject matter stated. 

Many New Owners of Collections 

The field for fine arts insurance has 
far exceeded the highest hopes of the 
pioneer fine arts writing companies when 
they promulgated the form and initiated 
their respective campaigns for the de- 
velopment of the class. [t is very grati- 
fying indeed to company and agent alike 
to repeatedly uncover new sources of 
fine arts premium income. These new 
acquisitions come largely from owners of 
new collections, but a great deal of busi- 
ness is actually created from existing in- 
strances of more limited cover. 

The fine arts policy is designed to 
cover valuable paintings, tapestries and 
other works of art wherever they may 
be, that is. whether in museums or other 
places of exhibition, including libraries, 
schools, office buildings, etc., owners’ 
residences, studios or in transit by any 
mode of conveyance between domestic or 
foreign points and/or places. 

This policy covers the property insured 
against all loss or damage irrespective of 
percentage, caused by fire, lightning, cy- 
clone, windstorm, tornado, earthquake, 
water, theft and/or any other misfortune 
of any nature or description whatsoever, 
excepting only damage done by strikes, 
riots, war causes, ete, or during any 
process of restoration or retouching. 

Unusually Broad Policy Offered 

Fire companies as a rule do not look 
with great favor upon the coverage of 
this extremely valuable property under 
their policies and are usually quite will- 
ing to cede these lines to the inland ma- 
tine departments which have made a 
specialty of the class and maintained un- 
usual facilities for handling large lines. 
There is of course no comparison be- 
tween the all risks fine arts policy and 
any other form of contract covering but 
one peril, that is, either fire only or 
burvlary only at a specific location. Bear 
in mind that the all risks policy is also 
a valued one. This is an indispensable 
factor to the assured who depends upon 
the policy he holds to completely in- 
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Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. 


(New Jersey) 
(Denmark) 
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demnify him in the event of loss or dam- 
age befalling this irreplacable property. 
As an irrevocable condition precedent to 
the granting of a policy of this nature 
we insist that each article covered be 
specified in a schedule attached to the 
policy, all values being substantiated by 
bills of sale or signed statement of prop- 
erly qualified appraisers. In this way 
the value of each article is established at 
the time of issuance of policy and many 
possible complications attendant to the 
adjustment of a claim are automatically 
obviated. 

These policies are written in various 
ways to meet the particular require- 
ments of the assured. A policy can be 
issued to cover (a) in any location (mu- 
seums, residences and other buildings) 
for any period from a day to a year; (b) 
in transit from one point to another in- 
cluding risks of packing, unpacking and 
exhibition at places of shipment and 


ering wherever the property may be in 
all situations during transit or other- 
wise. The rates for the various forms 
of cover are based largely upon the fire 
contents rate at locations where our lia- 
bility exists and on transit shipments 
upon the mode of conveyance and the 
amount of declaration to carriers over 
whose route or routes the property 
moves. It is of course warranted by 
the assured that all property shall be 
packed and unpacked by competent and 
expert packers to diminish so far as pos- 
sible the hazards of breakage and dam- 
age. 

Schedules of a million dollars or more 
for one collector or museum are not at 
all uncommon and if figures could be 
produced to show the approximate ag- 
gregate value of property of this char- 
acter in the hands of owners, museums 
and others in this country the total 
amount involved would indeed 











prove 
destination; (c) on an annual basis cov- startling. 
VoLumME VI LE ROY, OHIO No. 6 








Editorial 


Nineteen twenty-eight brings with it 
the eightieth anniversary of the organi- 
zation of the Ohio Farmers Insurance 
Company. In the four-score years of the 
Company's history, it has grown into a 
nation-wide fire insurance carrier, doing 
business in twenty-six states and in 
British Columbia. 

The Old Man on the Fence, trade mark 
of the Ohio Farmers, appears on policies 
of fire, hail, lightning, explosion, wind- 
storm, sprinkler leakage, rent, rental 
value, use and occupancy, parcel post, 
tourist baggage, motor cargo, and auto- 
mobile fire, theft, windstorm, collision 
and property damage. 

Since 1848, the Ohio Farmers has paid 
losses to policyholders amounting to 
more than Forty-four Millions of Dollars. 


J ANUARY—the month of automobile 
shows—when the whole motoring public 
is interested in cars—let’s talk about 
automobile insurance! 








The Ohio Farmers writes all forms of 
automobile insurance except public lia- 
bility. Cash Value policies are popular 
among Ohio Farmers agents but the older 
form of non-valued Specific Amount pol- 
icy is available in all territories. 

In addition, there are, of course, con- 
venient forms for the various types of 
dealer's coverages, such as blanket, open, 
specific and monthly reporting policies. 

The Ohio Farmers agent with automo- 
bile supplies has facilities for a complete 
automobile insurance agency. 


Winostorms and tornadoes threaten 
all parts of the United States all the 
time. November and December brought 
losses to property in many sections of 
the country while approaching Spring 
may always be depended upon to spread 
destruction. 

We at the home office of the Ohio 
Farmers Insurance Company know it is 
useless to hope that there will be no 
more disastrous windstorms. Our best 
endeavors are turned toward extending 
the benefits of insurance to all who own 
property. 








Boston And Old Colony 
Launch New Ad Series 


MODERN SILHOUETTE 


STYLE 
Strong Typography Will Harmonize In 
Physical Makeup With The 
Numerous Illustrations 
As a result of the success with which 
the Boston and Old Colony companies 
conducted their last year’s series of full 
page display advertisements in the in- 
surance journals they will continue it 
this year with a new series, the first 
of which appears elsewhere in this is- 
sue of The Eastern Underwriter. De- 
tails of the new ads are shown by the 
advance proofs to be strong and unique. 
These advertisements will again em- 
phasize by text and illustration the com- 
panies’ well-known’ and © successful 

monthly magazine, the “Accelerator.” 

Kor several years the Boston and Old 
Colony have demonstrated that local 
agents having the calibre to be success- 
ful representatives of these particular 
companies are keenly interested in the 
numercus forms cf assistance to them 
in increasing their local business that 
evn be applied from the home offices. 
For that reason the “Accelerator,” whose 
purpose it is to place into the hands of 
local agents valuable sales tips, citations 
of other agents’ success in using these 
suggestions, constructive criticism and 
practical information about the various 
fire, automobile. marine and other lines, 
has attracted faverable attention from 
the insurance world. 

In the 1928 series of advertisements 
the illustrations are hondled in modern 
semi-silhouectte style. They are bold and 
distinctive in design. with the figures 
done somewhat symbolically. The ty- 
pography is strong and impressive and 
has been selected to harmonize in phvsi- 
cal makeup with the illustrations. The 
drawings follow somewhat the type now 
current in leading popular magazines, 
but practically new to insurance adver- 
tising. i4 

Ray G. Dreher, who was formerly a 
local agent and is well acquainted with 
the problems of the local agent, is head 
of the Boston and Old Colony advertis- 
ing departments. He has done the illus- 


trations and feature texts of the new 
1928 series. 
GUARDIAN STOCK TAKEN 
Directors of the Guardian Fire an- 


nounced last week that the issue of 20,- 
000 shares of stock had been subscribed 
for fully, which will add $1,000,000 to 
the company’s capital and $500,000 to the 
surplus. The underwriting of the stock 
was accomplished without any expense 
to the company. Assets of the company 
at the end of the year were in excess 
of $5,000,000. Robert Van Iderstine 1s 
president of the Guardian. 

A special dispatch to the “Boston Her- 
ald” from Gorham, Maine. gives us a 
brand new fire hazard. A hay rack full 
of oat straw was being hauled into the 
barn of one John Hillock when it sud- 
denly blazed up, and before it could be 
moved, it set fire to the barn and even- 
tually to the nearby farmhouse. The 
fire was started as the result of the heat 
generated by the wheels of the hay rack 
rubbing against the dry straw es the 
load was being carted from the field.— 
“The Hartford Agent.” 
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Marine Underwriting Losses Less 
During 1927, Review of Year Shows 


By WM. H. JONES, 
Loss Department Manager of the Marine 
Office of America 


If the year 1927 had consisted of only 
ten months and those months had been 
those from January to October, marine 
underwriters would have cause to con- 
gratulate themselves on the goodness of 
the gods. As it is, the year consisted of 
twelve months; but even at that, 1927 
was a year that on the whole can be 
looked back on with a certain amount 
of satisfaction, both for its own per- 
formance and its promise for the future. 
The early part of the year was. not 
marked by any such catastrophes, except 
the Mississippi flood, as the hurricanes 
which in 1926 swept the West Indies and 
Florida, and major marine casualties 
were infrequent enough to be satisfac- 
tory to underwriters. The results of the 
year (although, of course, it is not yet 
possible to know exactly what these will 
be) should be definitely better than those 
of 1926, although whether this is due to 
improved conditions in underwriting in 
the way of adequate rates, etc., or wheth- 
er it is due to good fortune in the light- 
ness of casualties, is not for me to say. 

One of the most interesting features 
of the year, in New York at any rate, 
has been the concerted action which has 
been taken among underwriters toward 
stabilizing’ rates and conditions on stand- 
ard commodities, such as burlap, grain, 
rubber, etc., and towards the elimination 
of loss. The most noticeable and inter- 
esting example of this has been the ac- 
tivity of burlap underwriters. Fires in 
steamers carrying jute and burlap from 
India have always been a thorn in the 
side of underwriters. Although there 
have been countless theories regarding 
the cause of these fires, nobody knows 
exactly their origin. 

Underwriters in New York, Liverpool 
and Calcutta have lately been giving in- 
tensive attention to the problem, and. the 
result seems to be the discarding of a 
number of old theories and the formu- 
lation of some new ones. The situation 
is serious enough. In December, 1925, 
there were three serious fires on burlap 
steamers at New York and in January, 
1927. there were three disastrous fires 
within three weeks. This, of course, 1n 
addition: to fires in other ports of the 
world. The burlap fires in New York 
have taken place in December, January 
and February, and this-period coincides 
with the arrival of burlap and jute which 
was assembled and shipped during the 
southwest monsoon period in India, that 
is, the wet season of approximately Sep- 
tember, October and November. 

Possible Causes of Jute Fires 

It may be, therefore, that the fires in 
jute and burlap cargo have some connec- 
tion with the condition of the cargo in 
relation to the wet season of the year. 
Another fact which has been developed 
is that there are practically no fires in 
burlap steamers for the Gulf of Mexico. 
These vessels while carrying burlap, car- 
ry practically no jute, and the inference 
is that the fires start in the jute and 
not in the burlap. Practically all of the 
steamers from Calcutta which have had 
fires in New York, have called first at 
Boston where the hatches have been 
opened and some cargo discharged, and 
it may be that the air currents started 
through the holds by the opening of 
hatches have something to do with the 
later outbreak of fire. The burlap un- 
derwriters have practically discarded the 
theories of incendiarism and _ careless 
smoking as being the causes of these 


recurring fires and have come to the con- 
clusion that they are due to some ele- 
ment connected with the nature of the 
commodity itself combined with its re- 
lation to stowage in a vessel’s hold and 
the lapse of time. There is obviously no 
doubt that activity such as that shown by 
the burlap underwriters is of immense 
value, and it is to be hoped that under- 
writers will in due course enlarge the 
scope of their operations and give simi- 
lar attention to other commodities. 
Heavy Losses on Great Lakes 

The season on the Great Lakes last 
year started out, and continued for 
months, with every appearance of being 
the best season for many years. How- 
ever, it did not end in the same way, for 
the usual storm, which appears to close 
the lake season, was of unusual severity 
causing a number of serious casualties 
involving loss of life and losses to grain 
underwriters in particular as well as to 
underwriters on general cargo. The out- 
standing casualty was the loss of the 
S.S. “Kamloops,” of the Canada Steam- 
ship Line. This vessel had a crew of 
twenty-two people and was carrying a 
cargo of general merchandise from Mon- 
treal to Ft. William valued at about 
$450,000. She was last sighted on Lake 
Superior and was never heard of again 
and apparently must have foundered dur- 
ing the worst of the storm, about De- 
cember 6. 

In addition to this, the steamers 
“Agawa,” “Altadoc,” “Martian,” Lamb- 
ton” and “E. W. Oglebay” were also in 
serious trouble. In this connection it 
may not be amiss to call attention to the 
wooden steamers which carry grain on 
the Great Lakes. The steamer “Ad- 
vance” (on which incidentally underwrit- 
ers paid a total loss a year or so ago) 
struck a rock while carrying a full cargo 
of grain and became a total loss. A steel 
steamer would probably have sustained 
some damage but in all probability would 
not have become a total loss. It would 
seem that the American Bureau should 
consider very carefully the question of 
the advisability of granting grain classi- 
fication to wooden vessels on the lakes. 

During the year Italian vessels seem 
to have been unlucky, particularly in the 
St. Lawrence where the steamer “Vul- 
cano” with grain from Montreal was in 
collision with the steamer “Union” and 
became a total loss. The Italian steam- 
er “Operasita” also became a total loss 


in the St. Lawrence, while the steamer 
“Tsabo,” also with grain from Montreal, 
was a total loss through stranding on 
the Scilly Islands. The Mediterranean 
trade has not been particularly fortu- 
nate, the outstanding loss being the 
steamer “Nile” which went ashore cn a 
very bad part of the North African coast 
near Cape Bougaroni on October 16 while 
bound from New York to Suez and In- 
dian ports. While some of the cargo has 
been salved in sound condition, the sal- 
vage expenses will undoubtedly be very 
heavy and it is unlikely that the vessel 
will ever be salved. An interesting cas- 
naltv was the stranding of the Royal 
Mail steamer “Loch Monar” at the 
mouth of the River Mersey. This vessel 
was bound from the Pacific Coast to the 
United Kingdom and doubtless Pacific 
Coast underwriters were heavily inter- 
ested. The vessel stranded on the re- 
vetment and broke in two and was then 
salved in two parts. 
Important Legislative Acts 

In the field of legislature, one of the 
outstanding events of the year was the 
passage of an act providing for compen- 
sation to be paid to longshoremen and 
harbor workers. This act was approved 
on March 4, 1927, being based largely on 
the New York State compensation law, 
and provides for compensation to be paid 
to workers in maritime employment 
other than seamen. This act will un- 
doubtedly give rise to a considerable 
amount of litigation, but on the whole 
appears to be equitable as there is no 
reason why a stevedore should receive 
different treatment depending on wheth- 
er he is injured on land or water. In 
this field, also, the war claims against 
the German Government have again re- 
ceived attention during the year and a 
bill is before the Senate relating to the 
pavment of such claims. 

Mention might here be made of a 
problem which has not yet been solved 
by merchants or underwriters and that 
is the question of shippers furnishing 
steamship companies with letters of in- 
demnity in exchange for clean bill: of 
lading. The difficulty is that the author- 
ity of the bank negotiating the docu- 
ments is usually limited to the accept- 
ance of clean bills of lading and there is 
no machinery at present by which the 
condition of merchandise at port of ship- 
ment may be made known to the buyer 
so that the bank might receive modified 
instructions regarding the bill of lading. 
In the meantime, underwriters are in the 
unfortunate position of being many times 
presented with a clean bill of lading 
when in fact the goods may not be in 
sound condition at the time the bill of 
lading was issued. 

Changes in General Average 

With regard to general average mat- 
ters, the Association of Average Adjust- 
ers of the United States during the vear 
adopted a new rule of practice dealing 
with allowances for cargo’ damaged and 
sold and its contributory value. The new 
rule reads as follows: 

“Where cargo is damaged, as a 
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consequence of a general <verage act, 
and sold, and the extent of the loss 
has not been otherwise determine, 
the amount, if any, to be made god 
for same shall be based on the mar- 
ket value at the date of arrival or 
at the termination of the adventure 

(dependent on the facts) and hall be 

determined on the ‘salvage loss’ basis 

irrespective of the date of sale. 

“The contributory value of such 
cargo shall be based on the proceeds 
of sale to which shall be added any 
amount made good; deduction being 
made of charges incurred subsequent 
to the general average act, excejt 
such charges as are allowed in gen- 
eral average. 

“The date of arrival in the case of 

a vessel herself delivering all cargo 

shall be the Jast day of discharge; 

and in complex cases this principle 

shall be followed as far as possible.” 
While this is not in accordance with the 
1924 York-Antwerp rule on the subject, 
it appears to represent the consensus of 
opinion in this market and if it achicves 
uniformity here, it will have served its 
purpose. While on the subject of gen- 
eral average, it might be mentioned that 
underwriters, not only here but in Lon- 
don, are becoming disturbed at the ap- 
parently increasing cost of adjusting gen- 
eral averages. This appears to apply to 
everybody in any way connected with 
the adjustment of general average, in- 
cluding shipowners’ representatives, sur- 
veyors and adjusters. 

The Mississippi River flood last spring 
was a national disaster but insurance 
losses were not as great as might have 
been imagined. However, what insur- 
ance claims did arise came to the cot- 
ton marine underwriters and they have 
had to settle comparatively large losses. 

It is not possible in a brief review 
such as this to do justice to any one 
subject, and I have only attempted to 
mention (even if in a somewhat scrappy 
way) some of the more _ interesting 
events of the year from a claims point 
of view. 





MARINE BOARD ELECTIONS 

The Board of Underwriters (Marine) 
of New York held its eighth annual 
meeting yesterday and elected Charles R. 
Page of the Fireman’s Fund as. presi- 
dent. Other officers are: vice-president, 
H. H. Reed; secretary, J. E. Hoffman, 
and treasurer, H. T. Chester. Those on 
the standing committee include the fol- 
lowing: 

Membership—G. B. Ogden, 
Wood Parsons, S. D. McComb. 

Correspondents—J. F. Johnston, John 
F. Purcell, P. G. Craig, H. E. Reed, L. 
I. Burke. 

Salvages—Albert Ullmann, A. G. Cas- 
sin, W. D. Phillips. 

Averages & Arbitration—L. H. May, 
L. F. Burke, J. S. Gilbertson, P. G. Craig, 
L. Wagle. 

Adjustments—Wm. H. Jones, A. B. 
Grant, G. Inselman, E. W. Murray, H. 
M. DuFour. 

Loading of Vessels—C. R. Page, J. T. 
3vrne, D. F. Cox, H. T. Chester, Frank 
H. Cautvy, W. D. Winter. 

Inventions—J. H. Maley, T. H. Allen, 
S. D. McComb. 

Commissioners of Pilots—Cornelius 
Eldert, Douglas F. Cox, Lyman Candee. 


Walter 





G. B. C. HOWARD DEAD 

Guy Bertram Charles Howard, partner 
in the firm of C. Howard & Sons, ship 
and insurance brokers, of Lloyd’s and 
the Baltic Exchange in London, died re- 
cently at Brighton. Mr. Howard had the 
misfortune a few years ago to fall from 
the cliffs at Kemp Town, and he had 
never since enjoyed his usual ood 
health. 





SIR ARTHUR HOLLAND DIES 


Sir Arthur Holland, famous shipownet 
and insurance broker, has died at his 
home in Wimbledon, England. Sir At 
thur, who was knighted in 1913, had 
lived at Wimbledon more than halt 4 
century, and was active in its public ile. 
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Surety Ass’n Acts On 
Lloyd’s Competition 


TAKES MATTER UP WITH A. B. A. 
Wents Its Executive Committee to Ex- 
plain Why Lloyd’s Banker’s Blanket 
Bonds Are Favored 
‘he Surety Association of America is 
incensed over the recent approval of 
Lluyd’s banker’s blanket bonds by the 
inst rance committee of the American 
anke rs’ Association in preference to the 
ic ker’s blanket bonds issued by Amer- 
ica’ surety companies. Some idea of the 
gravity of the situation can be drawn 
from the fact that at its quarterly meet- 
ing last week members of the association 
instructed that the executive committee 
take the matter up immediately with the 
executive committee of the American 

sankers’ Association. 

The matter first came to light when 
the insurance committee of the American 
Bankers’ Association very strongly ad- 
vocated Lloyd’s banker’s blanket policies 
at the annual convention of the associa- 
tion last October and specifically with- 
drew its approval of the policy issued by 
American surety companies. The Surety 
Association construed this approval to 
mean that the insurance committee of 
the A. B. A. had already negotiated for 
Lloyd's policies for its member banks 
throughout the ‘country. 

If such is the case this action is de- 
cidedly .contrary to Section 50 of the 
New York insurance law and to the laws 
of such other states that it may violate. 


See Need for Legislation 


The banker’s blanket bond committee 
of the Surety Association, after a num- 
ber of meetings on this problem, has 
concluded that in order to correct the 
present unfair competition there should 
be enacted federal and state legislation. 

It is not felt that the present banker’s 
blanket policy form should be broadened 
so as to meet Lloyd’s competition be- 
cause such action will only draw forth 
from Lloyd’s still further changes in its 
policy through the inclusion of some mi- 
nor coverages. 

The real problem in meeting Lloyd’s 
competition is not one of coverage but of 
price. The business lost by American 
surety companies has not been lost be- 
cause of any special superiority in the 
bond forms offered by Lloyd’s but be- 
cause they have systematically quoted 
premium charges which are substantial- 
ly lower than those quoted by the Town- 
er Rating Bureau for the same amount 
of blanket insurance. As one surety ex- 
ecutive pointed out this week, Lloyd’s 
can issue a cheaper policy than Ameri- 
can surety companies because they are 
not licensed in this country and do not 
have to pay taxes. 


Business Unprofitable 


‘ss ratios on banker’s blanket bonds 
ar. constantly increasing and it is be- 
lic od that the Towner Rating Bureau 
wooid not be warranted in making any 
recuction in its present advisory rates to 
m | Lloyd’s competition in this class of 
bu ness. The companies are only mak- 
In a very small profit even with the 
(-rcased maximum commissions pay- 
aie on the business and with any low- 


Another Company Is 
Organized in Jersey 


RUNNING MATE TO AJAX-ESSEX 





Known As Essex Fidelity & Plate Glass; 
$100,000 Capital; Third in Lipp- 
man & Lowy Group 





The charter of the Essex Fidelity & 
Plate Glass Co. of Newark, a newly 
formed company, has been approved by 
the New Jersey Insurance Department, 
according to an announcement made 
this week by Frank Bock, president of 
the company. 

The company is an addition to the 
Ajax-Essex group, of which Mr. Bock 
is president and Lippman & Lowy, gen- 
eral agents. No stock will be offered 
for public subscription, but a limited 
amount will be set aside for the Ajax 
and Essex stockholders. It has been 
capitalized at $100,000 and will have its 
office at 44 Clinton street, Newark. Its 
incorporators are Frank t Bock, Harry 
P. Lowy, George H. Weademan, James 
Rattray, Herman Fenning, Henry S. 
Puder, Richard E. Kohn, J. Paul Neu- 
wirth, Sol Heller and Mayer Krasner. 

The company will confine itself to 
writing plate glass only in New Jersey 
for the present, but within a short time 
will make application for licenses in oth- 
ér states. 

This is the third insurance corporation 
that has been organized in less than a 
year by Lippman & Lowy who made 
the announcement this week that the 
Essex Fire had received its certificate 
of incorporation and will start to do 
business at once. That company will 
write preferred business only the greater 
part of which will be obtained from the 
building and loan associations of Essex 
County in New Jersey. The officers and 
directors of both fire companies will be 
the officers of the new plate glass in- 
surance company. 





JACKSON EN ROUTE TO COAST 

H. P. Jackson, president, Norwich 
Union Indemnity, is now en route to the 
Pacific Coast where he will name a suc- 
cessor to S. F. Norwood, who resigned 
in December as Pacific Coast manager 
of the company. Since Mr. Norwood’s 
retirement, the office has been in charge 
of L. H. Booth, San Francisco branch 
office manager. 


EMIL KRUEGER PROMOTED 

Emil Krueger, assistant manager, bur- 
glary and plate glass department, Fidel- 
ity & Deposit, has been promoted to be 
assistant secretary of the company. 











ering of the present premium charges 
what little profit, if anv. that now exists 
would be wiped out. This is especially 
true when it is considered that there are 
undoubtedly heavy losses already in- 
curred but not as yet discovered which 
the surety companies must pay on out- 
standing banker’s blanket bonds. 

It is the unanimous opinion of the 
Surety Association that immediate ac- 
tion should be taken to stop further in- 
roads of Lloyd’s on the business which 
rightfully belongs to American compa- 
nies. 
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American Bonding 
Elects Four Officers 


ALL F. & D. MEN | IN NEW YORK 





They Are Cullen and Griffin As Vice- 
Presidents and O’Hea and Bullock 


As Assistant Secretaries 





The American’ Bonding, the running 
mate of the Fidelity & Deposit, has elect- 
Vin- 


vice- 


ed four new officers. They are 
cent Cullen and. John A. Griffin, 
presidents of the company in 
New York, 
James F. O’Hea, manager of production 
for the Fidelity & Deposit in New York, 
and William Bullock, 
reinsurance department, 
secretaries. 

Mr. Cullen is well known to surety 
men in the metropolitan territory. He 
is one of the youngest and most popu- 
lar of executives and has been a vice- 
president of the Fidelity & Deposit for 
the past two years. He started his ca- 
reer in 1902 as an office boy in the Am- 
erican Bonding. Then he was a part- 
ner in the Owen-Crowell Co., general 
agents for the F. & D. in Cleveland. He 
came to the New York office of the 
Fidelity & Deposit in 1920 as its pro- 
duction manager and was very soon pro- 
moted to be manager of the branch. 
The business under his leadership has 
tripled. 

John A. Griffin is a familiar figure 
in New York surety circles. He is an- 
other of the original American Bonding 
men and since its revival has been resi- 
dent vice-president in New York. He 
has been with the parent company about 
eighteen years. A year or so ago he 
served as president of the Surety Under- 
writers Association of New York. 

One of the lieutenants in the Fidelity 
& Deposit’s office is James F. O’Hea, 
who has been made an assistant secre- 
tary of the American Bonding. He has 
been with the F. & D. for the past seven 
years and handles its production activi- 
ties in New York creditably. 

Mr. Bullock, also assistant secretary, 
is proud of the fact that he is the old- 
est emplove in point of service of the 
American Bonding. He joined that com- 
pany in 1897 and went over to the 
Fidelity & Deposit when it ceased to 
operate. He has been located in many 


parent 
to be vice-presidents. Also, 


manager of the 
to be assistant 


CAPITAL INCREASE APPROVED 





Northeastern Surety to Have $1,000,000 
Capital and $500,000 Surplus; 
Schneider Managing Underwriter 
after an increase, in 
December 12, the 
of New York hasj 
approved this week of another increase 
in capital and surplus from $682,500-to 
$1,500,000. Of this. total $1,000,000" will, 
represent the capital stock and $500,000 
the surplus. By this action the company 
will be in a position to meet the require- 
ments of new contracts. written or in the 

process of being closed. 

Considering the fact that ‘the *North< 
eastern Surety only started in business 
in September, 1927, with a paid-in cap- 
ital of $250,000 and a paid-in surplus of 
$132,000, its progress has been unusual. 
Starting out with surety lines, it recently 
entered the casualty field. 

The managing underwriter of the com- 
pany is George H. Schneider who has 
had more than fifteen years’ experience 
in the surety business. He was with the 
Commercial Casualty as its New York 
manager before joining the Northeastern 
Surety and before that he served the In- 
demnity Insurance Co. of North Amer- 
ica, the Globe Indemnity and the Na- 
tional Surety. The president of the com- 
pany is Charles G. Bond, of Bond & 
Strouss, New York attorneys. 
SURPLUS AND ASSETS GREATER 
Indemnity Co. of North America Made 

Satisfactory Gains in 1927 as Shown 

by its Financial Statement 


Following closely 
its capitalization on 
Northeastern Surety 


The Indemnity Insurance Co. of North 
America made increases in both assets 
and surplus in the past year, as revealed 
by its financial statement this week. Its 
surplus is now $3,395,212 as compared 
with $2,699,605 in 1926. Total assets now 
amount to $17,813,038 while at the close 
of 1926 they were $15,231,524. 

Other items of interest in the finan- 
cial statement follow: stocks and bonds 
valued at $12,274,620; cash in banks and 
office, $1,167,928; reserve for claims, $5,- 
843,595; premium reserve, $6,352,857; re- 
serve for taxes and expenses, $334,000. 
Its capital is $1,000,000. 








parts of the country for the parent com- 
pany and is now its reinsurance manager 
at the New York office. 
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Joyce Happy At The 
Dinner In His Honor 


BIG NATIONAL SURETY AFFAIR 





Allen Toastmaster; Leaders in Preduc- 
tion Introduced by Mee and Cochrane; 
Chairman’s Talk Well Received 





It was a happy, attentive crowd of 
men that gathered at the Waldorf-Asto- 
ria Hotel, New York, last Friday eve- 
ning to attend the annual dinner of the 
Alert Club of the National Surety, New 
York Indemnity, and affiliated compa- 


nies, given in honor of William B. Joyce, 
Not only were 


chairman of the boards. 





WILLIAM B. JOYCE 
department heads and officers present, 
but many leading general agents and 


branch managers came to the affair from 
out of town. Hereafter these men will 
be designated as non-resident members 
of the club which now has a membership 
of more than 300. 


Allen Gracious as Toastmaster 

Following more than an hour of en- 
tertainment, the feature of which was 
the clever dancing of a six-year-old boy, 
E. M. Allen, executive vice-president, 
took the flesr as toastmaster, acd in a 
gracious speech explained chat he was 
pinch-hitting for President E. A. St. 
John, who was present but had a bad 
cold. “Loyalty” was the theme of Mr. 
Allen’s talk, and he said convincingly 
that it was the loyalty, efficiency, abil- 
ity and knowledge of the National's per- 
sonnel that had made it a successful or- 
ganization. Mr. Allen also praised the 
important part which Mr. Joyce has 
played in the surety world. 

He then called on John L. Mee, agency 
vice-president, who introduced to those 
present the five outstanding branch of- 
fice managers and general agents in a 
contest that the company conducted dur- 
ing the past three months of 1927. They 
were: William McCalley of Atlanta, 
Percy Wiles of Newark, Joseph Forney 
of Lancaster, Pa.; Daniel Buckley of 
Guffin & Mauzy, Gary, Ind.; J. P. Mc- 
Grayel of Indianapolis, Everett Charleton 


of Seyler-Day & Co., Los Angeles; P. 
O. Draper of Kansas City and John 
Scanell of Columbus, Ohio. 


Mr. Mee was followed by John Coch- 
rane, vice-president in charge of the 
forgery bond department, who presented 
the following as the five leading produc- 
ers in his department: J. C. Murphy, 
New York City; G. W. McKee, Dallas, 
Tex.; L. E. Reinhardt, Chicago; R. L. 
Chapman, Cleveland, and R. S. Harner, 
Philadelphia. 

Joyce Reminiscent 

Then came the talk by Chairman Joyce 
which was the high point of the evening. 
He showed first how appreciative he was 
of the lovalty of his organization and 
declared that the National Surety never 


could have attained its prominence in 
the surety world without such a feeling 
permeating the company. Particularly 
did he praise those men who have been 
with the National for a long period of 
service. 

At times Mr. Joy ce was philosophical, 
then reminiscent. “I’m a pretty grateful 
cuss, more grateful than some pecple 
give me credit for, in voicing my appre- 
ciation for the way you all have support- 
ed the National Surety,” he said. At an- 
other point in his talk he remarked: “I 
decline the honor of having made the 
National Surety Co. I maintain that the 
company made me and I don’t mean the 
corporate body but the personnel.” 

Then he said: “Sometimes I give you 
the devil when things go wrong, but 
really I don’t get any satisfaction out 
of saying harsh things. When I was 
very young and was the office boy in the 
office of a Civil War general in Grand 
Rapids, Mich., I] was a harum-scarum 
sort of a kid, chock full of mischief. I 
probably didn’t apply myself as indus- 
triously as I should. The general would 
get after me every once in a while and 
reprimand me sev erely for my shortcom- 
ings. 

Calls His “Bark Worse Than His Bite” 

“Once he gave me such a severe lec- 
ture that I started to cry and then he 
said to me: ‘I tell you things in this way 
so that you won’t make the same mis- 
take again.’ 

“That advice hit home to me and simi- 
larly I have noticed that after I have 
pointed out mistakes to some of you that 
you don’t make them again.” As an af- 
terthought, Mr: Joyce mentioned that if 
his character were analyzed it would be 
found that his “bark was worse than his 
bite.” 

And again, in conclusion, he spoke 
happily of the steps of progress made by 
the National Surety and added: “To 
know that T have helped men to make a 
success in this world has done me more 
good than any one other thing.” 


Company’s Progress in 1927 


The National Surety, it was shown last 
week, had total net premiums last year 
of $17,569,504 and a total income of $20,- 
338,909. The dividends paid were $1,250,- 
000 and the net earnings carried to sur- 
plus were $1,801,703, making a total of 
$3,051,703, equal to 20% on the recently 
increased capital of $15,000,000. The net 
surplus was shown as $12, 415,078. 

The combined statement 0° the Na- 
tional Surety and the ivew York Indem- 
nity, controlled and operated by the same 
interests, showed total assets of $54,885,- 
051. The total net premiums were $24,- 
118,737 and the total combined income 
was $27,998,026. The National Surety 
has also set up a reserve of $695,790 for 
incurred but unreported losses in keep- 
ing with the recent ruling of the New 
York Insurance Department. 





W. J. FALVEY PROMOTED 





Made First Vice-President of the Mas- 
sachusetts Bonding; Continues in 
Charge of the N. Y. Office 
Wallace J. Falvey, who has been in 
charge of the New York office of the 
Massachusetts Bonding for the past two 
years as vice-president of the company, 
has been promoted to be first vice-presi- 
dent and will continue to have charge of 
the New York territory. Under his 
leadership the company’s premium vol- 
ume in the metropolitan area has in- 
creased substantially. He is popular with 
the brokers and prominent in local casu- 

alty affairs. 

Mr. Falvey started his insurance ca- 
reer at the home office of the Massa- 
chusetts Bonding in 1919, after serving 
as a lieutenant in naval aviation. He 
was then placed in charge gf the metro- 
politan branch office of the company in 
Boston. In 1920 he was elected an as- 
sistant manager of the company and sub- 
sequently vice-president. 

3esides his insurance affiliations, Mr. 
Falvey is also a director of the Masiowsl 
Rockland Bank of Boston. 


TO ADD 300,000 SHARES 





Insurance Securities Co. of New Orleans 
Now Has 500,000 Shares; Stock to 
Have Wide Distribution 
The board of directors of the Insur- 
ance Securities Co. has by unanimous 
action called a meeting of the stock- 
holders, for the purpose of amending 
the charter of the company by increasing 
the number of shares of stock author- 
ized to 800,000 of the par value of $10 
cach. The present authorized stock of 
the company is 500,000 shares of the par 
value of $10 each, of which there are 

presently outstanding 418,913 shares. 


In seeking the authorization of this 
additional stock, the directors desire 


to place the company in a position to 
take advantage of opportunities which 
have been presented for the enlargement 
of business. 

“In disposing of the stock presently 
authorized and to be authorized through 
the adoption of the proposed amendment, 
the directors will continue to be guided 
by the policy of placing such stock in in- 
vestment channels throughout the coun- 
try, thereby enhancing the influence of 
the company and at the same time broad- 
ening the market for its stock, which 
should result in substantial benefit to 
the stockholders,” President W. Irving 
Moss says. 

The Insurance Securities Co. is the 
holding company of the Union Indem- 
nity, Northwestern Casualty Co., La Salle 
Fire and Union Title Guarantee Co. 





IAGO MADE VICE-PRESIDENT 





Promotion By Fidelity & Deposit Mer- 
ited; Has Been Its Burglary and 
Plate Glass Superintendent 
John J. Iago, superintendent of the 
burglary and plate glass department for 
the Fidelity & Deposit, was promoted 
last week to be a vice-president of the 
company. He has been with the com- 
pany for the past four or five years, 
serving as a special agent in the field 
before coming in to the home office. 
He was with the United States F. & 
G. before joining the Fidelity & Deposit; 
was in its Chicago office for a time and 
also handled its business in southern 

California. 

Mr. Iago is a keen student of the 
business and has been generous in con- 
tributing articles to the various trade 
papers on burglary and plate glass prob- 
lems. 





MAKES NORFOLK APPOINTMENT 

The New York Indemnity has ap- 
pointed W. Taylor Johnson, Inc., of Nor- 
folk, Virginia, as its general agent for 
fidelity and surety lines. This company 
formerly represented the New York In- 
demnity Company on a regional basis. 

Charles H. Hines, formerly manager 
of the bonding department of the Guar- 
anty Title & Trust Corp., general agents 
for the National Surety in Norfolk, has 
been appointed manager of the Surety 
Division of thé W. Taylor Johnson or- 
ganization. 


S: 


$5,000.00 for $12.00 


On November 7, 1927, 

we issue a ‘New Uscasco’’ Accident 
Insurance Policy to Mr. C. Woodson 
Zaring, Jr., of Jacksonville, Fla., for a 
premium of $12.00 per year. 

On December 19, 1927, 

Mr. Zaring met with accidental death 
through the overturning of an auto- 
mobile in which he was riding. 

— On December 24, 1927, 
FE our representative delivered to the s 
beneficiary named in the _ policy 

$5,000.00. 


{f your insurance agent or broker 
has not a copy of this policy to show 
you, he can get one by applying to: 

EDSON S. LOTT, President, 

United States Casualty Company, 

80 Maiden t.ane, New York 
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Helping Agents 
Meet 
New Competition 


USINESS is in a con- 

stant state of flux— 
undergoing changes daily. 
There is new competition 
ever to be met. Insurance 
is no exception. You have 
to bring into your selling 
fresh ideas, new methods 
of approach in order to 
grow and to increase your 
income. 


The Home Office of the 
United States Fidelity and 
Guaranty Company recog- 
nizes the existence of 
these factors and co-oper- 
ates with its agents in 
meeting them. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 
Home Office: 
BALTIMORE MARYLAND 








Over $155,000,000 Paid in Claims 
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ROBT. J. HILLAS, Presipent 
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Compensation Fraud 
Charges in N. Y. Move 
Gov. Smith to Action 


PROF. ROGERS TO INVESTIGATE 





Legislature Endorses Governor’s Deci- 
sion; Approves of Motion Extending 
Life of Industrial Commission 





The interest of casualty men this week 
was focused on Governor Smith’s order 
for an investigation into the administra- 
tion of the New York State Compensa- 
tion Fund and his appointment of Pro- 
fessor Lindsay Rogers of Columbia Uni- 
versity to conduct this investigation un- 
der the Sherman-Moreland act. At the 
same time a motion was introduced and 
immediately adopted in the Senate, ex- 
tending the life of the Industrial Survey 
Commission until March 12, and giving it 
broader and specific inquisitorial powers. 

That there will be no friction between 
these two factions is indicated by the 
fact that later in the week the Assem- 
bly by a strictly party vote passed fa- 
vorably upon the resolution previously 
adopted by the Senate, together with a 
second resolution in which the Industrial 
Survey Commission pledged its co-opera- 
tion to Professor Lindsay. 

As to the reasons for his appointment 
of Professor Lindsay, Governor Smith 
said this week: “A responsible member 
of the Legislature recently issued a 
statement which was printed in the 
newspapers that the State Labor De- 
partment was ‘honeycombed with graft.’ 
| took immediate action and the whole 
situation will be investigated.” 

Regular System of Frauds 

The “responsible member of the Leg- 
islature” to whom Governor Smith re- 
ferred was Assemblyman J. W. Cornaire, 
counsel of the Industrial Survey Com- 
mission. Mr. Cornaire indicated a week 
or so ago that when the report of his 
commission on compensation frauds is 
submitted to the legislature it will show 
how the state compensation fund and 
private insurance companies have been 
defrauded of hundreds of thousands of 
dollars in the past few years. “Frauds 
have developed into a regular system,” 
he said, “and there is evidence in our 
possession of widespread collusion among 
doctors, lawyers, employes of the Com- 
pensation Bureau and workmen to fleece 
the state and the insurance companies.” 

The method that has been frequently 
used, he declared, is to antedate claims; 
then, with the connivance of an employe 
of the bureau and physicians and law- 
yers, have the claim awarded. One case 
was found, he said, where a claim was 
(dated March, 1925, and made out on a 
blank that was not in use before Octo- 
ber, 1925, 

Many of the faked claims were pre- 
sented by shyster lawyers, according to 
Mr. Cornaire, and when the commission 
tried to locate the claimants they 

searched everywhere,” but found that 
the “\workmen” who signed them “had 
evidently vanished into thin air.” 

“Not only are the compensation fund 
and the insurance companies defrauded,” 
said Mr. Cornaire, “but injured workmen 
Sutter both from the machinations of 
Tunners and shyster lawyers in collusion 
with employes of the bureau and from 
the decreased premiums. The heavy 
losses from these fraudulent claims 
mak it impossible to pay injured work- 
men their full share of compensation.” 
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AVORS ADVERTISING PLAN 

When the matter of institutional ad- 
Yertising was brought up at the Surety 
Ass “lation meeting last. week, those 
Present indicated unanimously that they 
Were in favor of it. It will be remem- 
bere that $10,000 was appropriated by 

€ association to conduct a survey into 
the problem of what was the best plan 
‘or such advertising. The subject has 
now been referred to the Association of 
Casualty & Surety Executives for fur- 
ther research, 


COMMONWEALTH CASUALTY 





Its Directors Approve of Increase in 
Capital and Surplus; Premiums 
Gain $721,453 
Directors of the Commonwealth Cas- 
ualty this week approved a; proposed in- 
crease in capital stock from $600,000 to 
$1,100,000 and an increase of surplus of 
from $400,000 to $900,000. | The capital 
and surplus increase plan will be sub- 
mitted to a special meeting ‘of stockhold- 

ers in April. 

At the annual meeting of stockholders, 
also held this week, E. W. Cook, vice- 
president and general manager, reported 
that the loss ratio last year was from 3 
to 4% below that of 1926. Total assets 
as of December 31, 1927, were given as 
2,480,348, as compared with $1,456,219 a 
year previous. Premium income last 
year was $2,050,000, an increase of $721,- 
453 over the 1926 volume. Directors and 
officers were re-elected. | 


PERRY AGENTS VISIT BALTIMORE 








2-Day Outing Given to Winners in 

Agency Contest; Entertained by 
Md. Casualty; Visit Washington 
_ Prize-winning agents of G. W. Perry 
Co., Inc., of Elmira, N. Y., in a contest 
conducted by the agency during 1927, 
were treated to a two-day visit to the 
Maryland Casualty home office last 
week. Upon arriving in Baltimore they 
were taken for an automobile ride in 
the business and financial district and 
were then met by President F. High- 
lands Burns and officials at the home 
office. 

A bus trip to Washington was made 
on the second day, where the visitors 
saw the House of Representatives in ac- 
tion, caught a glimpse of the Senate and 
attended a session of the Supreme Court. 
The beauty spots of the Capitol City 
were also visited. Charles W. Perry, 
president of the Perry organization, was 
in charge of the party. 


CENTURY INDEMNITY CHANGES 
Claim Divisions Opened in Philadelphia 
and Newark; H. W. Fluty Joins 
Home Office Compensation Dep’t 
The Century Indemnity has opened a 
claim division in Philadelphia with How- 
ard White as its manager. Mr. White 
comes from the Maryland Casualty hav- 
ing been for several years manager of 
the St. Louis claim division of that com- 
pany and later superintendent of automo- 

bile claims at the home office. 

The Century has also opened a claim 
division at Newark with Harold B. Kie- 
fer as its manager. Mr. Kiefer has for 
many years been connected with the 
handling of claims for the Travelers in 
northern New Jersey. 

Holly W. Fluty has been appointed 
supervisor of compensation claims at the 
head office. Mr. Fluty was formerly con- 
nected with the home office of the Mary- 
land Casualty in the compensation de- 
partment and for the past two or three 
years has been supervisor of compensa- 
tion claims for the Central West Cas- 
ualty at its home office in Detroit. 





WATCHING LEGISLATIVE BILLS 

The Louisville Casualty & Surety 
Agents’ Association is watching careful- 
ly several bills in the Kentucky Legisla- 
ture. One of these would increase med- 
ical allowances under the workmen’s 
compensation act, from $200 to $400, and 
the minimum weekly compensation from 
$5 to $7; and maximum allowances, from 
$15 to $18. Another bill attracting at- 
tention is a general liability bill. 





BRANCH TO MOVE 

The Philadelphia branch office of the 
Commercial Casualty moved this week 
from its quarters at 136 South 4th street 
to the new Commercial Casualty build- 
ing at 134 South 4th street. Joseph A. 
Brady, resident vice-president, is in 
charge of the new office. 
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OF AMERICA 
JAMES GIBBS, President 
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12 Washington Place 
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W. B. Lowndes Elected 
F. & D. Board Chairman 


SUCCEEDS VAN LEAR BLACK 





New Chairman is Prominent Baltimore 
Banker with Many Years of Experi- 
ence; Also Heads Fidelity Trust 





W. Bladen Lowndes, prominent Bal- 
timore banker, was elected chairman of 
the board of directors of the Fidelity & 
Deposit last week, succeeding Van Lear 
Black, who has held that position since 
1920. Mr. Lowndes also succeeds Mr. 
Black as president of the Fidelity Trust 
Co. 

President Charles R. Miller, in report- 
ing Mr. Black’s resignation, explained 
to the directors that Mr. Black desired 
to be relieved of executive duties as he 
had planned to travel’ extensively this 
year. He will continue to serve on the 
Fidelity & Deposit’s board, however, and 
as a member of the executive commit- 
tee. Mr. Black is much interested in 
commercial aviation and it will be re- 
membered that he made a_ 10,000-mile 
flight last summer from Holland to the 
Dutch East Indies. It was considered 
the longest private pleasure cruise in the 
history of aviation. He is now in Eu- 
rope and is planning soon to fly to South 
Africa. 

Aside from Mr. Lowndes’ election as 
chairman of the board, there will be no 
changes in the personnel of the direc- 
torates or of the executive committees 
of either the Fidelity & Deposit or the 
Fidelity Trust Co. 

Lowndes for Many Years a Banker 

Mr. Lowndes is a member of one of 
the oldest and most prominent families 
in Maryland. Following his graduation 
from the Sheffield Scientific School at 
Yale in 1899, he went with the Union 
Mining Co. at Mt. Savage, Md. Within 
a short time he was made superintend- 
ent for the company and remained in 
that position until 1907 when he resigned 
to become associated with the Second 
National Bank of Cumberland as its vice- 
president. Five years later he joined the 
Fidelity Trust Co. of Baltimore as its 
first vice-president and continued to 
serve in that capacity until the present 
time 

In addition to his interests in the Fi- 
delity Trust and the Fidelity & Deposit, 
Mr. Lowndes is a director of many other 
Baltimore and Maryland companies, 
among them the Arundel Corporation 
and the Consolidation Coal Co. of Bal- 
timore; the Union Mining Co: and the 
First National Bank of Mt. Savage, Md.; 
the Second National Bank of Cumber- 


land, Md., and the Lowndes Savings 
Bank & Trust Co. of Clarksburg, W. 
Va. 


N. J. PLATE GLASS GAINS 





Annual Statement Shows increases; As- 
sets $760,000 Higher Than 1926; Pre- 
mium Reserved $1,618,440 

The annual statement of the New 
Jersey Fidelity & Plate Glass, whose of- 


fices are located at 271 Market street, 
Newark, shows increases in every de- 


partment, over that of the year 1926, 

The assets of the company are given 
as $6.390,006, showing a gain of over 
$700,000 over that of 1926 figures which 
are given as $5,605,576. The premium re- 
serve increased from $1,351,340 to $1,- 
618.440, a gain of over $250,000. 

Other figures for the year are as fol- 
lows: reserves for outstanding claims, 
$1,893,708; other liabilities, $270,000; vol- 
untary contingent reserve, $300000; net 
surplus beyond all liabilities, $1,507,356, 
with the company’s capital of $800,000 
makes a surplus to the policyholders of 
$2,307.256, an increase of over $225,000 
for the corresponding year which to- 
taled $2,181,773. 

The company was organized April 21, 
1868, and commenced doing business in 
September of the same vear. The presi- 


dent of the company is Samuel C. Hoag- 
land. 
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Times Change. Are You 
Keeping Pacer 


A Progressive Agent Talks— 


“Many insurance agencies and in- 


surance companies are still thinking . 


in terms of the old bicycle days but 
you'll note that those that are really 
going ahead are not afraid of new 
ideas. My insurance business is 
paying me well and is getting better 
every year but I don’t believe any 
business can continue to be success- 
ful unless it keeps up with the times. 


“What casualty company do I 
represent? Why, the London 
Guarantee and Accident Company. 
There is an organization that has 
the same ideas about keeping up 
with the times that I have.” 


Agents interested in a casualty 
company progressive in every sense 
of the word may communicate with 
the Agency Department for details 
concerning a contract. 


Head Office: New York Office: 


55 Fifth Avenue 90 Maiden Lane 


NEW YORK 
C. M. BERGER, United States Manager 


January 27, 1928 
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How Donnegan Views 
Mortgage Guarantees 


FAVORS COLLATERAL TRUSTS 





Explains to Surety Students How Met- 
ropolitan Casualty Handles This Type 
of Business 





The guaranteeing of real estate mort- 
gages, a comparatively recent develop- 
ment in the surety business, was ably 
discussed last week by E. J. Donnegan, 
first vice-president, Metropolitan Cas- 
ualty, before the junior surety course of 
the Insurance Society of New York. Mr. 
Donnegan has given this type of busi- 





EDMUND J. DONNEGAN 


ness considerable thought and is con- 
vinced that it will develop into a most 
productive and remunerative line if the 
proper underwriting care is exercised. 

In entering this field, he said that the 
Towner Rating Bureau and the compa- 
nies found it necessary to predicate their 
premium rates and. underwriting princi- 
ples upon the experience of old line 
mortgage companies, engaged for many 
years in the production of loans which 
they subsequently resold, with their own 
guarantee added, to the individual in- 
vestor. “These companies,” he explained, 
“usually do a purely localized business; 
they make loans on properties and in 
districts with which they and their ap- 
praiscrs are thoroughly familiar; and 
since they are in the first instance lend- 
ing their own money, the transaction is 
handied with such prudence and care 
that the overlying guarantee often con- 
stitutes merely a super-precaution.” 

Alertness Necessary 


_Mr. Donnegan then told how a new 
situation had confronted the surety com- 
nies. Easy money, the readiness with 
which a guaranteed obligation could be 
arketed, and the consequent opportu- 
nity for quick profits, had tempted into 
mortgage field many producers who 
possessed neither the capital nor the ex- 
perience of their predecessors and con- 
temporaries. The surety companies 
iid themselves up against the job of 


segregating the sound mortgage produc- 
ers [rom those less competent and sea- 
Soncd. And lacking in experience save 
tha which might eventually prove to be 
Parily inapplicable to present conditions, 
“9 surety companies found themselves 
0 


some extent groping in darkness. 

Mr. Donnegan’s suggestion was to be 
ver watchful, alert and studious. He 
observed that there were some surety 
men who regarded mortgage guarantees 








with dismay but said that there was a 
difference between caution and timidity. 
Favors the Collateral Trust © 
Personally he favors collateral trust 
issues, comprised of a multitude of 
smaller loans. He thought that while 
the large office building, apartment or 
hotel loan, carefully underwritten, was 
undoubtedly safe, that it was neverthe- 
less characterized by certain inherent 

dangers. 

His reasons for this conclusion were 
as follows: The difficulties of accurate 
appraisal obviously increase with the size 
of the structure; such risks are fre- 
quently construction loans, embracing 
certain hazards; such guarantees pre- 
sent a great concentration of risk. Then 
in the event of default or foreclosure, 
the size of the loan and the limited pur- 
pose to which the building may be de- 
voted limits the number of prospective 
buyers, and therefore the security has a 
lesser marketability than that afforded 
by smaller residential or business struc- 
tures. 

Mr. Donnegan deemed the safest type 
of mortgage guarantee to be that given 
to a trustee of collateral trust notes or 
bonds, which insures to the trustee the 
payment of the principal and interest of 
the mortgages deposited with such trus- 
tee as security for the collateral trust 
notes. 

Moratorium Clause Necessary 

But the class most frequently en- 
countered by the surety company, he 
said, was the collateral trust issue with 
overlying guarantee. Instead of guar- 
anteeing the payment of the principal 
and interest, the surety guarantees di- 
rectly the overlying notes or bonds is- 
sued by the mortgage company against 
the deposited mortgage collateral. Mr. 
Donnegan, in pointing out the hazard in 
such a procedure, said that the surety 
company would become liable for any 
failure of the mortgage company to pay 
its collateral notes or bonds, irrespective 
of the condition of the underlying col- 
lateral. 


He added: “Economic pressure has 
forced most of the mortgage companies 
to demand and the sureties to issue this 
type of guarantee. It can be granted 
with safety, however, only where the 
guaranteed notes or bonds contain a 
moratorium clause permitting the surety 
to delay payment of the principal, pro- 
vided it pays the interest meanwhile, for 
a period sufficient to enable it to liqui- 
date the underlying collateral, and thus 
provide funds with which to meet the 
overlying obligation. This period is usu- 
ally fixed by the companies at eighteen 
months.” 

No Set Underwriting Rules 

Turning to the underwriting principles 
governing the handling of mortgage 
guarantees, Mr. Donnegan explained that 
owing to the lack of standardization and 
the disparity in practice, that it was dif- 
ficult to lay down set rules without ap- 
pearing directly or by implication to 
criticize the practices of some mortgage 
companies or surety companies holding 
contrary opinions. 

In the first place, he felt that there 
was considerable difference of opinion 
concerning the amount of business of 
this type which any surety company 
should write. He said: “Some hold that 
no company should guarantee mortgages 
beyond the extent of twenty times the 
surety company’s own capital and sur- 
plus; others believe that if the business 
is sound and possesses sufficient diver- 
sification, any such limitation is absurd. 
I believe that a surety company should 
keep its mortgage guarantee obligations 
somewhat commensurate with its out- 
standing obligations in other lines.” 

Metropolitan Casualty Requirements 


He then said that the Metrdpolitan 
Casualty had recently decided on four 
cardinal requirements which -ail mort- 
gages submitted for guarantee must 
meet. First, they must be absolute first 
liens upon improved income producing 
property. Secondly, they must be ap- 
praised and approved by the companys 
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the appointment of 


E. M. ALLEN 


as 


Executive Vice-President 




















own representatives, and in no case may 
the loan exceed 60% of such appraisal. 
Thirdly, no single mortgage may exceed 
$50,000. And lastly, mortgage compa- 
nies obtaining the Metropolitan’s guar- 
antee must themselves unqualifiedly 


guarantee payment of principal and in- 
terest. . 


He followed up this statement of un- 
derwriting requirements by an explana- 
tion of each. For example, no mortgage 
company is acceptable to the company 
unless it is first determined by a search- 
ing investigation that the personnel of 
that company is of the highest type. 
Furthermore, the mortgage company 
should not attempt too large a field of 
— Its capital should be substan- 
ial. 

Mr. Donnegan said that mortgages in 
which the borrower repays the loan in 
equal monthly instalments of principal 
and interest over a period of 120 or 144 
months, were particularly desirable from 
his viewpoint because they are usually 
mortgages on homes, the average unit is 
small, and the monthly amortization is 
constantly increasing the equity which 
protects the surety. 


Pitfalls in Trust Deeds 


Commenting on trust deeds, he said 
that they were full of pitfalls, and the 
underwriter and his counsel could tread 
them safely only by thoroughly under- 
standing each and every part of the con- 
tract. The trustee, he felt, should be a 
bank or trust company, having capital 
and surplus entirely commensurate with 
the cash which it might from time to 
time hold pursuant to the terms of the 
trust. : 

One hazard pointed out by Mr. Don- 
negan was the possibility of forged or 
fictitious mortgages. He thought that 
protection against any such mischance 
should be required by insisting that the 
policy of title insurance guarantees, not 
that the supposed maker of the mort- 
gage has title to the property, but rather 
that the instrument held by the trustee 
vested in it a valid first lien. If such a 
policy is obtained, the title insurance 
company bears the risk of loss through 
forgery. 

Before closing his talk he gave out a 
few pointers on what to avoid in guaran- 
teeing mortgages. He said: “The care- 
ful underwriter will look with some cau- 
tion upon new developments and upon 
loans made in what we may call “boon 
towns.” He will also avoid concentration 
in particular sections of a given section 
and also in a given part of the country. 
Diversification may be obtained by 
spreading the loans over widely dis- 
similar districts. ‘ 


Scrutinize Small Towns 


“Very small towns and those depend- 
ent for their prosperity mainly upon a 
single industry should invite careful 
scrutiny. A limitation should be placed 
upon the amount of any one loan to be 
accepted in a small town and also upon 
the aggregate there approved. 

“Use more than one local appraisal and 
at the same time set up at your home 
office a permanent, well-equipped and 
competent guaranteed mortgage depart- 
ment, headed by a man who thoroughly 
understands the mortgage business. Sub- 
mit the appraisals of the local men to 
the home office for review. Have com- 
petent employes at the home office follow 
up the collateral after the loan has been 
accepted; also the extent of the out- 
standing commitments of the mortgage 
companies: the proportion of their loans 
in various districts, and the synchroni- 
zation of the collateral. 

As a closing suggestion he urged that 
the surety company have its own au- 
ditors rotating through their mortgage 
company clients periodically, verifying 
the mortgages, the liquid position of the 
mortgage company, the status of the 
collateral, the extent of defaults and col- 
lections and the existence of adequate 
insurance. In short, money should be 
spent for loss prevention instead of loss 
payments. 
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Aetna C. & S. Has Best 
Year In Its History 


EARNINGS AT $151 PER SHARE 








Added $2,389,549 to Surplus, a Gain of 
33.4%; Made Substantial 
Investment Gains 





The Aetna Casualty & Surety had the 
most successful year in its history in 
1927. Its annual financial statement, 
made known this week, shows earnings 
at the rate of $151 a share. The best 
previous earning results of the company 
was in 1926, when approximately $90 a 
share was earned. 

The Aetna Casualty added $2,389,549 to 
surplus, making that item in the com- 
pany’s statement $9,524,032. The gain 
was 33.4% for the year. The gain in 
the surplus account has been approx- 
imately 100% in the last ten years. | 

The statement this year shows an 1n- 
crease of $500,000 in a special reserve set 
up for contingencies, leaving this figure 
at $1,000,000. ; 

The increase in surplus, the additional 
special contingency reserve and dividend 
payments to stockholders, amounting to 
$240,000, gives total earnings of $3,089,- 
549. In addition the company increased 
its unearned premium reserves $263,466 
to $10,626,134, part of which in ordinary 
experience will result in profit to the 
company. The increase in reserves for 
the year was 2.5%. 

Investments Wise 

The company had a most successful 
year in its investments. The book value 
of bonds owned was $15,871,751 as of 
December 31, 1927, compared with $14,- 
581,917 as of December 31, 1926. The 
increase was 8.2%. In common with all 
companies having well selected invest- 
ments in stocks substantial enhancement 
in values of stocks was shown. The 
book value placed on the stocks, as of 
December 31, 1927, was $6,207,534, com- 
pared with $4,550,975 the year before. 
The gain was 34.2%. 

Assets $31,601,484 

The total admitted assets were given 
at $31,601,484, compared with $27,672,539 
on December 31, 1926, an increase of 
14.2%. 

The premium income in 1927 was $17,- 
294,273 compared with $17,335,620 in 
1926, a decrease of 0.3%. Interest and 
rent income showed an increase of 16.7%, 
having been $1,073,548, compared with 
$919,560 in 1926 Profits from the sale of 
securities in 1927 showed an increase of 
2.6%, amounting to $18,777,947. 

Good Underwriting Results 


Underwriting results were among the 
most favorable, if not the most favorable, 
in the history of the company. The gain 
from underwriting profit and loss items 
was $834,068, compared with $266,681 in 
1926, a net of 213%. 

Gross interest and_ rents earned 
amounting to $1,094,018, compared with 
$952,079 in 1926; net interest and rents 
earned amounted to $1,027,594, in 1927, 
compared with $903,519 in 1926 

Gains from investment profit and loss 
items amounted to $1,267,286 in 1927 and 
$436,477 in 1926, or 191% The gain from 
investments during the year amounted 
to $2,294,880 compared with $1,339,996 in 
1926. ; ; 

Total gains from underwriting and in- 
vestments in 1927 amounted to $3,129,549 
and in 1926 to $1,606,677, or an increase 
of 94.8%. 





NEW AMSTERDAM GAINS 
Thomas L. Purdum, vice-president, 
New Amsterdam Casualty in New York, 
reports that his office showed a substan- 
tial increase last year over the 1926 pro- 
duction. 





LICENSED IN COLORADO 
The General Casualty Company of Am- 
erica, Seattle; the Western Insurance 
Company of America, Seattle, have been 
licensed in Colorado. - 


T. A. ENGSTROM PROMOTED 





Made Philadelphia Branch Manager of 

Aetna Life Companies; Formerly 

in St. Paul 

Theodore A. Engstrom, who has been 
manager of the St. Paul branch of the 
Aetna Life & Affiliated Companies, was 
appointed manager of the company’s 
Philadelphia branch office this week, suc- 
ceeding Harold K. Remington. Mr. 
Remington left the company last week 
to become vice-president of the Constitu- 
tion Indemnity. 

Mr. Engstrom is one of the company’s 
youngest branch managers. Joining the 
organization in 1914, he was first a spe- 
cial agent for the development of acci- 
dent and health insurance at St.’ Paul. 
ag office at that time handled only this 
ine. 

In 1918 Mr. Engstrom left the com- 
panv to enter the military service. He 
qualified for the flying corps and be- 
came an instructor of aviation. Upon 
leaving the army, he spent a short time 
with ‘the Curtis Aeroplane & Motor 
Corp.'at New’ York. In the early part 
of 1923, St. Paul was designated an all- 
line branch office, with Mr. Engstrom at 
its head. His success in the development 
of casualty business has been notable. 

To assist Mr Engstrom in administer- 
ing the affairs of the Philadelphia branch 
office, Howard Hager has been appoint- 
ed assistant manager and George T. 
Barber assistant to the manager. Both 
of these men have been identified with 
the Philadelphia branch for some time. 





FIGHTING AUTO P. L. INCREASE 
Michigen Insurance Department Gets 
Experience of Ohio and New York 
for Past Five Years 

Information in regard to automobile 
public liability loss ratios in several other 
states is being obtained by officials of the 
Michigan insurance department who re- 
cently protested against the recent in- 
crease in rates on this type of business 
as it affected Michigan. It is known that 
the departments of a number of states 
have been appealed to for figures on 


public liability experience filed with 
them by the various carriers. 
Among the commonwealths from 


which statistics have already been ob- 
tained are New York and Ohio. The 
average loss ratio for each of these 
states over a five-year period has been 
slightly lower than that of Michigan, it 
was indicated, and department officials 
are said to be rather firmly convinced 
that these reports are upholding their 
contention that there was little justifica- 
tion for the companies’ action in increas- 
ing rates a country-wide average of 
16 2/3%. The reported loss ratio in New 
York, Ohio and Michigan, over a five- 
year period, is declared to be less than 
40% when figured strictly on a basis of 
premiums collected compared with 
amounts paid out in settlement of claims. 





BROOKLYN BRANCH TO MOVE 


The Brooklyn branch office of the 
Metropolitan Casualty will move on 
January 28 from 151 Montague street, to 
16 Court street. This move is due to the 
rapidly increasing business and the need 
for more space and improved working 
conditions. 





BROWN JOINS ROYAL INDEMNITY 





To Be Its A. & H. Manager Succeeding 
R. O. Davidson; Formerly With Mis- 
souri State Life 

Read Brown, who has been with the 
Missouri State Life for the past seven 


years in its accident and health depart- 
ment, has resigned to become accident 
and health manager of the Royal In- 
demnity, succeeding R. O. Davidson, re- 
signed. Mr. Brown’s appointment is ef- 
fective February 1. 

His training in this field has been a 
thorough one. Before joining the Mis- 
souri State Life he was with the Trav- 
elers, learning the business under the 
guiding hand of John J. Crowley. When 
Mr. Crowley joined the staff of the Mis- 
souri State Life in March, 1921, as sec- 
ond vice-president to organize and di- 
rect its accident and health activities, 
Mr. Brown came along with him as su- 
perintendent of this department. 

Following Mr. Crowley’s resignation 
in April, 1927, Mr. Brown became man- 
ager of the department. He has showed 
considerable ability in carrying on the 
work started by Mr. Crowley and in his 
new capacity with the Royal Indemnity 
it is expected that the department will 
continue to grow under his management. 





H. & A. CONFERENCE PLANS 


The Accident and Health Agent Fea- 
tured on First Day; Then the 
Phraseology of the Contract 
Preliminary program plans for the 
forthcoming Health & Accident. Under- 
writers’ Conference on March 13 and 14 
at the Stevens Hotel, Chicago, indicate 
that on the afternoon of the first day 
the general theme will be “The Acci- 
dent and Health Agent,” which will be 
discussed from the three viewpoints— 
(1) of the company executive; (2) of the 





underwriter; (3) of the claim adjuster,. 


Each of these viewpoints will be dis- 
cussed in turn by accident and health 
agents. It promises to be an interest- 
ing session. 

Then on the 14th the general theme 
will be the “Accident and Health Con- 
tract,” in which the various provisions 
of the policy contract will be analyzed 
and phraseology discussed. Special at- 
tention will be given to the wording of 
the two special features—hospital and in- 
demnity and surgical benefits. 





ANNUAL AFFAIR OF 49 CLUB 


Chairman William B. Joyce of National 
Surety Principal Speaker at N. Y. 
Indemnity’s Dinner Party 


The Forty Nine Club of the New York 
Indemnity held its annual dinner at the 
Hotel LaFayette in New York City last 
week. Besides the forty-nine members 
of the club, enough executive officers of 
the company and general agents in the 
vicinity of New York were present to 
make up a party of about a hundred. 

President Spencer Welton acted as 
toastmaster, and the principal speaker 
was Chairman William B. Joyce; Rob- 
ert I. Boswell, manager of the metro- 
politan department, sang a number of 
songs, and a professional entertainer as- 
sisted in making the evening a pleasant 
one. ' 








Georgia Casualty Company 
Atlanta, Georgia 
HARRY C. MITCHELL, President 


COMPLETE CASUALTY INSURANCE SERVICE 
APPLICATIONS FOR AGENCIES SOLICITED 
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Maryland Casualty tc 
Observe 30th Birthday 


PREMIUMS TOTAL 


$313,036,009 
President Burns Makes His Annual 
Report, Showing an Increase of 
$3,834,000 in Assets in 1927 








The Maryland Casualty, which closed 
1927 with a total of $29,403,001 in net 
premiums and an increase in assets oj 
$3,834,000, will celebrate its thirtic:h an. 
niversary in business on March 1 of this 
year. President F. Highlands Buris, in 
commenting upon this anniversary in his 
annual report to the directors of the 
company, said that in these thirty years 
the company has written $313,036,000 in 
net premiums. The capital has increased 
from $250,000 to $5,000,000; $159,563,000 
has been paid out in losses and loss ex. 
pense and $10,134,430 has been paid to 
stockholders in the form of dividends, 

Mr. Burns remarked that the com- 
pany’s surplus has increased in_ thirty 
years from $100,000 to $6,811,000, not in- 
cluding $1,250,000 in additional reserve 
for contingencies. Its assets have jumped 
from $350,000 to $44,168,000. 

Praise for Long Service Men 

It is also interesting to note that three 
of the present directors—Alexander 
Brown, William J. Donnelly and J. Wil- 
liam Middendorf—were among the origi- 
nal directors of the Maryland Casualty 
while Mr. Burns himself has been aff- 
liated with the organization for all of 
these thirty years. 

Mr. Burns had a word of praise for 
the first agents appointed by the com- 
pany, then known as A. Haas & Son, of 
Atlanta, Ga., who are still representing 
the Maryland, as well as many of its 
agents, officials and employes at the 
home office and in the field, who have 
been with the company for more than 
twenty-five years. 

During the past year the premium re- 
serve of the Maryland Casualty increased 
$95,179; the increase in claim reserve 
other than liability and compensation was 
$451,968; in liability and compensation 
claim reserve—$1,193,711; in reserve for 
taxes—$160,000; in real estate deprecia- 
tion reserve—$50,798; in additional re- 
serve for contingencies—$1,250,000. More 
than $700,000 was added to surplus. 

The company’s net premiums for 1927 
were $609,000 less than in 1927; its losses 
were $360,000 below the previous year’s 
figure. Taxes were 21% on the capital; 
the regular dividend of 18% was paid 
during the year, with an extra of 2% 
in December. Owing to the rapid and 
large appreciation in the value of its se- 
curities, the company has set aside a 
reserve of $1,250,000 to take care of de- 
preciation and for any other contingen- 
cies. 

In closing his report Mr. Burns ex- 
pressed his sorrow over the death ol 
Louis K. Gutman ‘and S. Davies War- 
field, directors of the company. Mr. 
Gutman was one of the original direc- 
tors. Austin McLanahan, _ president, 
Savings Bank of Baltimore, and John K. 
Shaw, president, Century Coal Co., were 
elected by the board to fill the vacancies. 





VIRGINIA AUTO BILL 
A bill pending in the Virginia legis- 
lature would make the owner of an auto- 
mobile liable for any damage done by 
its operation by a member of his fam- 
ily or by any other person operating !t 
without his consent. 





E. M. BOYLE’S NEW POS7 
The Glens Falls Indemnity has named 
Edward M. Boyle as its claims adjuster 
in the New England territory. He was 
formerly with the Travelers and \!ctro- 
politan Casualty. 





DECLARES QUARTERLY DIVIDEND 
The General Reinsurance has declared 
a quarterly dividend of $1.25 a share, pay- 
able February 15 to shareholders 0! rec 
’ ord January ‘3ly 
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Doctor, 
Lawyer, 
Banker... 
Insurance Man? 





IN THE course of the average 
man’s business life he very nat- 
urally calls upon his doétor, law- 
yer, and banker for professional 
and business advice. He learns 
from experience that these men, 
through their training and spe- 
cialized knowledge, are qualified 
to counsel him along those lines 
which are outside the immediate 
realm of his particular business. 
Probably, because Insurance has 
not always occupied the impor- 
tant place in business that it now 
does, the average business man 
does not turn to his insurance 
man in quite the same way that he 
does to his doctor and lawyer. 


But there is every reason why he 
should. The counsel of his insur- 
ance man in regard to his insur- 
ance needs is as important as his 
doétor’s medical assistance or his 
lawyer’s legal advice. 


The Employers’ Group Representa- 
tive carefully studies your insurance 
needs in relation to your particular 
business and suggests adequate pro- 
tection. He explains the important fea- 
tures of the recommended policies 
and, as he is willing to assume the re- 
sponsibility for the “insurance-side” 
of your business, he relieves your 
mind of unnecessary detail and worry 
by performing a “service that satisfies.” 





There’s an Employers’ 
Group Representative 
in Your Neighborhood 


4 Our booklet, “The Pioneer’s : 
Primer,” will suggest to you 
your insurable interests. Your 
“Y request for it incurs no obli- 
gation, nor will our repre- 
sentative call upon you 
q as a result. E 















Doctor Lawyer 













Banker | Insurance 


‘Man ? 








THE 


EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 


THE 


EMPLOYERS’ : 


n 
4 FIRE INSURANCE COMPANY 

if AMERICAN 

: EMPLOYERS’ 


INSURANCE COMPANY 


Prattically every kind of Insurance 


except Life Insurance 


110 MILK STREET, BOSTON, MASS. 
“The Home of the Service that Satisfies” 





al 





(H5HE above advertisement is a facsimile of that appearing in current issues of the Atlantic 
i, Monthly, Harper’s, Review of Reviews, Scribner's, World’s Work, and the Golden Book—yes, 
Tue Emptoyers’ Group believes in the American Agency system. We believe that such 
advertising will benefit the insurance business. We believe that it will benefit particularly the 


representatives of THE Emp.oyers’ Group. 


We are proud of the growth of our agency force. We are proud of the large number of loyal agents 
who have been associated with us for many, many years. At the'same time we are glad to say 


that some agency connections are still available for the competent insurance man. 
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Jones Reports On His 
Bureau’s 1927 Activity 


2651 BILLS WERE EXAMINED 





Stresses Opposition Given to Measures 
Which Were Considered Detrimental 
To Insurance Interests 





F, Robertson Jones, secretary-treas- 
urer, Workmen’s Compensation Publicity 
Bureau, in presenting his report at the 
fifteenth annual meeting of the bureau 
last week said that fifty-eight legisla- 
tive sessions had engaged the attention 
of his organization in the past year. Dur- 
ing the year 2,651 bills were examined 
and reported upon as compared with 2,- 
460 bills examined in 1925. As in previ- 
ous years the bureau was vigorous in op- 
posing bills detrimental to the business 
of insurance. 

Among the typical classes of such bills 
opposed, Mr. Jones mentioned monopo- 
listic state-managed compensation insur- 
ance funds: Unreasonable and illogical 


amendments to compensation laws; mo-’ 


nopolistic state-fund automobile insur- 
ance; defectively drawn or unreasonable 
automobile insurance measures; co-de- 
fendant. 

Also bills restricting the right to can- 
cel insurance policies (i. e., accident and 
health); increasing taxes on insurance 
companies; oppressive measures restrict- 
ing the transaction of insurance. 

Among the bills favored, were the fol- 
lowing typical classes: Amendments in 
the interest of clarification; or for elimi- 
nation of errors; amendments improving 
various insurance laws; amendments re- 
moving tax discriminations or newly per- 
mitting uniform deductions; amend- 
ments permitting compensation insurance 
to be carried with private carriers. 

Mr. Jones said that a total of fifty- 
nine compulsory automobile insurance 
bills were introduced in the various 
states during 1927, none of which was 
enacted. Of these, eleven were compul- 
sory automobile liability insurance bills 
with state-fund features and were intro- 
duced in Massachusetts, New York, Ore- 
gon, Wisconsin, and U. S. Congress. 

Among other legislative bills which the 
bureau gave its attention were these im- 
portant types: 

Co-defendant: Introduced in four 
states (Georgia, Montana, Nebraska and 
Texas); enacted in none. 

Evidence in Suits for Damages: In- 
troduced in fourteen states (Connecticut, 
Georgia (2), Maine, Maryland, Michigan, 
Minnesota, Montana, Nebraska (2), New 
York, North Dakota, Ohio, Pennsylvania, 
Texas (2) and Wisconsin); enacted in 
two (Michigan and Wisconsin). 

Forbidding or Restricting Cancellation 
of Policies: Introduced in eleven states 
(Colorado, Georgia (2), Maine, Massa- 
chusetts, Minnesota, New Jersey, New 
York, North Dakota, Ohio, Pennsylvania 
(2) and West Virginia); enacted in 
none. 

Taxation, License Fees, Cost of Ex- 
amination: Bills relating directly or in- 
directly to these subjects were intro- 
duced in forty jurisdictions and enacted 
in twenty-three. 

Mr. Jones further pointed out the ac- 
tivity of the bureau in the publishing of 
new pamphlets to be used in its educa- 
tional work. Nine in all were printed, 
being largely concerned with phases of 
compuisory automobile insurance and 


workmen’s compensation. Reprints of 
eight different pamphlets were also 
made. 


Before closing his annual report Mr. 
Jones spoke about the progress being 
made in building up an adequate library, 
covering the subjects of casualty and 
surety and, workmen’s compensation— 
not only in this country but in Europe. 
A working law library for reference pur- 
poses is also being built up and the 
bureau has acquired the latest session 
laws of the various states that were ob- 
tainable and also new statutory compila- 
tions and revisions. 


Industrial Accidents 
Show Steady Decrease 


NEW YORK STATE STATISTICS 





Commissioner Hamilton Comments on 
Machinery As Being the Chief 
Cause of Amputations 





During the past few years, according 
to Industrial Commissioner James A. 
Hamilton of New York State, there has 
been a steady decrease in the severity 
of industrial accidents, although changes 
in the workmen’s compensation law have 
caused the number of compensated ac- 
cidents greatly to increase. 

Tn 1923-1924, compensation was award- 
ed to 1,942 workers. who lost arms, 
hands, fingers, legs or feet in industrial 
accidents. In 1926-1927 there were 1,693 
workers who received such awards. 
There were 249 less of the most serious 
group of injuries although there were 
nearly 3,000 hore of all kinds of perma- 
nent injuries. These figures refer only 
to amputation that occur at the time of 
the accident. Subsequent amputation as 
the result of infections or other com- 
plications are not included. 

Machinery has always been the chief 
cause of amputations and it is here 
where there has been the most decided 
reduction. Improved safety measures 
brought about by better inspection and 
better guarding of machinery are show- 
ing their effect. That the control of 
machine accidents has been improved in 
the number of injuries caused is shown 
by the fact that they were increasing 
less rapidly than other causes. There 


“were 145 more workers in 1927 who were 


left with permanent injuries from ma- 
chinery and 234 less who had fingers, 
hands or arms amputated. 

More workers lost fingers in operat- 
ing punch presses than in any one other 
way. There were 320 amputations on 
punch presses and they cost industry 
nearly $1,000 each in compensation. alone. 

Power saws are .the most dangerous 
of the woodworking machines. They 
are even more important than power 
presses because the injuries they cause 
are usually more serious. It is an en- 
couraging fact that the number of all 
accidents from these two types of ma- 
chines is declining. This year 176 men 
received awards for hands or fingers cut 
off by saws. 

The importance of amputations is not 
alone the cost and suffering involved. It 
is more difficult to measure the psycho- 
logical effect on the injured person. The 
nervous shock of losing a hand or foot 


is very great and makes readjustment , 


more difficult. Amputations under any 
circumstances cause the greatest handi- 


cap to the workers and every effort’ 


should be made to further reduce their 
number. 


MUST PAY LEGAL FEES 


The Equitable Life & Casualty must 
pay Arthur F. Shaw of Grand Rapids, 
Mich., some $1,600 for legal services and 
must return thirty-five shares of stock 
to him under a decision of the Michi- 
gan Supreme Court. Shaw brought suit 
on the ground that he had been retained 
for the company by a representative who 
came to Grand Rapids with the ex- 
pressed intent of opening up Michigan. 
He contended that he had purchased 
stock valued at $3,100 through this rep- 
resentative and that it had been held 
by the company when it was sent in, os- 
tensibly for re-issue. The company de- 
nied the full jurisdiction of its represen- 
tative in the matters in question. 


CAN’T ISSUE THESE POLICIES 


Discontinuance on Michigan policies 
of the “guarantee contract” with which 
the Reciprocal Exchange of Kansas 
City, Mo., has sought to dissipate the 
assessment bugaboo, has been ordered 
by the Michigan Department pending a 
settlement of the department’s protest 
in regard to the rider now being used. 








Rate Cutting Problem 
Under Compulsory Law 


BOSTON AGENTS ARE WORRIED 





Practice Might Be Stopped by Including 
Property Damage in Writing of 
Liability Coverage 





From several angles it would appear 
that the mutual companies are getting 
the bulk of the automobile business be- 
ing written under the compulsory liabil- 
ity law in Massachusetts or else the 
stock companies are competing by cut- 
ting rates below the mutuals. Boston 
agents aud brokers particularly are find- 
ing that where a mutual will cut a rate 
10% on property damage in order to se- 
cure the liability coverage, a conference 
company will offer to meet this with a 
30% reduction. . 

Such conditions, it is felt, if generally 
tolerated and continued, will not only 
jeopardize but will demoralize the Bos- 
ton business of both the stock and mu- 
tual companies. And ultimately it will 
have its effect upon the entire state. If 
experience rating is applied for, a legiti- 
mate reduction often means liability cov- 
erage which all members of the Massa- 
chusetts Automobile Rating Bureau are 
entitled to. 

Property damage which is being used 
by the stock and mutual companies as a 
handle to swing compulsory insurance 
their way, especially on fleets of trucks, 
has no legitimate part in writing the lia- 
bility coverage. Whether it will eventu- 
ally be included in the compulsory law 
is still a doubtful question, although at- 
tempts will probably be made this year 
as in the past to secure such legislation. 

It is believed that such a law would 
help to relieve this practice of rate cut- 
ting and at the same time would stop 
the public from submitting a large num- 
ber of supposedly liabiilty claims that 
are no more or less than property dam- 
age claims. Some mutual companies are 
“ducking” claims, preferring to be par- 
ties to suits but are playing a hazardous 
game in so doing. 





ELECT 3 VICE-PRESIDENTS 





American Surety’s New Executives Are 
G. L. Naught, G. J. McGinn And A. E. 
Cotterell; Present Officers Re-elected 


The American Surety at its annual 
board of trustees meeting last week 
elected three new vice-presidents, all of 
whom have been with the company more 
than twenty-four years. All the present 
officers of the company. were re-elected. 

The new vice-presidents are George L. 
Naught, who is also solicitor; G. J. Mc- 
Ginn, who is also manager of the claim 
department; and A. E. Cotterell, who is 
also manager of the fidelity department. 
Mr. Naught has been with the Ameri- 
can Surety twenty-four years, Mr. Mc- 
Ginn thirty years and Mr. Cotterell 
thirty-four years. 

John Anderson, of Chas. Pfizer & Co., 
a member of the board of trustees, was 
elected to its executive committee. 





DINNER TO H. K. REMINGTON 


Harold K. Remington, retiring mana- 
ger of the Philadelphia offices of the 
Aetna Life and affiliated companies, was 
given a testimonial dinner in that city 
last week by his associates. Mr. Rem- 
ington is now vice-president of the Con- 
stitution Indemnity. Among those pres- 
ent at the dinner were William L. Moon- 
ey, vice-president of the Aetna Life and 
speaker of the evening, John S. Turn, 
vice-president in charge of the New York 
offices and J. J. Murray, attorney. 





SURETY MONOPOLY COMPLAINT 


Among the complaints made last week 
against Maurice E. Connolly, borough 
president of Queens, in the sewer in- 
vestigation, is one that he “created or 
connived at the creation of a monopoly 
in writing of surety bonds.” 
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RESULTS OF AGENTS’ Exams 





One-Sixth of Applicants in Connecticut 

Fail to Pass; 5,300 Agents an/ 370 
Brokers Licensed There 

One-sixth of the applicants for 
licenses failed to pass the test ¢ 
the Connecticut insurance depa*tment 
during the last year. A total «/ 1.312 
examinations were taken in 1927. aver. 
aging more than 150 a month, With 301 
failing to pass. Colonel Howard !’. Dun. 
ham, insurance commissioner, s2's_ the 
examination given during the yer was 
not more difficult than that given in oth- 
er years, the questions being concerned 
with the simple fundamentals of the in- 
surance business. An applicant fur q ji- 
cense to sell insurance who is not able 
to answer the questions is hardly ‘the 
type of person to be entrusted with ‘the 
responsibility of dealing with an unin- 
formed public, he points out. 

“The business of insurance is a com- 
plicated one, and ordinary people are 
very easily misled with regard to it,” he 
says. “Our purpose in conducting these 
examinations is to see that the candi- 
date for a license as agent possesses a 
necessary minimum knowledge about 
forms and conditions of the kind of} in- 
surance business he intends to engage 
in, in order thus to provide againstiig- 
norant misrepresentations by him’ to 
members of the insuring public.” 

Many of the 301 who failed to pass 
the test succeeded in subsequent ex- 
aminations after studying harder. A to- 
tal of 16,954 licenses were renewed dur- 
ing the past year. Four hundred and 
eighty-two agents of other States were 
granted licenses as of September 15, 
1927. The number of agents in Con- 
necticut as of that date was 5,291, while 
the number -f brokers was 370. 
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$13,343,4°9 ‘PAID OUT IN 1927 





Workmen’s Compensation Bureau of Pa. 
Authorized This Total in 74,886 
Industrial Cases 


The Workmen’s Compensation Bureau 
of Pennsylvania during 1927 authorized 
payments of $13,343,489 from compensa- 
tion insurance carriers because of indus- 
trial accidents, the annual report of the 
bureau shows. The payments were au- 
thorized in 74,886 cases. 

The sum included $5,772,868 for bene- 
ficiaries of victims of 2064 fatal accidents. 
The other payments were $3,226,464 for 
permanent disability claims, and $4,344, 
157 for temporary disability. 

Since the workmen’s insurance law 
became effective in Pennsylvania Janu- 
ary 1, 1916, a total compensation liability 
of $134,998,944 has been incurred by com- 
pensation insurance carriers or uninsured 
employers as result of 843,082 cases 
which the bureau has decided. In the 
12 years $65,426,650 was awarded in fatal 
cases. 

Industrial fatalities in the state have 
numbered 28,806 in the dozen years since 
compensation insurance has been 
force. The largest number occurred in 
1918, when there were 3403 fatalitics; the 
smallest number in 1922, when. there 
were 1890. The 1927 fatalities were 
10.9% lower than in 1926, the largest 
number of fatalities resulting from one 
accident being 26 when a gas tank ex 
ploded in Pittsburgh last November 14. 





HAS THREE SPEAKING DATES 
W. L. Barnhart, director of develop 
ment publicity, National Surety, starts 0" 
a speaking tour next week. He wil talk 
first before the Cincinnati Rotary Club 


- on February 2. On the following «ay he 


appears before the St. Louis Chamber o 
Commerce. He will also address the 
“hicago Lion’s Club on February 7. His 

-ct at -these affairs will be the 
“Psychology of Crime.” 


LIMA, OHIO, APPOINTMENT 


The New York Indemnity has a: poit 
ed Glen C. Webb, Inc. as its jcner@ 
agent for surety business at Lima, Ohio 
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